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What the 


Hardware Trade Thinks of the 


Proposed Cutlery Tariff 


Some Opinions from the Various Branches of the 


Hardware Trade Regarding 


the Cutlery 


Duties Advocated in the Fordney- 
McCumber Tariff Bill 


HARDWARE AGE has received a 

great many letters from men in 
the hardware trade expressing their 
approval or disapproval of the proposed 
rates on cutlery in the Fordney-Mc- 
Cumber tariff bill which has just been 
passed by the Senate. 

Believing it to be a matter of perti- 
nent interest to the hardware trade .at 
large, HARDWARE AGE wrote to many 
of the leading cutlery manufacturers, 
hardware jobbers and hardware retail- 
ers on the subject, asking them to ex- 
press their opinions. 

Quotations from some of the answers 
received are published herewith: 


[D isoe the past few months 


Remington Arms Company, Inc. 


“Eighty to 85 per cent of the cost 
of manufacturing American pocket 
knives is in labor—the remaining 15 
or 20 per cent in material. While there 
have been recessions in prices of ma- 
terial during the past year, even a 
heavier reduction in material costs 
would not affect the cost of American 
pocket knives to any great extent. 

“During the period of the war wages 
to cutlery workers advanced on an 
average about 135 per cent, and even 
at these heavy advances it was difficult 
for the American makers to man their 
factories. 

“For a long time after the signing 
of the Armistice, cutlery wages re- 
mained at a very high level; as a mat- 
ter of fact there was ‘very little chance 
to lower prices until late in 1920 and 
‘early in 1921. The average reduction 
since that time is probably about 35 per 
cent. It is safe to say, therefore, that 
the present level of cutlery wages aver- 
ages 100 per cent higher than in pre- 
war days. 


“In the issue of July 21 the New 


York Times has this to say about liv- 
ing conditions: 

“‘The National Industrial Confer- 
ence Board, 10 East Thirty-ninth 
Street, reported yesterday that the 
cost of living among wage earners’ 
families on June 15 last was 55.4 per 
cent higher than in July, 1914. But 
since July, 1920, when the peak of the 
rise in the cost of living since 1914 was 
reached, price levels decreased 25 per 
cent. 

“‘Between May 15 and June 15 of 
this year there was a general increase 
of three-tenths of 1 per cent. Clothing 
prices dropped, which the _ board 
thought was due to seasonal variations; 
while food costs increased. Decreases 
and increases in that period apparently 
balanced one another. 

“In pre-war days the cutlery indus- 
try in this country was as poorly paid, 
or it might be said the poorest paid, 
of any of the industries requiring such 
a large percentage of skilled and semi- 
skilled labor. The rewards of the in- 
dustry were not sufficient to induce 
good workmen to remain in it any 
longer than they were compelled to 
and there was almost no new crop of 
younger workers to be obtained. At a 
period ten or twelve years ago the aver- 
age rate of wages in three of the then 
largest American pocket knife fac- 
tories, taking into consideration all 
classes of labor, did not exceed $10 per 
week. 

“With the coming of the war Ameri- 
can manufacturers were, as above 
stated, compelled to pay very much 
higher prices to secure labor, and dur- 
ing the later periods of the war and the 
period following the Armistice the 
leading men of the industry put them- 
selves on record as not wanting labor 
conditions to drift back to the condi- 
tions which existed in pre-war days. 
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“They had sufficient business sense 
to know that if the industry was to be 
built up and put on a level that would 
permit it to progress and expand that 
they must pay decent wages to induce a 
good class of workmen to engage in it. 
It is our conviction from numerous in- 
terviews that we have held with vari- 
ous ot the better class of manufactur- 
ers, that they are entirely sincere in 
their views and efforts. 

“The crux of the situation may be 
stated quite briefly. Some of the im- 
porters who have “tasted blood,” in the 
way of huge profits, are very much op- 
posed to the heavy proposed increase in 
tariff, knowing full well that a tariff 
of this kind will compel them to take 
enormously lessened profits in competi- 
tion with the American makers. 

“A comparison of the average rates 
of pay of American cutlers and cutlery 
workers to-day with those paid in Ger- 
many, both computed in American 
money, shows that the American work- 
er is paid many times more than the 
German worker. 

“The importers have brought in huge 
quantities of very low-priced German 
cutlery and moderate quantities of the 
better class. However, the exceedingly 
lew prices at which this cutlery has 
been brought in has not benefited the 
American consumer to any appreciable 
extent. The spread between the cost 
of German cutlery laid down in New 
York duty paid and the consumer has 
been enormous, rising in some in- 
stances to more than 1000 per cent. 
The lion’s share of this profit has gone 
to the importer. Greed for extortion- 
ate profit on the part of these im- 
porters is, in our estimation, the real 
reason why the importers of German 
cutlery are resorting to every possible 
expedient to stir up opposition to the 
proposed cutlery schedules and by 
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propaganda are trying to enlist the 
support of jobbers and _ retailers 
throughout the country. 

“Exeepting three well known quality 
standard brands of pocket cutlery im- 
ported into this country from Germany, 
the remaining very large importations 
of German pocket cutlery are veritable 
junk. The blades are made largely 
from Bessemer steel or low grade Ger- 
man crucible steel. They possess a 
certain ragged sharpness which dis- 
appears with very little use, and there 
is no known method of resharpening 
blades made from this kind of steel. 
As cutting implements they are just 
about as near worthless as anything 
that can be described. 

“To sum up: Labor rates in Ger- 
many, expressed in American money, 
are at a low level. 

“Labor rates in America are at a 
high level—100 per cent higher than 
in pre-war days. 

“Importers of a certain class, hav- 
ing become saturated with greed for 
extortionate profits, are fighting in- 
creased tariff to the point of despera- 
tion. 

“We do not believe that the proposed 
cutlery schedules will prohibit the im- 
portation of good German cutlery. We 
surely hope it will exclude the junk. 

“Tt will compel the importers of good 
cutlery to compete at reasonable prof- 
its with American manufacturers. 

“We do not believe it is possible, in 
face of the keen, severe competition 
which exists among the American man- 
ufacturers, that such a thing as prof- 
iteering in American cutlery could 
prevail. The sound economic law of 
supply and demand and the above men- 
tioned keen competition which exists 
will, in our estimation, render prof- 
iteering or extraordinary profits im- 
possible.” 

(Signed) 
Sales Manager, 

H. Boker & Co., Inc. 
(Owners—Valley Forge Cutlery Co.) 


A. H. WILLEY, 


Cutlery Division 


“In reference to the proposed rates 
on cutlery, it is our opinion that 
should the present bill become a law, 
it would act as an absolute embargo on 
cutlery, both from Germany and Eng- 
land and would unquestionably result 
in material advances in the prices of 
American goods. 

“The rates in the present law are 30 
percent on scissors and table cutlery 
and 35 to 55 per cent on knives and 
razors. 


“The rates in the proposed Senate 
bill run as follows: 

Scissors, from 100 to over 400 

cent. 

Table cutlery, from 70 to about 

per cent. 

Knives, from 100 to about 300 

cent. 

Razors, from 150 to over 400 

- cent. 

“When these rates were written in 
the bill, the Senate Finance Committee 
based all of its caleulations upon 
actual shipments from Germany, with 
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costs based upon the exchange value of 
the mark on the day that the invoice 
was consulated, which accounts for the 
many apparent very low-priced goods 
coming in here from Germany. As an 
actual matter of fact, most importers 
when they placed orders in order to 
éstablish their cost as near as possible, 
bought their marks at the time of plac- 
ing the order and as the mark kept 
going down the rate of exchange that 
the mark was consulated at did not 
represent the true cost of the goods, 
although it is only fair to state that 
much cheap merchandise did come in 
from Germany for a time. This was 
due to the wages not being adjusted to 
the rapid falling in the value of the 
mark, which, however, is changed now, 
and it is our opinion that the Senate 
Finance Committee erred in not tak- 
ing into consideration the fact that 
a tariff law is not made to take 
into consideration immediate conditions 
only, but should also take into con- 
sideration conditions as they will be 
three months hence. All of this in- 
formation was given to the Senate Fi- 
nance Committee, but was ignored. 

“As regards future shipments, the 
actual facts are as follows: In April of 
this year a law was passed in Germany 
that all orders that were not registered 
with the government by May 10 could 
not be billed in marks, and that the 
prices would have to be plus 25 per 
cent on razors and scissors and all 
knives, excepting pearl handles, which 
latter and all table cutlery are to be 
billed at plus 40 per cent over the pre- 
war value, and that all orders, whether 
they were booked in marks or in dol- 
lars, have to be billed in dollars after 
Sept. 1. In other words, no goods will 
come out of Germany after Sept. 1 
unless billed in dollars at the advances 
stated above, and some grades of cut- 
lery will even'be higher than plus 40 
per cent above pre-war. 

“Since then, however, many of the 
large manufacturers claiming that, due 
to the rapid increase in their wages 
and the enormous prices that they 
must pay for their raw materia! that 
they buy in countries outside of Ger- 
many, state that they cannot continue 
to bill in marks and are already now 
billing in dollars and are not waiting 
until Sept. 1. 

“Assuming that with the duties so 
high and with the rapid advancing 
prices in Germany, no orders will be 
placed which undoubtedly will be the 
fact, it is reasonable to assume that 
German manufacturers will reduce 
their prices some, but no one who is 
familiar with conditions in Germany 
is prepared to state that Germany can 
afford to bill goods at even pre-war 
prices, because they are largely im- 
porters of raw materials and also of 
material quantities of manufactured 
merchandise, for which they will have 
to pay prices based upon the conditions 
in the countries from which they im- 
port. 

“As regards our own country in ref- 
erence to the cutlery conditions, the 
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costs of manufacturing are, to say the 
least, 50 per cent higher than pre-war. 
Therefore, in our opinion, it is not rea. 
sonable to assume that the German 
manufacturers can afford to go very 
much lower than the prices they are 
quoting now, i., advances ranging 
from 25 per cent to 40 per cent above 
pre-war. In our opinion, the Payne- 
Aldrich rates, which on cuilery aver- 
age about 74 per cent, would be ample 
protection for American manufactur- 
ers, and we being in that class, would 
be perfectly satisfied with these rates, 
excepting on table cutlery, lon which, in 
our opinion, the American manufactur- 
ers do not even need the Payne-Aldrich 
rates, because we have always exported 
a very large percentage of our manuv- 
factures in this line and the total im- 
ports of table cutlery from abroad we 
do not think exceeds 5 per cent of the 
consumption. In our opinion, the pres- 
ent rate of 30 per cent would be ample 
protection to the American manufac- 
turers.” 
(Signed) Epw. GRAFMUELLER, 

Vice-President. 


H. C. Hart Manufacturing Co. 


“In the first place, we wish to advise 
that we believe in a tariff on cutlery 
sufficient to adequately protect the 
American manufacturer and the Amer- 
ican laborer, and we do not believe that 
it will be inclined to raise the price of 
goods made in this country on account 
of the keen competition between the 
American makers of cutlery. 

“We have before us a knife made in 
Germany, which was purchased in one 
of the 5 and 10 cent stores for 10 cents. 
There is no doubt but what these goods 
were purchased at a less price than the 
American manufacturer could make 
them for. No matter what low price 
this 5 and 10 cent store paid for these 
goods, they would be put on the market 
for 10 cents, and in this way he gets 
a greater margin of profit than he does 
by purchasing American made goods. 

“IT am not inclined to believe that 
tariff would exclude cutlery imports al- 
together. They might be excluded for 
a short time, but all foreign made goods 
would have to be sold on a par with 
the American manufactured products.” 

(Signed) E. M. Hart, 


Treasurer 


“Griffon” Cutlery Works 


“We wish to say unhesitatingly that 
it is not a question of judgment that 
the rates proposed would act as an 
“embargo” on cutlery imports, except 
in limited instances, but an absolute 
fact, and if adopted, that cutlery prices 
would greatly advance is also unques- 
tioned. 

“We are unqualifiedly in favor of 4 
tariff that will amply protect the 
American product, so that our Amer'- 
can factories can be run to their full- 
est capacity and the American work- 
men be steadily employed, for without 
the same the country must suffer and 
with it all the merchants and manv- 
facturers. 
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“We are, however, strenuously op- 
posed to the rates prescribed in the 
proposed Fordney Tariff Bill, as they 
are unwarranted, excessive and pro- 
hibitive, and must, as stated, result in 
the exclusion of imported cutlery, thus 
giving a monopoly to the American 
manufacturers and also result in 
largely increasing prices, particularly 
inasmuch as, in our opinion, the output 
of American manufacturers is not 
large enough to supply the demand and 
must result in prices advancing to 
those prevailing in 1919 and 1920, 
which were from 40 to 75 per cent 
higher than prices prevailing at present. 

“There has been a constant misrep- 
resentation of facts presented to and 
by some of our legislators in order to 
justify the prohibitive rates, including 
cutlery, in the proposed bill. The prin- 
cipal one being to quote ridiculous 
prices at which German goods have 
been purchased, measured in American 
currency and by omitting to state the 
temporary cause to which such prices 
were due, namely, fluctuation in ex- 
changes. 

“As an example: 

“If an article was purchased, say, 
at a time when the value of the Ger- 
man mark was about 1 cent per mark 
and such goods were delivered and 
paid for when the rate was % cent 
per mark, the purchaser, in conse- 
quence, paid in United States currency 
only one-half of the value of the ar- 
ticle, or if the purchase was made of 
an article for M200 when the rate of 
exchange was 1 cent per mark, the 
price was based on a gold value of $2. 

“If on account of the fluctuation of 
the exchange the value of the mark had 
declined to % cent when the goods 
were shipped and paid for, the pur- 
chaser paid for that article, measured 
in United States currency, only $1 or 
one-half of the value of same. 

“As the exchange declines the price 
advances and on the basis of % cent 
exchange, if the article was re-ordered, 
the price of such article would auto- 
matically advance to 400 marks and 
the statements which have been so 
widely advertised, namely, ‘that mer- 
chandise was bought at ridiculous 
prices,’ are the result of such exchange 
conditions. 

“As to cutlery rates on the basis of 
the present prices existing in Germany 
to-day, which prices have been and are 
continuously advancing, the tariff 
rates based at or near those existing 
in the Underwood bill give ample pro- 
tection. We will cite herewith two in- 
stances which are characteristic of al- 
most the entire line. 

“We have before us a _ two-bladed, 
brass-lined celluloid handle pocket 
knife, made by a prominent manufac- 
turer in the East, whose price is $1.50 
per doz. 

“A comparable German knife could 
at present prices be bought for M400, 
which on the basis of the exchange 
existing at present is equal to... .$0.80 


Add to same 16 per cent for 
export tax and shipping ex- 
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penses 
Present duty, 35 per cent..... 


Landing cost 
Importer’s overhead 
profit, one-third 


and 


Wholesale value 
“Under the proposed Fordney Tariff 
Bill this knife would cost us to import 
as follows: 
Value of knife 
Expenses, 16 per cent 
Proposed rate (paragraph 
354), 12 cents each and 60 
per cent: 
Specific duty 
Ad valorem duty 
ee ee $2.92 
Importer’s overhead, expenses 
and profit, 3831/3 per cent.. .97 


Wholesale price 


Shears 
“We have before us a 7-in. solid 
steel nickel-plated shear, sold regularly 
by a scissors manufacturer at $2.75. 
“The last quotation that we have had 
on this identical-shear was in April, 
1922, at: 


M468 per dozen on the ex- 
change basis of 1/3 of a 
cent per mark then existing 

Purchasing commission, ship- 
ping expenses and export 
tax, 16 per cent 

Present rate of duty, 30 per 


$1.56 


Landing cost 
Importer’s overhead 
profit, 331/38 per cent 


and 


Wholesale price ............ $3.03 

“Under the proposed rates of the 
Fordney Tariff Bill the landing cost 
and the wholesale price of this shear 
would be as follows: 

CN hk RSs cae cbaeeeee $1.56 

Charges, 16 per cent......... 25 

Proposed rate (paragraph 

357), 20 and 45 per cent: 
Specific duty 
Ad valorem duty 


2.40 
.70 
Landing cost ..66c.seee. $4.91 

Importer’s overhead and 

profit, 331/3 per cent 

Wholesale price ............ $6.65 

“This surely is not protection, but, 
as already stated, exclusion. 

“As herein stated, we could go 
through almost the entire schedule and 
show the same condition throughout. 

“We should like to direct attention 
to the following facts: 

“Of cast iron scissors and shears 
there are entirely in this country four 
manufacturers of this class of goods 
who employ for the manufacture of 
same not more than 1000 workmen. 

“About 80 per cent of the entire vol- 
ume is done by one factory which, we 
have been informed, exports in com- 
petition with foreign goods over 33 1/3 
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per cent of their output. Nevertheless, 
the rates prescribed in the Fordney 
Tariff Bill for this class of goods range 
from 165 to 445 per cent against the 
present rate of 30 per cent. 


Solid Steel Scissors 


“The rates prescribed range from 
165 per cent to 445 per cent against 
the present duty of 30 per cent. There 
are in the United States not over 
twelve manufacturers of this class of 
goods, 70 per cent of the entire output 
being with three manufacturers, all of 
whom do not employ more than about 
1500 workmen. 

Pocket Knives ' 

“American jack and pocket knives, 
except of the cheap grades, are in a 
class by themselves. They stand pre- 
eminent both for quality and work- 
manship, and it is our experience that 
where American knives are installed, 
that foreign knives offer very little 
competition irrespective of price. 

“The rates that have been prescribed 
in the Fordney Tariff Bill range from 
110 per cent to 290 per cent, against 
the present rates of 35 per cent to 55 
per cent. 

“The proposed rates are not protec- 
tive; they are prohibitive. 


Razors 


“The rates prescribed in the Fordney 
Tariff Bill range from 160 per cent to 
500 per cent against present rates of 
35 per cent to 55 per cent. 

“There are in the United States not 
over ten manufacturers of razors who 
employ totally about 2000 men. 

“In conclusion we wish to say that 
the proposed rates leave no other al- 
ternative but to arrive at a conclusion 
that they were made without any re- 
gard other than to create monopoly for 
interests that have had the co-opera- 
tion of powerful influences to further 
the same.” 


(Signed) A. L. SILBERSTEIN. 


“Acme Shear Co. 


“As cutlery manufacturers and hav- 
ing before us facts which are not open 
to all, we are very honest in our belief 
that even were the proposed rates on 
cutlery to take effect that they would 
not be too high. In other words, with 
the proposed rates in effect, there 
would still be an enormous quantity of 
shears and scissors imported into the 
United States, as in many cases it 
would still be impossible for us to 
compete against the prices of imported 
scissors and shears, due to the wages 
paid and the low value of the mark. 

“The rates proposed certainly would 
not act as an embargo on cutlery im- 
ports nor would they bring about 
higher cutlery prices. 

“In our own case, it would mean that 
instead of a certain large quantity of 
German scissors being retailed at 25 
cents per pair, that a number of im- 
ported scissors now sold at 25 cents 
would be replaced by a quantity of 
American scissors and shears to retail 
at 25 cents. 
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“It is very important to bear in mind 
that very few articles manufactured 
have the high percentage of labor cost 
to the total cost as shears, scissors and 
pocket knives, due to the large pro- 
portion of hand labor required. Prac- 
tically 80 per cent of the entire cost 
of a shear is labor, and such a condition 
certainly requires an adequate tariff 
against low-priced foreign labor.” 

(Signed) Davin C. WHEELER. 


Treasurer, 
Camillus Cutlery Co. 


“The writer wants to‘ emphatically 
state that he is in favor of the adop- 
tion of a sufficient tariff rate on cutlery 
to adequately protect the American 
manufacturer and American labor. He 
believes that the old Payne-Aldrich 
rates, as embodied in the tariff act of 
1909 on pocket knives, razors, scissors, 
will more than accomplish this protec- 
tion. 

“With specific reference to pocket 
knives, the new tariff will be an em- 
bargo against all imports of pocket 
knives, whether made in Germany, 
France, Czecho-Slovakia or England. 
This will also exclude the many grades 
of cheap boy’s knives that are import- 
ed which have never been successfully 
made in this country. 

“The rates of duty on scissors rang- 
ing from 105 per cent to 445 per cent 
and on razors ranging from 160 per 
cent to over 450 per cent will also be 
an absolute embargo against all im- 
ports of these articles. 

“It is the writer’s opinion that, as 
far as table cutlery is concerned, that 
it does not even need the protection of 
the Payne-Aldrich rates. Table cut- 
lery is largely made by machinery and 
labor does not enter in as great a pro- 
portion in the costs of manufacturing 
table cutlery as it does in manufactur- 
ing scissors, razors and pocket knives. 
Table cutlery, moreover, is now and 
has. been for years exported from this 
country to all parts of the world 
against the keenest competition from 
Germany, England and France, which 
in itself proves that no great protec- 
tion is needed for it. 

“There is no doubt whatsoever in our 
mind that if the proposed tariff is 
adopted that it will mean higher prices 
on every article of cutlery, whether 
it be a razor, a scissors, a pocket knife, 
a earving knife, a kitchen knife, or a 
hair clipper.” 


(Signed) 


J. Wiss & Sons Co. 

“We do not consider the proposed 
tariff rates on scissors and shears too 
high. Neither do we believe that the 
proposed rate would act as an embargo 
on shears and scissors imports. If the 
tariff is adopted, it would not bring 
about higher cutlery prices on domes- 
tic goods. 

“The uppermost question is—What 
protection does the American manufac- 
turer need to compete against foreign 
scissors? 

“Congressman Tilson of Connecticut 


R. N. KASTOR. 


HARDWARE AGE 


has just returned from the Solingen 
District in Germany and reports that 
the cutlery workers in that district 
earn on an average between 33 cents 
and 40 cents per day in United States 
money. In Newark, N. J:, the same 
class of workers earn from $4 a day for 
inexperienced help to $6 a day for ex- 
perienced help, and even $9 a day for 
experts. For the sake of comparison, 
we will take as an average of the earn- 
ings of the United States worker in 
this industry, $5 per day against less 
than 40 cents per day for the German 
worker. 

“The Senate Finance Committee in 
August, 1921, investigated, thoroughly, 
through the Reynolds Committee, the 
landed cost in the United States of re- 
presentative styles of German scissors 
comparable to American patterns— 
and they had this report before them 
when the tariff rate on scissors was 
adopted. 

“The scissors rates in the pending 
tariff bill are not equal to the differ- 
ence in labor costs in the United 
States and in Germany. 

“It is to be noted that the importers, 
agents of foreign manufacturers, and 
other anti-protectionists, never make 
any reference in any of their propa- 
ganda to the differential in labor costs 
between the workers in Germany or 
Japan and the workers in the United 
States. 

“Neither the American public or re- 
tail merchants profit through the im- 
portation of low price goods. The im- 
porter alone profits. Anyone can 
readily understand that the importers 
and German selling agents in this 
counry are doing their very best to 
keep the tariff as near to the Under- 
wood tariff as possible, for under low 
tariff rates they are making enormous 
profits, and naturally, they want these 
profits to continue as long as possible. 

“Please note that during the last 
twelve months, between 8,000,000 and 
10,000,000 pair of scissors have been 
imported into the United States at an 
average price of between $1.50 and 
$1.60 per dozen. If the American 
manufacturers do not get protection 
very soon the scissor industry of the 
United States will be practically wiped 
out. 

“The scissor industry in this country 
has capital invested amounting to 
about $9,000,000 and it directly em- 
ploys in its works between 2500 and 
3000 employees. It is an infant indus- 
try and is necessary to the welfare of 
the nation. During the war American 
manufacturers were called upon to 
make approximately 1,000,000 pair of 
surgical scissors, which they did suc- 
cessfully. We have proven that we 
can make scissors in the United States 
which surpass in cutting quality any- 
thing that has ever been produced in 
Germany or anywhere else in the 
world. 

“The American public has never had 
the benefit of the low cost of imported 
scissors. The selling prices, to a large 
extent, have been dictated by the 
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ability of the American manufacturer 
to compete. If an adequate tariff is 
given this industry, the public will not 
suffer, but on the other hand, the 
revenue to the United States Govern- 
ment will be increased considerably : 

“1, Because quite an amount of 
these goods will still be imported at 
an increased revenue. 

“2. Due to the revenue which will 
be received from the manufacturers 
in this country through taxation on 
an increased amount of business. 

“3. Due to the purchasing power 
of a larger number of men which 
an adequate duty would permit be- 
ing employed in this industry at 
wages commensurate with the 
American standard of living. 
“Anyone will agree that in the 

United States we could make goods 
just as cheap as anywhere else in the 
world, providing that we could get 
labor just as cheap as anywhere else, 
but do we want to open the gates to 
pauper labor? Do we want men work- 
ing here at 30 cents, 40 cents or 60 
cents per day? Would this labor be 
able to buy the luxuries, or even the 
necessities of life, that our workmen 
are able to buy to-day? ‘To think of 
doing this is positively ridiculous, but 
wouldn’t that be the ultimate result of 
anti-protection?” 


(Signed) 
Edward Weck & Son, Inc. 


“Our sentiments on the proposed 
Fordney Tariff Bill are decidedly luke- 
warm. We realize that Congress is 
trying to build a tariff more against 
the declining German mark than the 
German manufacturer. That is all 
right, but it cannot be done without 
utterly excluding British and French 
goods. As far as we are concerned, 
prompt action in any direction would 
be a welcome relief. We could then do 
some intelligent planning for the 
future.” 

(Signed) ALBERT H. WECK. 


Lamson & Goodnow Mfg. Co. 


“I can state without hesitancy that 
no one of our acquaintances engaged 
in the manufacture of cutlery in this 
country believes there has been a suffi- 
cient duty since the Underwood Tariff 
became effective. During the past two 
years that rate has been grossly in- 
adequate. 

“T shall refer only to such lines as 
are manufactured by us, to wit: house- 
hold cutlery, butchers’ tools, kitchen, 
restaurant and painters’ cutlery and 
tools in this statement. Personally we 
regard the tariff schedules pertaining 
to cutlery, at the present time, as pro- 
visional. The most severe competition 
in our lines comes from Germany. 
With the depreciation of the mark and 
the low wages paid to their employees 
—from five to seven times less than 
the rates paid in the United States— 
any tariff rate based on foreign valua- 
tion would render it difficult to manu- 
facture successfully in competition 
with her. 


C. L. GAIROARD. 
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“So far as the cutlery business is 
concerned, it seems to us that the 
tariff act must be an act that considers 
this competition. German imports are 
much larger than those from other 
countries and exchange being so strong 
against us, it makes it almost exclu- 
sively a question of how large a rate 
is necessary to meet her competitive 
prices. With a fluctuating exchange 
it is difficult to say what rate would 
be requisite, I am of the opinion that 
the proposed rates in the Fordney bill 
are not excessive to meet the emer- 
gency of the situation. I am strongly 
of the opinion that American cutlery 
manufacturers are not the rapacious 
horde of beings which our importing 
friends have so strenuously been pic- 
turing us. 

“IT am further emphatically of the 
opinion that the proposed rates would 
not cause an embargo on cutlery im- 
ports. There is, in our lines, plant 
capacity sufficient to hold prices where 
they are and give employment to more 
than double the workmen now em- 
ployed. This larger employment would 
permit a lowering of prices and yet 
afford a profit where now loss results. 

“T think that most cutlery manufac- 
turers are looking only for adequate 
protection on a fair competitive basis, 
a thing which they have not at pres- 
ent, nor does it seem that they will 
have it for some time to come with 
the large amount of merchandise com- 
ing into the country for future con- 
sumption. 

“In the making of a new tariff law 
whenever low rates have been’ ad- 
vanced the rule has been for importers 
to load the warehouses with merchan- 
dise so that considerable time elapses 
before manufacturers can bring their 
plants up to full production capacity. 
An emergency certainly exists at pres- 
ent in many lines of manufacture. 
Uncertainty as to future tariff sched- 
ules has led to stagnation in trade. 
That some schedules may not be scien- 
tific, or a bit too high to suit the al- 
truistic importer is not sufficient rea- 
son to delay enactment of the tariff 
bill. Its early passage I believe would 
be a powerful stimulator to business.” 

(Signed) CLIFTON L. FIELD. 
President. 


United Knife Company 


“We do not believe the rates in this 
tariff bill will be detrimental to the 
American public, but will in turn give 
the United States a larger income 
which in turn will be used for the bene- 
fit of the public at large. 

“The American manufacture should 
have protection against cheap foreign 
competition and we believe these rates 
are no more than what they should be.” 

(Signed) A. J. NEISER. 


Union Cutlery Company 


“We believe that your idea of get- 
ting the expression of opinions from 
the dealers and manufacturers is a 
very good one. We should be very 
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much interested in seeing the claims 
as set forth by the parties interested 
claiming that the present rates as now 
proposed on cutlery are too high. 

From all figures we have on hand, 
the present proposed rates are allow- 
ing German cutlery to come into this 
country at about the price of from 20 
to 25 per cent less than our costs. We 
cannot see how in any way this can be 
considered a prohibitive rule. 

“We do not expect to see an advance 
in cutlery after the new tariff has 
gone into effect. At the present time, 
American manufacturers are selling 
goods in many instances for cost or 
less than cost. The American pocket 
knife manufacturer may continue in 
business and supply his trade with 
merchandise that will be ‘satisfactory 
to the consumer, but it is absolutely 
necessary that he should be able to 
make a living profit which he cannot 
do at the present time. The American 
manufacturer is paying from eight to 
ten times over the German wage scale 
figured in American dollars. The 
present proposed tariff certainly does 
not begin to make up any where near 
this difference in the razor cost.” 

(Signed) W. R. BROWN. 
President. 
Cattaraugus Cutlery Co. 


“We only ask for a tariff rate suffi- 
cient to cover the difference in labor 
costs here and abroad. 

“We have before us a sample line 
of high grade German cutlery recently 
purchased in Solingen, Germany, on 
the open market and the prices at 
which these knives are at present laid 
down in New York is such that no 
American manufacturer can compete 
and pay the present rate of wages. 

“The proposed new Senate rate, 
when computed on foreign valuation, 
will not cover this difference in cost. 
The exchange rates are so uncertain 
that it is impossible to name a tariff 
rate that will meet the situation. It 
is for this reason that we have been 
very anxious to see an American valu- 
ation clause in the proposed new tariff 
and rates based on such valuation.” 

(Signed) T. CHAMPLIN. 
President. 
Geneva Cutlery Corporation 


“After a careful consideration of the 
flagrant and unwarranted attacks 
made through the press by importers 
under the guise of American manufac- 
turers, I feel that the self interest 
represented in these misleading state- 
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ments is so apparent that the attacks 
are unworthy of detailed discussion. 
It is a fact that a committee of import- 
ers accepted certain lines of samples, 
both foreign and domestic, as repre- 
sentative of the razor industry and as 
comparable. Those items were made 
a subject of government investigation, 
and since the printing of the Reynolds 
Report, the revised values of the Ger- 
man samples brought down to April 1, 
1922, are on an average approximately 
50 per cent lower on the same articles 
than at Aug. 1, 1921. 

“A study of the same government 
report indicates that with the addi- 
tional rates asked for, the importer 
need not advance his selling prices. 

“Now just a word in regard to Ger- 
man wages. We have been told that 
they are going up. They have gone up 
somewhat in marks; they have actually 
gone down in dollars. The very latest 
report made in Washington by Con- 
gressman Tillson, recently returned 
from Germany, shows an average of 
1,000 marks per week as the going 
wage for high class cutlery workmen. 
The mark is under two-tenths of a 
cent. The equivalent wage in dollars 
is less than $2 per week. 

“There is no surer way of accom- 
plishing a material reduction in the 
retail trade of this country than by 
fostering a policy that will result in 
either one of two things, i. e. a reduc- 
tion of domestic wages to the low for- 
eign wage scale, or the closing entirely 
of the American factories now unsuc- 
cessfully attempting to make merchan- 
dise in direct competition with foreign 
labor. 

“Please have in mind also that an 
uninterrupted flood of foreign mer- 
chandise made by poorly paid foreign 
labor is even a greater burden on our 
country and on our workmen than an 
uninterrupted flood of foreign im- 
migrants. 

“Regardless of the importers’ state- 
ments to the contrary, the proposed 
rates on cutlery do not mean an em- 
bargo; they do leave a big margin of 
profit for the importer. It is equally 
true that the passage of the McCumber 
Bill does not necessarily mean ad- 
vanced prices by the American manu- 
facturer. The tendency on the part 
of the domestic manufacturer has been, 
and probably always will be, to reduce 
his prices in accordance with any pos- 
sible reduction in wages and material 
costs.” 


(Signed) P. H. Rosrnson. 


Some Jobbers’ Opinions 


Odell Hardware Company 
Greensboro, N. C. 

“Replying to your favor of the 21st, 
I am inclosing you herewith my com- 
ments on the tariff bill. These are my 
honest sentiments. Don’t know wheth- 
er this is what the majority of the 
folks over the country think or not, 
but this is my opinion. 


“We live in parlous times. To some 
of us it seems that the voice of the 
loud-mouthed politician sounds above 
the clamor of these noisy times— 
strikes, lockouts, fuel producers and 
transportation agencies, 

“Is it a matter of labor or service 
involved? Not at all. The capitalis- 
tic politician wants to have a big mar- 
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gin in the electorate this fall. The 
labor politician emboldened by the suc- 
cess attained during the war period 
wants to nationalize his group and 
thus get a national importance. He 
does not care a rip for the human side 
of his followers, but is struggling to 
solidify his vote in the fall electorate 
in order that he may appeal for fur- 
ther class legislation. Whenever either 
side sees or thinks it. has secured an 
advantage over the other side, polit- 
ically, then the miners or railroad 
strikes will come to an agreement very 
quickly. 

“For all these years the slick politi- 
cian has been arraying the different sec- 
tions of this country one against the 
other on the tariff. Well, as the domi- 
nant party was, principally, in one sec- 
tion, they ran their appeal to one class, 
alone, the manufacturing class, and 
they did not care a hoot how it affected 
the average American citizen. The 
tide shifted and the other party came 
into power and we were unable to see 
any difference in the schedule because 
everyone has always known and be- 
lieved in an American standard of liv- 
ing. In order to have that a sensible 
and reasonable’ tariff differential 
should be maintained in behalf of 
American producers. The most ardent 
free trader in his saner moments will 
acknowledge this. 

“But the war came on and the Ger- 
mans erected a high, or rather a pro- 
hibitive, tariff wall about America in 
the shape of a submarine. Not only 
the manufacturer of the East, but the 
farmers of the South and West got a 
taste of the pie. Consequently, Mr. 
Politician has a new constituency to 
whom he can appeal. These recent pie 
eaters, appreciating so much this taste 
of pie, have solidified their advantages 
into the so-called Agricultural Bloc, 
the tenet of whose faith is you can 
have your pie, even a big slice, but we 
must have our slice too. 

“Now comes a time when America is 
trying to set her house in order to get 
down to normal living and to prepare 
te meet world conditions in order to 
hold her own in the markets of the 
world. Mr. Politician enters the stage 
with his strident voice and proclaims 
the cure for all ills is a high tariff, 
making other people’s goods prohibi- 
tive. They haven’t sense enough to do 
other than buy from us. We will 
fatten on ourselves and from our ex- 
port returns -we will build magnificent 
palaces from the roof of which we can 
as Nebuchadnezzar of old’say, See, 
what a great Babylon I have builded! 
They failed to read history which 
states that this high tariff monarch 
had to be sent out to eat grass as a 
wild ass before he came to his senses. 
J fear there are some like experiences 
awaiting some Americans in_ the 
future. 

“Take the proposed new import 
schedule in cutlery. It is nothing 
short of prohibitive. Why don’t the 
proponents of this measure come out 
plainly and declare that the American 
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manufacturers of cutlery are a privi- 
leged class and as such are entitled 
to exclusive rights to manufacture all 
goods that the American users are per- 
mitted to handle? Why not have a 
Twentieth Amendment to the Constitu- 
tion making it a constitutional privi- 
lege to make cutlery and the infrac- 
tion of this law punishable by extra- 
dition? Hasn’t the American cutler 
been able to manage his business? 
Isn’t the industry on a solid basis? 
No one wants to place an imposition 
upon any reputable American manu- 
facturer, but the present schedule of 
tariff is ample for all honest producers. 
Anything more would be a crime 
against the public and will in the end 
work to the detriment of the tempo- 
rary beneficiary, as well as imposing a 
burden upon the public.” 
(Signed) C. H. IRELAND. 


President. 


Emmons-Hawkins Hardware Co. 
Huntington, W. Va. 


“We think the proposed tariff rates 
on cutlery, scissors, etc., very unwise. 
Such a tariff would not produce reve- 
nue, as it would be prohibitive. For- 
eign factories could not pay it. 

“American manufacturers could still 
further advance their prices and doubt- 
less would do so. We need some pro- 
tection on cutlery, but we need quite 
as much some competition, especially 
on certain patterns which our Ameri- 
can manufacturers can produce as 
cheaply as they are made abroad. 

“If the tariff goes on, the American 
public will have an unfair burden put 
upon them.” 


Tenk Hardware Co. 
Quincy, Ill. 


“We have your letter of the 21st in- 
stant asking our opinion as to the rates 
on cutlery provided for in the new tariff 
bill. 

“Anyone is justified in » concluding 
that these rates were not put in the 
bill for the purpose of producing reve- 
nue, but to make importations of cut- 
lery practically impossible, 

“While there is merit in the argu- 
ment that a tariff should be put on cer- 
tain goods which will give reasonable 
protection to American manufacturers 
and American workingmen, because our 
social and living conditions are organ- 
ized on a more extravagant and waste- 
ful basis, so that, on many goods, we 
cannot compete with the highly organ- 
ized and well-managed European pro- 
ducers. But when tariff rates are put 
so high that they practically cut out 
all competition from the outside world, 
then the American people suffer too 
much for the benefit of the few en- 
gaged in a particular industry. We do 
not believe that the American cutlery 
manufacturers really feel that they 
need such a tremendous advantage over 
their competitors in Europe. If their 
business is ably managed, they can 
hold their share of the trade with a 
tariff that will a littie more than equal- 
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ize the actual difference in wages and 
allow for such other disadvantages as 
the American manufacturer may be 
working under. 

“If the American manufacturer really 
wants such high duties, it is only rea- 
sonable to suppose that they will put 
prices just as high as they can without 
letting in much foreign cutlery. 

“We think it would be a serious mis- 
take for the manufacturers to attempt 
to build up their business under such 
unsound conditions, and it is unfair to 
the American people to be deprived of 
fair prices for the sake of helping this 
comparatively small industry.” 

(Signed) R. TENK. 
President, 


Boetticher & Kellogg Co. 
Evansville, Ind. 
“‘We wish to enter our protest against 
the suggested prohibitive embargo 
rates on cutlery on the tariff bill.” 


Salt Lake Hardware Co. 


“We are firm believers in protection 
for the American manufacturer and 
workman, and for this reason feel that 
ample protection should be given both. 
We do not believe, however, that an 
excessively high rate of tariff should 
be imposed which would put the Ameri- 
can manufacturer in a position to place 
unwarranted figures on his product and 
in this way take advantage of the 
American consumer. 

“From the information at hand, it ap- 
pears to us that the present proposed 
rates of the Fordney tariff bill would 
act as an embargo on imported cut- 
lery. It is our opinion that the rate 
should be modified so that the Ameri- 
can public would be given a square 
deal by both American manufacturer 
and importer.” 

(Signed) E. H. DORMAN. 
Manager Cutlery Department. 


Moore-Hanley Hardware Co. 
Birmingham, Ala. 


“We do not see how an increase in 
any tariff can fail to increase the price 
of the commodity, as it eliminates com- 
petition and that always has the effect 
of increasing the domestic price. 
Whether this is good or bad for the 
country, we do not know. At any rate, 
we are not very much alarmed over the 
subject and feel we will get our part 
of the business in any event.” 


Geller, Ward & Hasner Hardware Co. 


“While we are in favor of a tariff on 
pocket knives, scissors, razors, table 
and other cutlery, we feel the present 
tariff schedule is entirely too high and 
we are satisfied it will not be for the 
best interests of the country at large 
to adopt the bill as it now stands. We 
believe in a protective tariff, but do 
not believe in a tariff which would per- 
mit manufacturers to receive exorbi- 
tant profits. It looks to us as though 
cutlery prices, as they stand to-day, 
are high enough.” 

(Signed) H. W. GELLER. 


President. 
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Ott-Heiskell Hardware Co. 
Wheeling, W. Va. 

“There should be a sufficient tariff 
on cutlery to protect both the American 
workman and the American manufac- 
turer. The problem confronting the 
country at the present time is to get 
living costs down, and while this is a 
slow process, yet it is gradually being 
accomplished. 

“There is no good reason why either 
the American manufacturers or the 
American workmen in the cutlery line 
should be protected (at the expense of 
everybody else) beyond what, with very 
careful figuring, initiative, hard work 
and application to business would make 
necessary. To make an arbitrarily high 
tariff will simply mean that many in- 
efficient methods that have sprung up 
during this trying time we have all 
passed through will likely be continued. 

“There should be enough competition 
to stimulate both the mental and phys- 
ical man to give of his best. That’s 
a law of life for those who would suc- 
ceed. The balance of the population 
have a right to expect those following 
the cutlery industry to contribute their 
mite to making times better for the 
other fellow. Therefore, a prohibitive 
tariff would be burdensome on the 
American public.” 


(Signed) W. F. KENNEDY. 


President. 


A. Baldwin & Company 
New Orleans, La. 

“T have always been a very high pro- 
tectionist, believing in the highest pos- 
sible wages paid to labor, and, of 
course, this is not possible without a 
strong protective tariff as an offset to 
labor conditions abroad, particularly in 
Germany where cheap grades of cut- 
lery come from, and which for the 
most part is worthless after being pur- 
chased. 

“This country was built up and is 
to-day prosperous because of its very 
wise protective tariff policy. I think we 
have a great country primarily because 
of raw material entering free and 
manufactured goods having such a pro- 
tective tariff as to enable the working 
man of the United States to live well, 
educate his children well and be happy 
and prosperous. 

(Signed) W. M. PIrTKIn. 


General Manager. 


Hibbard, Spencer, Bartlett & Co. 
Chicago, Ill. 

“The Fordney-McCumber tariff rates 
adopted by the Senate Finance Com- 
mittee on cutlery are prohibitive, and 
if they become a law will place an em- 
bargo on importations of pocket knives, 
Scissors, razors, hair clippers and other 
cutlery, These rates, ten to fifteen 
times as high as present rates, call for 
duties of 110 per cent to 290 per cent 
on pocket knives; 105 per cent to 445 
per cent on scissors, hair clippers, 
pruning and sheep shears; 160 per cent 
to 450 per cent on razors; 80 per cent 
to 200 per cent on table cutlery. This 
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will, of course, mean that prices on all 
these articles will have to be raised 
to the consumer. 

“The present or so-called Underwood 
Tariff Law, to which cutlery imports are 
now subject, levies a tax of 35 per cent 
to 55 per cent on imports of pocket cut- 
lery. The Fordney-McCumber Bill pro- 
poses to increase the same to rates of 
from 110 per cent to 290 per cent. 
The proposed increases in the rates on 
scissors, razors and hair clippers are 
even more drastic. We believe they are 
entirely uncalled for and contrary to 
public policy and good business. Com- 
petition is the life of trade, and it will 
be only natural that domestic manu- 
facturers of cutlery will take advan- 
tage of the situation by advancing 
prices, should the proposed tariff rates 
become a law. 

“As an example of the unwarranted 
proposals of advances, take the well- 
known and widely advertised brand of 
safety razor blades of the wafer type. 
They are now manufactured in America 
by a factory, which at the present is 
enjoying a 55 per cent tariff protec- 
tion. This factory has almost a monop- 
oly of the business and is making enor- 
mous profits, as is evidenced by sub- 
stantial cash and stock dividends an- 
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nounced from time to time in the public 
press. The Fordney-McCumber tariff 
proposes to increase the duty on these 
safety razor blades to 130 per cent. 

“We want a tariff, but let us have 
a fair one. Not one that prohibits, 
but one that will in a measure bridge 
the differences between the cost of 
labor in the United States and abroad. 
Take the tariff out of politics and give 
us a Tariff Commission consisting of 
trained experts who can pass upon 
these matters in a businesslike and sane 
manner.” 


(Signed) PRITCHARD STEWART. 


Vice-President 


The Faeth Company 
Kansas City, Mo. 

“The writer has followed very care- 
fully, so far as it has been possible, 
the information that has been printed 
from time to time in regard to the 
proposed tariff, and I am very much 
opposed to the high tariff recommended. 

“J do not believe that we need it to 
protect our manufacturers, but I do 
believe it will .result in very much 
higher prices without resulting in bene- 
fit to anyone.” 


(Signed) CHAs. E. FAETH. 


President. 


Views of the Retailers 


President of the National Retail Hard- 
ware Association 


“IT have not given the Fordney bill 
the long intensive study that would 
be necessary for intelligent discussion 
of the subject, but in a very general 
way I can express my opinion regarding 
it by quoting from a recent conversa- 
tion with a friend: 

“‘One man wants the highest pos- 
sible protection on the goods he makes, 
but is opposed to similar protection 
on the goods made by somebody else. 
The cutlery rates in the Fordney meas- 
ure appear to be exorbitant, but Ameri- 
can cutlery manufacturers insist they 
cannot possibly survive unless cutlery 
imports are heavily taxed. 

“Just how far we should go in pro- 
tecting American manufacturers is a 
big problem. I doubt very much 
whether we are justified in fixing a 
tariff that will protect an American 
manufacturer whose production costs 
are three or four or five times as great 
as the cost of the imports laid down 
in this country. While I am in accord 
with the theory of protection, I am 
rather convinced that where there is 
such a tremendous disparity in produc- 
tion costs, American industry ought to 
give its attention to something else that 
can be produced on a comparative basis 
and let foreign makers have the busi- 
ness in which they are so much more 
efficient.’ 

“The Minnesota farmer makes a very 
comfortable living, in many cases a 
substantial fortune, producing grain, 
corn, potatoes, livestock and dairy prod- 
ucts, because those are the things he 


can produce economically and efficiently. 
He therefore leaves to other sections 
the things they produce cheaper and 
better than he can. 

“Why cannot a general rule of this 
kind apply to nations? Why must we 
insist on making everything we need 
when we can buy some of them cheaper 
than we can make them? The war 
taught us that in a pinch we can quick- 
ly adapt ourselves to conditions and 
produce on short notice anything we 
must have. Some of our foreign debt- 
ors will never be able to liquidate their 
debts to us unless we take merchan- 
dise for them, and while it may be a bit 
hard on the cutlery makers of America, 
yet if they cannot reduce their costs 
to somewhere near that of foreign mak- 
ers, I would say they should suffer the 
consequences. 

“We may be wrong, but there is a 
feeling among hardware retailers that 
the American cutlery manufacturers, as 
well as some other lines that are close- 
ly allied, were among our worst profit- 
eers. Before the war this line appar- 
ently held its own very nicely. Why 
can they not do it now?” 


(Signed) C. H. CASEY. 


President. 


L. L. Bertrand 
New Iberia, La. 

“In answer to yours of the 25th inst., 
the writer is in favor of tariff on al! 
agriculture and manufactured material 
in America to allow our people to live 
the American life. We cannot eompete 
with foreign labor.” 





L. C. Abbett 
Marshalltown, Iowa 

“I have always believed in a fair 
and equitable tariff on American indus- 
try. This protects American mechan- 
ics and labor against foreign invasion. 
But it seems the more we protect them 
and the more some of them get, the 
more active they are in trying to in- 
crease the condition, and that is what 
the present Congress is up against right 
now—what will be a fair and equitable 
protective tariff for the American me- 
chanic.” 


R. W. Hatcher Hardware Co. 
Milledgeville, Ga. 

“It is a self evident fact that eco- 
nomical differences in cost of produc- 
tion, whether they come from lower 
standards of living or lower wage com- 
pensation, must be equalized if our in- 
dustries are to live and thrive. To fix 
rates and schedules that are sufficient- 
ly high to do more than this only com- 
pels the American public to stake a 
bonus that should be earned through 
business ability and to underwrite the 
success of our manufacturers, regard- 
less of their own energy and business 
acumen. It is undeniable that this pol- 
icy will have a tendency to destroy ini- 
tiative and discourage progress, which 
are the fruits of legitimate competi- 
tion. In our opinion, the rates on cut- 
lery in the proposed tariff bill are 
higher than necessary for fulfillment 
of ends cited above.” 


E. E. Voorhees 
Blandinsville, Ill. 


“While I am in favor of a protective 
tariff when it is necessary, I think the 
present tariff is high enough to give 
our manufacturers all the protection 
they need and that the present price 
as charged by our manufacturers for 
cutlery is too high. Unless home com- 
petition will lower these prices, I am 
in favor of a reduction in the tariff 
that will permit the sale of foreign- 
made goods. 


F. Hersh Hardware Co. 


Allentown, Pa. 


“Understanding that you have de- 
cided to open your editorial pages to a 
thorough discussion of the proposed 
Fordney-McCumber tariff rates on cut- 
lery, we desire to make a vigorous pro- 
test against the embargo rates on cut- 
lery in the tariff bill which we under- 
stand provides for a rate of 110 to 290 
per cent on pocket knives, 105 to 445 
per cent on scissors and 160 to 450 
per cent on razors. 

“We believe the American cutlery 
manufacturer should be protected by 
a tariff which will protect his interests 
against the inroads of foreign manu- 
factures but we do not think that he 
needs the protection provided for by 
the tariff bill which will undoubtedly 
create a monopoly and tend to advance 
prices already seemingly too high.” 


Geo. W. Healey & Son 
Dubuque, Towa 
“I always have advocated a reason- 
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able protective tariff on cutlery as I 
realize our standard of living is much 
different in America than in Germany 
and other nations who are competitors 
of ours in manufacturing cutlery, fire- 
arms, etc., and we should endeavor to 
keep up this standard of living among 
our working men and even better it if 
we can. This can only be done by hav- 
ing a tariff that will enable the Ameri- 
can manufacturer to pay a wage higher 
than his foreign competitors. 

“However, I do not believe in making 
the tariff unreasonable and thus allow 
the American manufacturer to charge 
any old price he may see fit, as we dis- 
tributors will have to pass it on to the 
consumer and then be accused of being 
profiteers. 

“I would not want to see all the 
American manufacturers of cutlery 
forced to close their doors, as they say 
they will be obliged to unless we have 
the tariff they are demanding, at the 
same time I believe the tariff on cut- 
lery and kindred lines should not be so 
extreme as to keep foreign manufac- 
turers out of American markets.” 


E. Barrott & Son 


Lawrenceburg, Ind. 


“Your letter of the 23d, asking for 
our views on the subject of tariff on 
cutlery. I have not given this any 
thought, and have not read an article 
pertaining to it. Consequently I 
would not be in a position to extend 
any views on the subject. I have been 
too busy with other matters and have 
not had time to do much magazine 
reading, I will give this more atten- 
tion latter on and will try and write 
you on this subject in a few days.” 


Chandler & Barber Co. 


Boston, Mass. 


“In general, we favor an adequate 
tariff to protect American industries 
and do not believe than an excessive 
tariff is either wise or needed. 

“Our opinion has been that the tariff 
known as the McKinley Bill rather shut 
off under-valuation, in that it had com- 
bined ad valorem and specific duties, 
and this specific duty of itself was quite 
an adequate protection. 

“We should consider any tariff in ex- 
cess of that prevailing previous to the 
War an excessive one and would bring 
about much higher cutlery prices.” 


Southern Hardware Co. 
Charlotte, N. C. 


“The thought that dominated my 
mind when I was examining the sched- 
ule in question was ‘God save the con- 
sumer,’ for only divine grace could 
save him, and not magic or legerde- 
main. If American industry, as it re- 
lates to the production of cutlery, is so 
anemic, or puerile, that it must have 
all the ‘protection’ promised there, it 
is indeed in grievous plight, and the 
many years that it has been the pam- 
pered child of protection must have 
made it sick, instead of having nour- 
ished the infant into robust manhood. 
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“I am, and have ever been, a sin- 
cere believer that Americans could do 
most anything better than any other 
people. The original protectionists 
even held this view, and attested it un- 
deniably in that they asked for pro- 
tection only for ‘infant industries’ and 
until they could stand alone. 

“To determine definitely and fairly 
whether the tariff rates in the Fordney 
bill are ‘too high’ or not, it is necessary, 
in my opinion, to have it first agreed as 
to the admission, or rejection, of the 
survival of the fittest principle. If 
every little ‘dug out’ making a few ar- 
ticles of cutlery and dignified by the 
name of ‘factory’ is to be conserved 
on the face of the earth, then it may 
be admitted that the rates are not ‘too 
high,’ or perchance may not be high 
enough. On the other hand, if only 
reasonable protection to the plants in 
this industry that have been built in 
the years gone by, years of ‘sounder 
economic sense than that of these sad 
days, and some regard is taken for the 
interests of the great consuming pub- 
lic, the rates are much ‘too high.’ Of- 
ficial salaries might not be so princely, 
dividends might not be so attractive 
as at some times in the past, but I opine 
that the industry would not suffer to 
any great extent at all, and in the cru- 
cible of competition American genius 
and American resourcefulness would 
emerge glorious winners, while the 
American consumers would be the bene- 
ficiaries of the wholesale conflict.” 


A. L. Kommers 
Antigo, Wis. 


“In reply to your letter of July 26, 
will say that I certainly believe in a 
high protective tariff. The American 
people believe in living well because 
they live but once. In Europe they 
just exist, and this was true before 
any war was thought of. If the Ameri- 
can people would be satisfied to do 
without sugar, meat, butter, eggs, 
wheat, bread, cake, ice-cream, etc., ex- 
cept at Christmas or Easter time, wore 
the same stiff hat for twenty years, 
never went to any movies or rode in 
a flivver, we could then exist on a dol- 
lar a day wage. The manufacturers 
could meet this competition without a 
tariff. The farmer here in Antigo paid 
$7.50 a ewt. in the spring of 1920 for 
seed potatoes. The following winter 
the market price dropped to $1.90 cwt. 
The big slump was caused by train- 
loads being shipped from Canada to 
Chicago, and boat-loads from Bermuda 
to New Orleans, This cut the buying 
power of the farmers. 

“If we allow Europe to fill the shelves 
of our stores we cut the buying power 
of labor. When we have done that, | 
would like to know what’s left. As far 
as the manufacturer is concerned, and 
according to government investigation, 
they have never asked more than 4 
fair interest on their investment. I am 
of the opinion that the reason why 
Washington is talking of this matter 
so much is because there is too much 
politics and not enough common sense.” 





we 





August 24, 1922 


HASAN 


HARDWARE AGE 


alee? 


Pioneers of Electrical Goods Distribution - 


Hardware Merchants the Country Over Have F ol- 
lowed Closely Upon the Heels of Invention in 
This Line—Profits for the Hardware Store 


The Warner Hardware Co., Minneapolis, Minn., found this flashlight display a distinct asset from a sales producing standpoint. 
Price-bearing show-cards were used to advantage, as were the small illustrations depicting the uses of the flashlight 


which concerns the fate of the 
man who failed to maintain 
an absolutely mute and neutral po- 
sition when witnessing a family 


Tia is a stereotyped story 


row. The story tells us that the 
temporarily estranged husband and 
wife combined their efforts and 
turned as one to attack the interfer- 
ing third party, who attempted to 
admonish the man as he beat his 
wife. Now we do not propose to 
uphold wife beating but we have a 
story which we believe runs some- 
what parallel to the theme in this 
old tale. 

_ The managing editor sent us out 
into the Long Island towns suburban 
to New York to secure a story on 
how retail hardware dealers in that 


section were handling electrical ap- 
pliances. We made up a list of 
stores to visit and left the Pennsyl- 
vania station one day shortly after 
lunch. 
An All ’Round Line 

On the way out to a town about 
twenty miles from the big city we 
began to think of the wonderful op- 
portunity a good stock of electrical 
appliances offered the retail hard- 
ware merchant. It is actually an all- 
year line, and with each season there 
is a chance to feature special items 
and to make a special drive. Elec- 
trical goods make good presents and 
they are excellent household invest- 
ments. Most of the items found in 
the line are miraculous savers of 
time and labor. Every piece is an 


ever-willing servant, always at your 
beck and call. A thumb switch or 
a push button starts the heating 
element or motor, whichever the case 
may be. An electrical appliance 
never answers you back and it is 
never tired out. It belongs to no 
union, will not strike, and only asks 
in return for its service occasional 
oiling and reasonable care in han- 
dling. 

It so happened that these scat- 
tered thoughts on the merits of the 
line gave us exactly the needed foun- 
dation for a discussion with the first 
dealer interviewed. He was a per- 
sonal friend of ours with whom a 
little liberty might be taken in con- 
versation. We had often been blunt 
in criticizing his window displays 





56 


or his lack of attention to certain 
lines, always, however, upon invita- 
tion. He was a dealer and we rep- 
resented a service that endeavors to 
give helpful and educational advice, 
and, if necessary, criticism. We 
have always felt that we were ac- 
tually in the same trade family, con- 
sequently we can get together in seri- 
ous conversation on merchandising 
and part feeling that there was 
mutual gain. To avoid being per- 
sonal we are going to call this dealer 
Mr. Smith, proprietor of the Smith 
Hardware Co. 

It happens that Mr. Smith was 
doing a nice business in electrical 
specialties when one considers that 
his is a small store in a small town. 
His annual sales on small appliances 
alone have for three years averaged 
around $2,500. He has _ recently 
taken on washing machines and 
vacuum cleaners and has added 
radio equipment and is also augment- 
ing his sales staff so that these new 
lines may be properly handled. 


Aggressive Methods Needed 


For some time we had been advanc- 
ing reasons why more aggressive 
methods should be employed in the 
Smith hardware store in regard to 
this particular line. The addition of 
the new lines represented, to a small 
degree, victory for our attempts, and 
the weakness of human nature was 
manifesting itself as we crowed a 
little to our friend. In the midst of 
our rejoicing that Smith was finally 
getting into action in true style a 
Mr. Jones, the local real estate agent, 


The Sumner Co., Ltd., of Moncton, N. B., made use of an effective background in this electrical display. 
trimmed by G. Smith and according to G. V. White, 
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who was a good customer of Smith’s, 
broke in upon us. 

The new arrival had heard part 
of our conversation and took it upon 
himself to criticize hardware deal- 
ers generally for their lack of en- 
terprise. In true family style we 
joined Smith’s colors and sailed into 
the newcomer with counter opinions. 


Pioneers of Distribution 


We had been talking about elec- 
trical goods so it was quite natural 
that our discussion was concentrated 
on the development of merchandising 
electrical goods through retail hard- 
ware channels. The more we held 
forth the more we both realized that 
we had a good case. The first point 
brought out was that the hardware 
trade in general had followed the 
path of scientific invention in the 
electrical line, acting in many in- 
stances as the pioneer in the plans 
of distribution. 

As we became more specific we 
brought out the fact that several 
years ago an electrical department 
in a hardware store consisted mainly 
of portable lights, such as flash- 
lights, hand lanterns and the neces- 
sary batteries and bulbs. As the 
flashlights were improved and put 
out in novelty form—fountain pen 
and revolver type—the hardware 
dealer was one of the first to dis- 
play the new models. 

In the home appliance class, toast- 
ers, irons, curling irons, grills, chaf- 
ing dishes, coffee percolators, warm- 
ing pads, water heaters, portable 
heaters and such devices reached a 


the 
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degree of perfection. Again the 
hardware dealers took up the new 
lines, pushed them and are now large 
factors in their distribution. Even 
before the flashlight era dealers 
carried bulbs, switches, wire, sock- 
ets, plugs, and general small electric 
accessory items. In this division 
each new improvement was reflected 
in stock additions. 

With the coming of the vacuum 
cleaner, electric washer, electric 
mangle, electric refrigerator and 
various other marvelous home labor- 
saving devices, we find the hardware 
dealer in the front rank as the re- 
tail distributor, running demonstra- 
tions in the store and in the home of 
the prospect. 


Cashing In on Radio 


At the present time, with the radio 
craze hardly more than a year old, 
we find that hardware merchants are 
applying the same thorough mer- 
chandising methods to receiving 
sets, radio parts, amplifiers and other 
necessities to tune in the broadcast- 
ing concerts and commercial and 
amateur messages. Of more impor- 
tance than the handling of radio 
equipment to-day we were proud to 
point out that many dealers sold 
wireless sets and parts three or four 
years ago. 

Our visit to Mr. Smith filled the 
afternoon and as we journeyed back 
to the city we realized again that the 
electrical department of the up-to- 
date hardware store must be a money 
maker or the dealers would not have 
given it such consistent attention. 


The window was 


manager, was productive of excellent results 
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é ‘Si you are Jimmy Burke’s 
brother Hal? Well, I am 
very glad to meet you. You 

know I think a good deal of Jimmy 

and value his opinions. You say you 
are employed by the same house as 

a specialty salesman?” 

“Yes, Mr. Stark, and I concentrate 
my efforts on seasonable lines. At 
the present time I am working on 
preserving and canning necessities 
and also on cider mills and presses. 
My object in calling on you is to de- 
termine why the Stark Hardware Co. 
cut their fruit jar order in half this 
year. In 1920 you purchased a car- 
load of jars, while this year you only 
have ordered half a car,” replied Hal 
Burke. 

The proprietor of the Stark Hard- 
ware Co. looked at the young sales- 
man, and in a very serious way, and 
said: “To begin with, Burke, it is 
true we cut our order on jars in half 
and trimmed most of the other items 
listed on the canning specialty sheet 
you sent out. The reason is that we 
were forced to carry over half a car 
of jars and a good quantity of rings, 
sifters and preserving kettles. Fruit 
crops were not so good last year, and 
sugar was high, and I figure that had 
a lot to do with it. People didn’t put 


up as much preserves, and conse- 
quently they didn’t need any new 
Jars, but called for rings and jelly 
bags instead. We put a window or 
two in on the line, but when we found 
it was slow we devoted our two win- 








An interesting display of fruit presses of 
the Masback Hardware Co., Inc., New York 
City 


dows to other lines that were expe- 
riencing a little more activity.” 

“It seems to me, Mr. Stark,” said 
Burke, “that if fruit was scarce at 
the height of the season, it was nat- 
ural to assume that in the fall and 
winter the price would be higher and 
the -supply less. You passed ‘by’ a 
splendid opportunity to make a heavy 
sales drive on your line of preserv- 
ing and canning equipment. It was 
actual economy for the housewife to 
put up extra large quantities of pre- 
serves last summer, because in the 
fall fresh fruit prices were well- 
nigh prohibitive. That should have 
been the theme of the campaign. 
You should have used the local pa- 
pers every night. Your windows 
should have emphasized this thought 
with show-cards and a display of the 
necessary equipment. Believe me, 
Mr. Stark, if you had doubled your 
efforts when things slowed up, you 
would have been calling for a second 
earload of jars; and as for rings, 
well, I would hesitate to approxi- 
mate the number that you would 
have needed. That sounds logical, 
doesn’t it?” 

Stark stuttered a little in making 
his next remarks, but the gist of 
what he said was that Burke’s 
argument was logical enough, all 
right, and so were a lot of other 
ideas, when all you had to do was 








Goods 


Displays and 
Newspaper 
Advertising 
Are Sure to 
Stimulate 
Sales in 
This Line— 
Examples 
of Firms 
That Have 
Profited by 
This Method 





to make suggestions and let some 
one else do the work. Then he 
added, “Here it is the middle of 
August, and what has my preserving 
equipment business amounted to? 
Hardly anything. How do you ac- 
count for that? Why, I haven’t sold 
enough jars yet to make a noticeable 
dent in the stock I carried over from 
last year. What kind of logic do you 
apply to that?” 


Advertise the Line 


“No, and*what’s more you never 
will sell very much the way you are 
going about it,” Burke answered a 
bit brusquely. “If you want people 
to buy your goods, you must at least 
make them acquainted With your line. 
You haven’t had a display of canning 
goods this year, either, in the win- 
dows or in the store. You haven’t 
run a single advertisement in the 
paper suggesting that preserving 
time is here. The truth of the mat- 
ter is you really haven’t done any- 
thing with these goods at all. Your 
stock is in the cellar, and your cus- 
tomers never see it. 

“Why not follow the lead of some 
other hardware merchants who clean 
up every year on this line? Think 
of the wide variety of goods that are 
included in this group—preserving 
kettles, jelly strainers, jelly dripping 
bags, fruit crushers, peeling knives, 
sifters, collenders, cold pack frames, 
jelly glasses, fruit jars, jar rings, 
paraffine wax, jar wrenches, stirring 
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Items used during the final steps of the canning process are shown in this window of 


James & Hawkins, Rockville Center, N. Y. 


spoons, measuring spoons, measur- 
ing cups, jar holders; and don’t for- 
get cider mills and fruit presses in 
various sizes. Preserving time is 
also the psychological time to sell oil 
and gas cook stoves. Include an oil 
cook stove in your displays. When 
putting up preserves the use of a coal 
range is almost prohibitive, because 
steady heat is necessary, and the coal 
range might make the kitchen exces- 
sively warm. With the oil or gas 
cook stove the housewife could turn 
off the heat at will, and also have it 
at her command when needed. 


What Some Firms Have Done 


“All through southern New Jersey 
the dealers have been busy for the 
past three weeks doing preliminary 
sales work on canning goods. In 
Asbury Park, N. J., for example, 
Snyder & Robins held a cold-pack 
demonstration in charge of a woman 
who specializes in demonstrations. 
She is on the payroll and makes dem- 
onstrations regularly. A window 
card and local advertising informed 
the people of the town that a worth- 
while exhibition would take place on 
certain days at given hours. At each 
session the store was crowded. This 
store has already sold a carload of 
jars and other items in proportion. 
Each week a new canning window is 
on display in this store. Not far 
away in the same state, in the city 
of Long Branch, A. M. Townley & 
Co. is using the windows regularly 
in order to push this line. They will 
sell a carload of jars, maybe more, 
as sure as you are living. Further 
west and a little to the north, in 
Hightstown, N. J., the Hightstown 
Hardware Co. is doing precisely the 
same thing with similar results. 

“On Long Island I could name any 


E. E. Juster stands sponsor for the display 


number of dealers who are pushing 
the line. In Rockville Center, James 
& Hawkins, Inc., maintain a branch 
under the supervision of manager 
E, E. Juster. Mr. Juster has been 
running two displays on preserving 
goods for the past two weeks. He 
told me that he can’t keep jars, rings, 
strainers and various other items 
long enough to continue a complete 
inside display. His truck makes a 
trip to the warehouse every day for 
canning goods. That’s the way they 
are moving, and all because they are 
pushed. 

“Within the limits of New York 
City, A. M. Lubash & Son operate 
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This display of Shields Bros., 
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a large store in Richmond Hill, L. I. 
Nat Lubash, the manager, told me 
that he doesn’t expect to be able to 
meet the demand for canning goods 
with his present stock, heavy as it is. 
George Lubash made up a large 
counter display in this store that has 
created considerable attention from 
customers, and has sold goods. This 
display is very complete and sug- 
gests everything that is needed. One 
of the four Lubash windows will have 
preserving equipment on view for 
the rest of the season. 

“Believe me, Mr. Stark, every one 
of these dealers that I have men- 
tioned will do a big business in can- 
ning goods because each one of them 
is pushing the line. People living in 
those towns are just the same as 
those who live here. If you make an 
aggressive sales attack on this com- 
munity by using your windows and 
an inside counter for displays, ad- 
vertising in the local paper and talk- 
ing preserving to your trade, it 
won’t be long before your stock 
dwindles. 

Cider Mills and Presses 

“Most of the dealers I have men- 
tioned also sell several large cider 
mills and any number of fruit presses 
during the present season. These 
items are large, but they make in- 
teresting displays when livened up 
with a pail or basket full of apples 
or some ‘other fruit. The Masback 
Hardware Co., Inc., New York City, 
had such a display last week to at- 
tract their dealer customers who 
came into the store. This display 


Port Washington, N. Y., is an excellent example of 


the effects obtainable by means of mass grouping 
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The housewives of Richmond Hill, N. Y., do not have to worry about what they need for the canning sceason, for one glance 
at this display of A. M. Lubash & Son, arranged by George Lubash, will call to mind the needed articles 


was livened up with a white lattice 
background. On the floor they had 
imitation grass; on the lattice frame- 
work autumnal leaves were spread 
about. 
standing in the center of the section 
devoted to small fruit presses.” 
Burke paused, and Stark took up 
the conversation by saying, “Well, I 
will admit this much. I haven’t 
pushed the line because I couldn’t 
see where it would be worth while. 
Your data on these other stores is 
very interesting. From your sugges- 
tions I have formed a plan of my own 
which I will act upon shortly ; some- 
time next week, in fact. Perhaps 
then I will be able to move my stock.” 


Strike While the Iron’s Hot 


At this point Hal Burke inter- 
rupted the older man by saying, 
“You don’t give yourself a square 
deal, Mr. Stark. You have a good 
idea inspired ‘by my talk, and you 
think it is worth acting upon. Then 
why under the sun don’t you get 
busy and act upon it now while the 
thought is clear in your mind? If 


Pratt & Lambert Sales Meetings 


Business in the paint and varnish in- 
dustry will be larger this fall than it 
has been in many years, according to 
A. D. Graves, general manager of Pratt 
& Lambert, Inc., who recently attended 
the sales meetings of the company held 
at Chicago, Ill., Buffalo, N. Y., and New 
York City successively during the first 
part of August. 


Mr. Graves conducted the discussions 


A pail full of apples was: 


you put it off until next week you 
may forget it or muff the main issue. 
Do it now, and I will wager that in 
seven days you will be ’phoning me 
for at least a carload of assorted 
goods.” 

“Guess I am inclined to tarry a 
little too long on my sales cam- 
paigns,” admitted Stark. “I’ll do as 
you say, get busy and do it now; but 
frankly speaking, I don’t expect to 
do any reordering.” 

Burke held out his hand and said, 
“Then I have your word on it and 
your hand that you will follow this 
scheme of yours, and will start this 
very day to make a window display, 
and that you will send in the copy 
for an advertisement to your local 
paper to-night?” 

“You have,” 
they parted. 

Ten days later, according to date, 
Burke’s mail-order book showed a 
carbon copy of a shipping order of 
goods consigned to the Stark Hard- 
ware Co. The items listed did net 
include jars, but the order called for 
practically every other item the 


agreed Stark, and 


on trade sales at the meetings, R. W. 
Lindsay, sales manager, discussed the 
work and problems of the industrial 
salesmen and W. P. Werheim, advertis- 
ing manager, outlined the company’s ad- 
vertising program for the next six 
months. 


The Empire Hardware Store, Inc., 
Bridgeport, Conn., has organized with 
Morris H. Dolid president and treas- 
urer and Nathan Dolid, vice-president. 


salesman had mentioned in his talk. 
Noting the omission of jars when 
checking up the order, Jimmy’s 
brother reached for his telephone 
and got in touch with Stark, who 
explained that he still had three 
gross of jars, which he would be 
satisfied if he sold. Burke insisted 
on sending another half carload on 
consignment, not as a policy, but to 
prove his point. The proprietor of 
the Stark Hardware Co. finally gave 
in and the jars went out the next 
day. 

Hal Burke made another visit in 
September and found that Stark 
would have to carry over two gross 
of bottles; but he did this willingly, 
and thanked the young salesman for 
prompting him into action. 

On the train that night Burke 
thought of the Stark incident; but, 
instead of patting himself on the 
back for his successful work, he mut- 
tered something half aloud to the 
effect that next year he would tackle 
that man three weeks earlier, and 
then there will be two carloads of 
jars sold over his counters. 


Chicago Hardware Club Outing 


The Hardware Club of Chicago will 
hold its annual picnic at Ravinia Park 
on Aug. 29. This annual outing is 
looked forward to with a great deal of 
interest" by the members of the elvb, 
their families and friends. Everybody 
has been notified to come with well 
filled lunch baskets and to be ready to 
participate in the field day activities 
and ball game. 
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The Use of Colors in Window Displays 


A Working Knowledge of 
the Various 
Color Values Is 
Indispensable to the 
Display Man in 
the Hardware Store 


. UILD every window display 
B around a definite plan, aiming 

at thoroughly selling the pass- 
erby. Dress your window to hold his 
attention to the idea around which 
the display is built, until it has him 
“sold.” The successful display man 
has vision enough to completely plan 
his display before placing the mer- 
chandise. Many of the best deco- 
rators draw a diagram before start- 
ing their work. 


Fundamental Rules 


In the work of window trimming 
there are certain fundamental rules 
to be observed, such as: Balance, 
proper color combinations, frequent 
changes, etc. 


(1) A window should not be too 
crowded. 
Articles should be neatly ar- 
ranged so that one does not 
nide part of another. 
Price tickets and “talk-cards” 
should be used. 
Hardware should be classified, 
and the goods related. 
Articles should be displayed 
as nearly as possible in the 
position they assume when in 
actual use. This always adds 
much to the selling power of 
the display. 

Simple Displays 

Simple window displays are pro- 
ductive of more sales than the win- 
dow which is crowded to its capacity. 
Trials have proven that while the 
crowded window may attract atten- 
tion, it is the curiosity of the crowd 
rather than the keen interest of a 
prospective purchaser that such a 
window secures. 

Do not use ornamental decorations 
too freely. Remember, the purpose 
of your window is to interest the 
prospective customer in your mer- 

_chandise—not in fancy decorations. 
Show more merchandise and less fix- 
tures. Conceal the window fixtures 


By C. B. KNIGHTEN 





Editor’s Note.—This is the second 
instalment of the series of articles 
on window display by C. B. Knighten 
of the Blakey-Clark Hardware Co., 
Ennis, Tex. The third will appear 
in an early issue of HARDWARE AGE. 


as much as possible. Again, remem- 
ber, it is merchandise you are selling 
and not fixtures. 

A window display should contain 
but one idea—that is, one line of 
goods, or related goods. In show- 
ing different lines they should be 
grouped according to their nature. 

The Central Point 

Have a “central point” to which 
the eye will naturally be drawn. This 
point should be about 5 ft. from the 
level of the sidewalk, for that is the 
height of the average pedestrian’s 
eye. Put at this point the “big idea” 
you want to get over. 

For displaying the smaller items, 
the sloping construction, beginning 
from the front edge of the window 
and gradually increasing in height to 
the background is good. The eye is 
carried upward and downward along 
natural lines. This arrangement not 
only leads the eye up to the “central 
point,” but gives more window space 
for displaying the smaller articles. 

Above all things, avoid over-dress- 
ing your window, both in regard to 
hardware displayed and accessories 
used. Be cautious about using too 
many window cards. 

When you are tempted to install 
“freak” windows, remember that 
such displays make no direct sales 
and very few indirect sales. Putting 
a live turkey in the window will pos- 
sibly draw a crowd, but usualiy that 
is about ali. The turkey will not sell 
carving sets. This I learned from 
sad experience. 

The Harmony of Colors 


A knowledge of color schemes is of 
great value to the display man. 

Color plays an important part in 
window trimming, by attracting and 
holding attention. Its use so defi- 
nitely affects sales that no display 
man can afford to ignore its princi- 
ples. People will stop and look at a 
harmony of beautiful colors, while 
“clashing” colors will usually repel 


This Article Contains 
Sound and 


Practical Advice 
Regarding the Way in 
Which to Use 
Colors Effectively 


the crowd. Getting the right color 
combination is the foundation of 
most successful window trims. 

Colors are suitable for expressing 
the spirit of the season. Spring calls 
for more delicate colors than any 
other season. Such delicate hues as 
lavender, pink, gray, ivory, light blue, 
etc., are appropriate colors for 
spring. Flowers also bear a seasonal 
message. For autumn use purple, 
blue, yellow, brown and orange. Win- 
ter demands such colors as red, green 
and gold. 


Red Attracts Attention 


Red always attracts marked atten- 
tion. Some shades of red suggest 
warmth. Green has a quieting influ- 
ence. Gray, brown and black are also 
“restful.” The following color con- 
trasts are good: Black on yellow; 
green on white; red on white; blue 
on white, and the reverse contrasts 
are good. 

The primary colors are red, yellow 
and blue. 

Secondary colors are made by com- 
bining any two primary colors: Red 
and blue make violet; red and yellow 
make orange; blue and yellow make 
green. Black or white used between 
inharmonious colors will make them 
more pleasing. Black used with 
colors makes them look lighter. 
White used with colors makes them 
look darker and adds to their inten- 
sity. 

In selecting the drapery for small 
windows, choose such “retreating 
colors as blue, gray, violet and some- 
times white. “Advancing” colors, 
such as red, yellow and some greens, 
are not suitable for small window 
draperies. 

Remember, pleasing color schemes 
beautify the window and make it 
more attractive. Inharmonious color 
schemes are displeasing and will not 
hold attention. And the attention of 
the prospective customer must be 
held if you would make a sale. 
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The Five Foot Shelf in the Hardware Store 


Clement W. Periolat of Chicago Sells $1,000 in 
Razor Blades Every Week from a Small 
Shelf-—720 Customers’ a Day 


store in the heart of the Chi- 

cago business center.  Lo- 
cated at 205 West Randolph Street, 
in the shadow of the elevated sta- 
tion, is the Clement W. Periolat 
hardware store. 
At any time of 
the day one can 
see people in 
front of Perio- 
lat’s windows. 
They are shown 
in this article 
and it is not to 
be wondered 
at that people 
stop to look at 
them. In the 
first place they 
appeal to the 
average person 
because of the 
multitude of 
things display- 
ed. In the sec- 
ond place each 
article is price 
marked with an 
attractive price. 

Take for in- 
stance the little 
five-foot glass 
shelf suspended 
in the tool win- 
dow. On it you will find some 
special that can be slipped in the 
pocket. For instance this shelf is 
hardly ever without a full line of 
safety razor blades. Here are 
articles that the average man uses 
daily and as he passes this store, 
his attention is drawn to them. It 
is not often that displays are made 
vf razor blades and people are apt 
to pass a store without thinking 
about them. But when they are 
right in front of your eyes, you are 
immediately reminded that you 
need them and ‘the purchase is 
made in short order. 

The other day, the HARDWARE 
AGE reporter was wandering down 
Randolph Street trying to get some 
ideas when he noticed the windows 
of the Periolat Store. He stepped 
inside to inquire who had trimmed 
them and found five other men 


[store is a unique hardware 


are displayed. 


ahead of him. They were all pur- 
chasing razor blades. As he stood 
there, a few more came in and 
lined up in front of the blade 
counter to be waited on. The re- 
porter wondered what had brought 


In the exact center of this display you will see a small shelf wpon which razor blades 
It is responsible for $1,000 in sales every week 


them in for razor blades and he 
went back to the sidewalk and saw 
this little glass shelf with its at- 
tractive piles of blades and compel- 
ling price tickets. Then he realized 
what a five-foot shelf of glass filled 
with razor blades could do. 

A reporter and a salesman have 
to kill more time than any two 
other people living and so there 
was ample time to look about the 
store while the customers were 
making their purchases. This is what 
we saw—about fifteen customers, 
two salesmen and a room about 
40 ft. deep and 30 ft. wide. The 
merchandise was for the most part 
put out in racks and on tables 
where it could be easily reached. 
Everything was price marked and 
nothing was overlooked. The figures 
were in white on blue cardboard 
and were frequently larger than 


the article they described. The 
pricing was all done with an idea 
to catch the attention. The shelves 
were packed with merchandise and 
not an inch of space was unoccu- 
pied. Into this small space were 
crammed tools 
and _ electrical 
hardware of all 
descriptions. 
From floor to 
ceiling and on 
racks every inch 
was occupied. 

About this 
time the _ re- 
porter got close 
enough to Tom 
Dunlap, the 
manager, to ask 
him if that was 
the usual thing 
on razor blades 
so early in the 
morning. “Why, 
that’s nothing. 
You should see 
it on Saturday. 
We have to keep 
a clerk on that 
case all day.” 
Investigation 
showed that 
sales on razor 
blades amount- 
ed to $1,000 pet week. Can you 
imagine a glass shelf five feet long 
filled with razor blades drawing 
$1,000 a week? That is just what 
it does in this store. 

Usually three salesmen are in the 
store and on one Saturday night 
they sold $186 worth of small tools 
and electrical supplies in one hour. 
Eighty-four of the total sales rep- 
resented builders’ hardware. Satur- 
day afternoons are very busy and 
the store is open until 8.30 p. m. 
They get about fourteen salesmen 
into that little space to take care 
of the customers on these days. 
Many of the men are former em- 
ployees and have Saturday after- 
noons off, so they come in and help 
out. The others are men who come 
there regularly every Saturday 
afternoon as soon as their other 
work is finished. 





Here is another display in the store of Clement W. Periolat. 


HARDWARE 


There’s a lot of 


merchandise in evidence, but it must be said that it doesn’t stay there long. 


It sells 


The total business done from this 
store 30x 40 ft. is tremendous and 
it all comes in off the sidewalk. It 
is brought inside by the windows 
and satisfactory service rendered on 
former purchases. 

This store does no credit busi- 
ness and the cash goes into the 
register after each sale. When 
Saturday night comes all bills re- 
ceived that week have been paid. 
There is not a single penny due to 
anyone who supplies them with 


Burke & Wright Changes 


Frank Burke of Burke & Wright, 
Waukegan, IIl., purchased his partner’s 
interest in the firm on Aug. 9. Mr. 
Burke will continue to conduct the busi- 
ness under the name of Burke & 
Wright. George M. Wright has pur- 
chased the tin shop of the firm and 
will operate that under his own name. 
Mr. Burke is now sole owner of the 
hardware firm and Mr. Wright of the 
tin shop. 


Standard Metal Screen & 
Weather Strip Co. Formed 


The Standard Metal Screen & 
Weather Strip Co., with general offices 
at 139 North Clark Street, Chicago, 
Iil., has recently incorporated. The 
products to be manufactured include 
All-Metal screens, weather _ strips, 
radiator covers, roofing, shades and 
awning and window ventilators. 

The firm has leased a plant of 8000 


quickly 


merchandise when the business is 
closed for the week. They get a 
six-times turnover on stock and the 
sales each day would make the 
large average hardware store blush 
with shame. The average number 
of customers each day is in the 
neighborhood of 720. 

When asked about the large sales 
on razor blades Mr. Dunlap said 
that it was not so much the volume 
of business on the blades alone that 
was satisfactory, but that they 


‘ 


square feet which will be used for as- 
sembly. The manufacturing of the 
various products will be arranged on 
contract with the Kawneer Co., Niles, 
Mich., until such time as manufac- 
turing can be taken over by the new 
company. 

General sales offices are established 
in Chicago and branch offices will be 
opened in various cities at a later date. 


Trade Association Executives 
Meeting 


The third annual meeting of the 
American Trade Association executives 
will be held at the Inn, Buck Falls, Pa., 
which is near the Delaware Water Gap, 
Oct. 25, 26 and 27, 1922. In view of the 
talk there has been about trade asso- 
ciations, this meeting will be of a par- 
ticular interest and great benefit to 
everyone in trade association work. All 
who expect to attend should make hotel 
reservations as soon as possible. 
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brought so many new people into 
the store who formed the habit of 
coming back. The district in which 
this store is located contains many 
electrical, industrial and plumbing 
concerns. The workers all require 
tools of some description and they 
buy them at Periolats. It is safe 
to say that there is not a tool used 
by a workman which cannot be 
found in that 30x 40 ft. store. 

Periolat’s certainly has the right 
idea with respect to electrical mer- 
chandise. They believe that the 
many little electrical supplies that 
are needed every day are too often 
kept completely out of sight in the 
average store. They feature them 
in one window at all times. The 
prices are shown and they are al- 
ways attractive. For instance, sales 
on the ordinary lamp socket will 
run about 500 per week. They sell 
200 two-way sockets weekly, 200 
chain pulls, 1250 feet of lamp cord 
and it is impossible to calculate the 
number of fuses and smaller items. 
Most of the purchases are for one 
and two items, but the total sales at 
the end of the day make some im- 
pressive figures. At Christmas time 
they sold 1500 Christmas tree light- 
ing outfits. These are received in 
the summer months and stored until 
the time arrives for their sale. 

If any one believes that big 
money can’t be picked up right off 
any sidewalk they had better take 
a trip around to Periolat’s and talk 
to Tom Dunlap. He has been in 
this store for twelve years and he 
knows that good windows with rea- 
sonably priced merchandise with 
real service bring in pennies that 
grow into thousands of dollars. 


L. H. Johnson with Chas. J. 
Smith & Co. 


Leonard H. Johnson, familiar in the 
metropolitan and Long Island territory 
as a jobber’s salesman, has joined the 
sales staff of Chas. J. Smith & Co., 130 
Worth Street, New York City. He will 
cover Brooklyn and Long Island. Mr. 
Johnson had been a representative of 
the Masback Hardware Co., Inc., for 
the past 14 years. Previous to this 
connection he was with Russell & Er- 
win for five years in charge of tool 
stock and for a year was assistant 
manager of the Republic Metal Ware 
Co., New York. Mr. Johnson is a mem- 
ber of the Hardware Boosters. 


New Consolidation 


The Foamite Firefoam Co., New 
York, N. Y., has recently consolidat- 
ed with the QO. J. Childs Co., Inc., 
Utica, N. Y. 
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Hooking Up with the Harness Customers 


Vincent Bros. of 
Clay Center, 
Kan., Have Suc- 
ceeded in Creat- 
ing a Decided 
Demand for 
Harness of 
All Kinds 
in That 
Section 
of the 
State 


mobile has held the center of 
Fiction magazines, 
newspapers and the trade press have 
all accorded the motor car the praise 


>": the last few years the auto- 


the stage. 


that is due it. In the meantime the 
horse has continued doing the same 
kind of work he did generations ago, 
and, although automobiles and en- 
gines have to a degree replaced him 
in some sections of the country, we 
find that in other sections he is 
needed fully as much as he was 
twenty years ago. In short, we 
might say that, irrespective of the 
popularity of the automobile, Old 
Dobbin is with us to stay. This be- 
ing the case, harness and harness 
accessories will be needed, and the 
hardware store must supply the need. 

Vincent Brothers, hardware deal- 
ers, located at Clay Center, Kan., 
feature harness and harness acces- 
sories. Most of the floor space on 
the west side of the store is reserved 
for displaying harness, collars, fly 
nets and a complete line of small 
accessories. The firm finds it advisa- 
ble to have a separate department 
for harness and accessories. Con- 
venient, systematic stock arrange- 


By CLEMENT WHITE 


A section Of the harness department in 
Vincent Brothers’ store 


ment enables them to display goods 
to advantage, and to give prompt 
attention to the needs of customers. 

“Business is rushing at our store,” 
explained a member of the firm. 
“We are receiving more orders for 
harness than we can fill. Competi- 
tion doesn’t worry us in the least. 
We sell good harness; the kind which 
gives efficient service year after 
year without breaking; and most of 
our customers put quality far ahead 
of price. 

“Our territory is constantly ex- 
panding because of the advertising 
we receive from our satisfied cus- 
tomers.” 

Careful Planning Brings Sales 

The success of this firm in selling 
harness and harness accessories is 
due to definite and carefully planned 
sales policies, the result of years of 
business experience and experiment- 
ing. 

They find show window advertis- 
ing assists them materially in in- 
creasing the volume of sales. They 


This Dept. 
Has Brought 
the Firm a 
Number of Cus- 
tomers and 
_ Serves to Assist 
the Others 
—Complete 
Stock of 
Quality 
Harness 
Carried 


consider show window advertising: 
as an unusually effective and eco- 
nomical publicity aid. It is the ex- 
perience of this firm that lack of 
publicity will cause sales lethargy. 
New customers are continually re- 
cruited through the aid of interest- 
ing window displays. 

One of their show windows is re- 
served for the purpose of acquaint- 
ing prospective customers with the 
completeness and quality of their 
stock of harness and accessories. 
This show window is kept clean, and 
the displays are made doubly effec- 
tive by changing them frequently. 
The displays are seasonable and are 
made as distinctive as possible. 

Vincent Brothers endeavor to 
avoid confusion when displaying this 
line. They aim to give each article 
ample space so that its merits will 
be recognized by those who pass the 
store. They show the completeness 
of their stock by changing the dis- 
plays frequently, and by pushing 
new goods to the front. Elaborate 
trimmings are not used. They find 
harness displays are most effective 
when fresh, clean stock is arranged 
for the convenient inspection of in- 
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terested spectators. The prospective 
buyer is willing to appraise the mer- 
its of sample sets on display, and 
usually enters the store to acquire 
additional information regarding the 
articles which caught his eye through 
the medium of the show window. 

Vincent Brothers have enjoyed a 
brisk trade in fly nets, collars, etc., 
throughout the summer. Many new 
customers were recruited through 
the medium of window displays 
which showed the completeness and 
quality of their stock of fly nets, 
collars, etc. 

Featuring Two Lines 

Vincent Brothers are careful to 
carry a stock of harness and acces- 
sories which backs: up their public- 
ity. They concentrate their efforts 
upon two grades of harness which 
sell for $65 and $85 per set, respec- 
tively, and which satisfy the wants 
of the majority of farmers in that 
section. 

Prospective customers are shown 
why quality harness is invariably 
the most economical and satisfac- 
tory, and they are advised that it is 
to the interests of the firm to supply 
them with something which will give 
satisfaction not only in .appearance 
but in service as well. 

The members of this firm believe 
the harness they sell is deserving of 
special notice, and for this reason 


Hardware Mutual Insurance 
Building Formally Opened 


More than 200 hardware dealers, to- 
gether with representatives of the 
hardware insurance companies and 
State officials, attended the formal open- 
ing of the Hardware Mutual Insurance 
Building at Stevens Point, Wis., on 
Aug. 2. An elaborate program had 
been prepared for this event and in- 
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they call the attention of prospective 
customers to such salient features as 


first quality leather, correct design 


and other items which insure long 
service, attractive appearance, and 
freedom from the annoyance and 
danger due to broken lines or traces. 
The parts of a harness which are 
of special interest to the prospective 
customer are bridles, lines, hames, 
traces, pads, breast straps, breeching 
and trimmings. 

In the store itself the harness is 
on “wall hangers.” This method is 
favored, as it permits an economy of 
space, and shows the stock to good 
advantage. The casual observer who 
enters their store is at once im- 
pressed with the fact that here is a 
real headquarters for everything 
necessary to the proper equipping of 
a horse or wagon. 


Boosting Sales of Accessories 


The sale of accessories permits 
Vincent Brothers to develop selling 
momentum. They find an ever pres- 
ent demand for the numerous acces- 
sories needed by users of harness. 
Correct fit is an important consider- 
ation in the mind of the prospective 
buyer of collars. This is why they 
take pains to win the confidence of 
customers by featuring collars which 
fit the necks of work animals cor- 
rectly, and insure a maximum of 
service. The firm features popular 


cluded many addresses by men promi- 
nent in the hardware insurance busi- 
ness, and all paid tribute to P. J. 
Jacobs for the enthusiastic interest 
with which he continually furthered 
the plan to erect this structure. 

The list of speakers included the fol- 
lowing: ; 

J. N. Welsby, mayor of Stevens 
Point; Charles H. Cashin, counsel for 
the local Hardware Mutual Insurance 


Hardware Mutual Insurance Building at Stevens Point, Wis. 
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duck collars, and makes specialty of 
first quality leather collars. Collar 
pads in a variety of styles and sizes 
are on display in the store. 

An attractive, well displayed stock 
of harness hardware such as hame 
tops, bolt pad hooks, clip cockeyes, 
hame repair loops and clips, halter 
loops and rings, harness buckles, 


.spread rollers, breast strap slides, 


hip strap trace carriers and harness 
snaps is also carried. The firm 
finds a steady demand for horse 
brushes, curry combs, shears, whips, 
bits for riding, driving or heavy 
work bridles and other articles in 
demand by horse and mule owners. 


Helping Other Lines 


The sale of harness and harness 
accessories does not interfere with 
the distribution of other lines at this 
store. It is, the experience of the 
members of the firm that the sale of 
harness enables them to broaden 
their sales horizon, and make the 
acquaintance of men who become 
permanent customers in all lines. 
Their harness department permits 
them to swell sales volume because 
there is an ever present demand for 
harness and harness accessories. 
Each horse or mule owner is a pros- 
pective customer. 

This is why Vincent Brothers will 
continue to hook up with the harness 
trade. 


companies; C. F. Ladner, president of 
the Minnesota Hardware Mutual In- 
surance Co.; F. J. Lake, president of 
the Minnesota Implement Mutual In- 
surance Co.; L. C. Abbott, president of 
the Iowa Hardware Mutual Insurance 
Co.; O. P. Schlafer, president of the 
Wisconsin Hardware Dealers’ Mutual 
Fire Insurance Co., and of the Hard- 
ware Mutual Casualty Co. of Stevens 
Point; Platt Whitman, insurance com- 
missioner of Wisconsin; F. M. Wilcox, 
chairman of the industrial commission 
of Wisconsin, and Herman L. Ekern, 
counsel for the National Association of 
Mutual Fire and Casualty Insurance 
companies. 


Cleveland Stone Co. Enters 
Abrasives Line 


The Cleveland Stone Co., Cleveland, 
Ohio, announces that it has recently 
entered the field of artificial abrasives. 
The company has recently acquired a 
prominent grinding wheel concern and 
with the facilities thus afforded expects 
to attain a high production in the arti- 
ficial wheel industry. The grindstone 
department will hereafter be known as 
the abrasive department. H. C. Cald- 
well, vice-president of the company will 
have direct supervision and A. W. 
Curtis will be sales manager. 
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This is where the big sale was held—The Popp Hardware Co., Saginaw, Mich. 








Thirty-Three and a Third Cents in Hardware 
to Every Inhabitant of This City 


That Is What the Popp Hardware Co. of Saginaw, 
Mich., Averaged at a Recent Special Sale 


— $20,000 Totalled in One Week 


PECIAL sales are matters of 
S usual occurrence in the hard- 

ware trade but every so often 
one takes place that by virtue of its 
size deserves special mention. Such 
a sale was the one recently conducted 
by the Popp Hardware Co. of Sagi- 
naw, Mich., a city containing approx- 
imately 60,000 inhabitants. 

From Monday morning, April 24, 
to Saturday night, April 29, this 
firm’s sales amounted to over $20,- 
000 retail—just about 33 1/3 cents 
for every inhabitant of Saginaw. Of 
course, a great deal of this business 
came from surrounding territory— 
from farmers who use the city as 
their trading center. 

How was it done? The answer is, 
by working out a carefully mapped- 
out selling plan which for complete- 
ness was a gem. 

First of all, Norman Popp, mana- 
ger of the establishment, wrote to 
the manufacturers whose goods he 
handled, and told them that, starting 
Monday, April 24, and lasting 
throughout the entire week, his firm 
was to hold its “Annual Spring Sales 
and Demonstration Week,” and asked 
that each manufacturer send, at no 
expense to the Popp Hardware Co., 


a factory representative to assist in 
this sale. Eleven manufacturers re- 
sponded to the invitation and prom- 
ised to have men there. 

On Sunday, April 23, the next big 





Norman Popp 


happening occurred in the shape of a 
solid two-page advertisement in the 


local paper, the Saginaw News 
Courier, announcing 
“Pope HARDWARE Co.’Ss ANNUAL 
SPRING SALE AND DEMON- 
STRATION WEEK. 

“The sale all Northeastern 
Michigan has been waiting for, 
starts Monday morning at nine 
o’clock.” 

This advertisement carried a state- 
ment in editorial form through which 
the company sought to instil, by 
means of the frank, genuine tone em- 
ployed, a feeling of confidence on the 
part of the public. The psychology 
back of the editorial form of adver- 
tisement is good, and when carefully 
prepared and presented it goes a long 
way toward engendering a feeling of 
cordiality—it is much like a hearty 
handshake in this respect. 

In the advertisement of the Popp 
Hardware Co., the general typo- 
graphical arrangement was striking 
and was a direct invitation to read. 
The statement, “Our buyers have 
been preparing for weeks for this 
great selling campaign,” immediately 
suggests—as was intended—the idea 
of something out of the ordinary and 
unusual. And this was precisely what 
the great sale proved itself to be. 
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Throughout the advertisement ap- 
peared such headings as, “Tremend- 
ous Reduction on Gas _ Ranges,” 
“Double Header Aluminum Sale,” 
“Gee Whiz! Look at the 10c. Sale of 
White Chinaware,” “Going Fast at 
117.00,” “Special Discount.” This ad- 
vertisement was read and, it could 
not help being studied, because it was 
genuine and well constructed. 

On Monday morning the sale 
opened with a bang and people came 
in a steady stream to get their share 
of the bargains. The factory repre- 
sentatives worked as they never 
worked before—and they sold mer- 
chandise. Farmers and city folks 
came in with long lists of things they 
wanted and went from department to 
department to make their purchases. 

With every range purchased, a 
white porcelain-top table was given, 
all of which helped move numerous 
ranges. With every lawn mower a 


AMERICAN HARDWARE MANUFACTUR- 
ERS ASSOCIATION CONVENTION, Atlantic 
City, N. J., Oct. 18, 19, 20, 1922. Head- 
quarters, Marlborough-Blenheim. F. D. 
Mitchell, secretary-treasurer, 1819 
Broadway, New York. 

NATIONAL HARDWARE ASSOCIATION 
OF THE UNITED STATES CONVENTION, 
Atlantic City, N. J., Oct. 17, 18, 19, 20, 
1922. Headquarters, Marlborough- 
Blenheim. T. James Fernley, secre- 
tary-treasurer, 505 Arch Street, Phila- 
delphia, Pa. 

AUTOMOBILE ACCESSORIES BRANCH 
OF THE NATIONAL HARDWARE ASSOCI- 
ATION OF THE UNITED STATES CONVEN- 
TION AND EXHIBITION, Atlantic City, 
N. J., Oct. 16, 17, 18, 19, 20, 1922. 
Headquarters, Hotel Ambassador, T. 
James Fernley, secretary-treasurer, 
505 Arch Street, Philadelphia, Pa. 

MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Denver, Col., Jan. 9, 
10, 11, 1923. W. W. McAllister, secre- 
tary-treasurer, Boulder, Col. 

WESTERN RETAIL IMPLEMENT AND 
HARDWARE CONVENTION, Kansas City, 
Jan. 16, 17, 18, 19, 1923. H. J. Hodge, 
secretary, Abilene, Kan. 

TEXAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
23, 24, 25, 1923. A. M. Cox, secretary, 
822 Dallas County Bank Building, Dal- 
las. 

KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, Jefferson County Armory, 
Louisville, Jan. 23, 24, 25, 26, 1923. J. 
M. Stone, secretary, Sturgis. 

WEST VIRGINIA HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, 
Huntington, Jan. 30, 31, Feb. 1, 1923. 
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can of oil, a grass catcher, a lawn 
rake or a grass hook was given away. 

Every day during the sale big ad- 
vertisements were used in the paper, 
five columns wide and an entire 
column in length. Every ad carried 
some personal message, of which the 
following is an example: 


“People are coming for miles to 
attend this great sensational sale 
and demonstration. Never in the 
history of Saginaw has there 
been congregated under one roof 
such an immense array of genuine 
bargains and interesting as well 
as profitable demonstrations of the 
world’s best makes of household 
needs. 

“We have cut prices to the abso- 
lute limit to induce you to come in 
and get acquainted with us and 
our business policy, as well as 
learn how well we are equipped to 


James B. Carson, secretary, 1001 
Schwind Building, Dayton, Ohio. 

INDIANA RETAIL HARDWARE ASSOCI- 
ATION, INC., CONVENTION AND EXHIBI- 
TION, Indianapolis, Jan. 30, Feb. 1, 2, 
1928. G. F. Sheely, secretary, Argos, 
Ind. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION, The Auditorium, 
Oklahoma City, Okla., Jan. 31, Feb. 1, 
1923. W. A. Clark, secretary-treas- 
urer, 20914 West Main Street, Okla- 
homa City. 

VIRGINIA RETAIL HARDWARE ASSOCI- 
ATION CONVENTION, Norfolk, Feb., 
1923. (Date to be announced later). 
Thomas B. Howell, secretary, Rich- 
mond. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 6, 7, 8, 9, 1923. 
Karl S. Jodson, Exhibit Manager, 248 
Morris Avenue, Grand Rapids; A. J. 
Scott, secretary, Marine City. 

WISCONSIN RETAIL HARDWARE As- 
SOCIATION, Milwaukee Auditorium, Feb. 
7, 8, 9, 1923. P. J. Jacobs, secretary- 
treasurer, Stevens Point. 

CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Palace Hotel, San Francisco, Feb. 18, 
14, 15, 1928. Le Roy Smith, secretary, 
112 Market Street, San Francisco. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Feb. 12, 
13, 14, 15, 16, 1928. Sharon E. Jones, 
secretary, 1314 Fulton Building, Pitts- 
burgh. 

OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Cleveland, 
Feb. 13, 14, 15, 16, 1923. Exhibition in 
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serve you in everything in the 
hardware line. 

“Let nothing keep you from at- 
tending this sale: Ask your 
neighbors about the big bargains 
they received here Monday. It’s 
the talk of the town. Read our an- 
nouncements every day.” 

All in all, it was a successful week 
and when the sale was over and re- 
turns were compiled it was found 
that the week’s business amounted to 
over $20,000—the. best week in the 
history of the company. Some idea 
of the size of the sale may be gained 
from the statement that in one item 
alone—paint—the firm sold 719 gal- 
lon cans, to say nothing of the 
smaller sizes. Paint sales amounted 
to over $2,500 for this period. 

Two things contributed to make 
this sale the success it was—-honest 
reductions and real bargains, and 
strong newspaper advertising. 


Coming Hardware Conventions 


the new Municipal Hall. James B. 
Carson, secretary, 1001 Schwind Build- 
ing, Dayton. 

ILLINOIS RETAIL HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 13, 14, 
15, 1928. L. D. Nish, secretary-treas- 
urer, Elgin, Ill. 

IowA RETAIL HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, 
Des Moines, Feb. 18, 14, 15, 16, 1923. 
A. R. Sale, secretary, Mason City. 

NEw YoRK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND ExPoslI- 
TION, Rochester, Feb. 20, ‘21, 22, 23, 
1923. Headquarters, Powers Hotel, 
Sessions and Exposition at Exposition 
Park. John B. Foley, secretary, City 
Bank Building, Syracuse, N. Y. 

NEW ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics’ Building, Boston, 
Mass., Feb. 21, 22, 28, 1928. George 
A. Fiel, secretary, 10 High St., Boston. 

HARDWARE ASSOCIATION OF THE 
CAROLINAS (place to be announced 
later) May 9, 10, 11, 12, 1928. T. W. 
Dixon, secretary-treasurer, Charlotte, 
N. C. 

ARKANSAS RETAIL HARDWARE ASSO- 
CIATION CONVENTION, May, 1923. 
(Dates to be announced later). L. P. 
Biggs, secretary, 815-816 Southern 
Trust Building, Little Rock. 


Correcting an Omission 


At the annual meeting and election 
of officers of the Peck, Stow & Wilcox 
Co., Southington, Conn., F. D. Taylor 
was elected secretary. No mention was 
made of Mr. Taylor’s appointment in 
our issue of Aug. 10. 
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HE solution of the retail merchant’s sell- 
ing problem lies mainly in himself; in 
the adapting of his business to the view- 
point of his customers. It means a closer 

study of the human element and a greater knowl- 
edge of the factors which influence men and wom- 
en to buy. It means now, more than ever before, 
a thorough knowledge of the things which tend to 
increase the desire to buy on the part of women, 
since it is estimated that fully 85 per cent of all 
sales are influenced directly or indirectly by 
women. 

The extension division of Iowa University re- 
cently sent out a questionnaire to both farm and 
city women, asking them which one of twelve 
listed factors influenced them most in the buying 
of merchandise. The replies from farm women as 
tabulated show the following ranking: 


1. Shopping from store to store. 


2. Recommendations of: friends. 

3. Window displays. 

4. Newspaper advertisements. 

5. Recommendations of merchants. 
6. Mail-order catalogs. 

7. Samples. 

8. Circulars through the mail. 

9. Demonstrations. 


10. National magazine advertisements. 
11. Billboards. 
12. Street car signs. 


The same questions propounded to the women 
in towns and cities show the following ranking 
as to relative drawing power: 


. Window displays. 

. Newspaper advertising. 

. Shopping from store to store. 

. Recommendations of friends. 

. Recommendations of merchants. 
Samples. 

. National magazine advertisements. 
. Demonstrations. 

. Circulars through the mail. 

10. Mail-order catalogs. 

11. Billboards. 

12. Street car signs. 


CHANMAPWNe 


EDITORIAL COMMENT 


Why People Buy 


It is significant that the women of the farms 
and cities agree on the four principal influencing 
factors, but in different sequence. 

The farm woman places “shopping from store 
to store” first on the list. It means that she is 
strongly influenced by price, quality and range 
of merchandise. It reveals a crying need for bet- 
ter salesmanship as applied to country trade. 
Next she lists “recommendations of friends,” 
showing the vital importance of courtesy, tact 
and service on the part of the merchant, and the 
value of a good reputation for fair dealing. 
“Window displays” and “newspaper advertising”’ 
come next, proving conclusively that the small 
town merchant must install attractive show win- 
dows and use well-considered advertising copy if 
he is to hold his farm trade. 

“Recommendations of merchants” ranks one 
point above mail-order catalogs as a buying in- 
fluence. That margin should be much greater. 
It reveals the absolute necessity of cultivating 
the confidence of country customers. 

Among the women of the towns and cities the 
show window ranks first in drawing power, with 
newspaper advertising as a close second. Most 
hardware merchants realize this fact, but hun- 
dreds of unused or poorly trimmed show windows 
still mutely testify to lost opportunities. Like- 
wise a study of the averagé merchant’s newspaper 
advertising brings to light a similar graveyard of 
possible profits. 

Like her country sister, the woman of the town 
or city is tremendously influenced by what her 
friends have to say about the merchant, his store 
and his wares. Again it emphasizes the impor- 
tance of courtesy, service and salesmanship. 
She, too, depends greatly upon the recommenda- 
tions of the merchant, which she ranks five points 
above the allurements of the catalog. The spread 
here is great but should be still greater. 

To sum it all up, the extension department of 
Iowa University has revealed both the strength 
and the weakness of the average merchant. A 
study of its report should result in better stores, 
more attractive advertising, more interesting 
show windows and last but not least a higher 
plane of retail salesmanship. 
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Profits and Prestige in Electric Lamps 


Here is a section of the electric lamp department of Herr & Co., Columbia, Pa. 


Lines 


such as this serve to bring the discriminating buyer to the hardware store 


HE lamp has. taken the place 
i} of the hearth as the family 
gathering place. Where once 
the central object of attraction in 
any living room was the fireplace, 
the table lamp and modern living 
conditions have crowded the an- 
cient hearth into the humiliating 
position of a useless ornament. 
But what is more to the point the 
modern hardware dealer sells lamps, 
although his predecessors of yester- 
day did not sell fireplaces, and 
therein lies a crumb of fact and 
comfort for those who argue that 
the hardware dealer of the present 
day is superior in initiative and 
business ability to the men who 
controlled the distribution of hard- 
ware ten, fifteen and twenty-five 
years ago. 


Display Sells Lamps 


The most important thing about 
selling lamps is to display them. 
Lamps are displayed most effectively 
on tables in the housefurnishing 
goods department. The mistake that 
is most often made by dealers is 
to crowd too many lamps together. 
It is better to use a few lamps, and 
arrange them attractively than it is 
to show a large number of lamps 
of various sizes and sorts. A num- 
ber of lamps which have a variety 
of different shades with conflicting 
colors often do more to prevent 
sales than anything else. A garden 
of lamps arranged so that the color 


effect is harmonious will do a great 
deal to make the housefurnishing 
department pleasing to the sensi- 
bilities of women customers as ex- 
perience has demonstrated to many 
dealers. 
Give Lamp Service 

Department stores in some cities 
use methods to render service to 
customers who buy electric lamps 


Though Time has squandered many a 
day 
Since man first learned to bar 
night, 

To keep the primal fears away 
From him and his with fire and light: 
Aladdin’s lamp would not be quite 

Sufficient for a modern home, 

For just one, table lamp’s as bright 

As all the lamps of Greece and Rome. 

—C, I 


the 


which some hardware dealers might 
adopt with modifications. 

Many customers to-day prefer silk 
shades to the colored glass ones 
that were so popular a few years 
ago. Few hardware dealers handle 
silk shades. There are some deal- 
ers, however, who would find it 
practical to give this work to some 
competent woman outside the store. 
Some firms, for instance, have 
women, who know something about 
interior decorating, go to a custom- 
er’s home and advise or suggest the 
kind and color of shade that they 
consider would be suitable for the 
type of lamp base purchased, taking 
into consideration the general ap- 
pointments of the room which the 
lamp is to be used. 


Attractive Displavs 
and Adequate 
Service Will Aid 
in Selling These 
Useful as Well as 
Ornamental Articles 
—Extra Profits 
in the Making 


and Selling of 
Silk Shades 


A 


In that way special shades may 
be sold through the store although 
the store does not carry silk shades 
in stock. This arrangement enables 
the .store to give special service 
and to make an extra profit on the 
side for both itself and the woman 
it employs. For many dealers, of 
course, a plan of this kind would be 
unfeasible. There are some, how- 
ever, who could use this method, 
with a great deal of profit, adopt- 
ing it to the circumstances and con- 
ditions that prevail in their lo- 
calities. 


Necessities in the Home 


Electric table lamps and _ floor 
lamps have become practical neces- 
sities in the modern home. The 
dealer who displays them and rend- 
ers to his customers the service 
they desire, will find that lamps can 
be made into one of the most profit- 
able lines he can carry in his house- 
furnishing department. 


Fernald Mfg. Co. Expands 


The Fernald Mfg. Co., North East, 
Pa., announces that it has taken over 
the business of the Clear-O-Scope Co., 
Angola, Ind., and is adding to its line 
the Clear-O-Scope Windshield Cleaner, 
which was a pioneer among the over- 
the-top types. In addition to this 
model the company has taken over the 
newly perfected Clear-O-Scope models, 
which will shortly be placed on the 
market. 
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Senate Adopts Flexible Tariff Provisions 


President May Raise or Lower Rates Fifty Per Cent 
Until July 1, 1924— Blunders in Law and 
Exchange Fluctuations in Mind 


WASHINGTON, D. C., Aug. 21, 1922. 

N the tremendous spurt made Ly 
| the Senate in speeding action on 

the tariff bill many highly impor- 
tant provisions were written into the 
measure, but in my opinion not one of 
the three hundred amendments added 
compares in deep signficance to the 
business community with the flexible 
tariff provision based on the Freling- 
huysen amendment. While the text of 
the New Jersey Senator’s proposal was 
formally rejected, its spirit was 
adopted by the Finance Committee in 
a counter proposition which the Senate 
confirmed by a handsome majority. 

In discussing this important subject 
in this correspondence last week I pre- 
dicted that it would not be found prac- 
ticable to write into the pending 
Fordney-McCumber bill an ideal pro- 
vision designed to take the tariff out 
of politics. I intimated, however, that 
an important step would be taken in 
connection with the tariff revision now 
on foot. The action taken fully justi- 
fies this suggestion. 


Objects of Provision 

The amendment as written into the 
bill has two chief aims. One of them 
‘is to provide machinery for correcting 
without Congressional action the mis- 
takes which Congress may make in the 
current revision of the tariff, or for 
amending rates which readjustments 
of foreign exchange may demonstrate 
to be improper. The other is to bring 
about the employment of business 
methods in effecting such modifications 
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as may be made pursuant to this new 
provision of law. 

The unwillingness of Congress to re- 
lax its grip upon the Federal tariff 
laws is reflected in a proviso to the 
plan which stipulates that the au- 
thority granted to the President to 1n- 
crease or decrease tariff rates in the 
pending bill may not be exercised after 
July 1, 1924. With nearly two years 
in which to act, however, it is reason- 
able to assume that the President will 
be able to correct mistakes and bring 
about such adjustments as may be 
necessary to make the existing law a 
reasonable and workable statute. 

Under the terms of the flexible tariff 
amendment the President is authorized 
to alter existing rates by increasing 
or decreasing them not to exceed 50 
per cent by a proclamation effective 
sixty days after its issuance. It is 
provided, however, that such a pro- 
clamation may not be issued until 
there has been an investigation and a 
report of findings as to fact by the 
Tariff Commission. 


Public Hearings to Be Held 


Before making its recommendations 
to the President the Tariff Commission 
would be required to hold public hear- 
ings after due notice so that all inter- 
ested parties could present evidence 
and arguments. The President would 
be required to make public the findings 
of the Commission as soon as practic- 
able after proclaiming the proposed 
changes. 


Changes to be made in the tariff 


rates are to have for their object the 

equalizing of the costs of production - 
in this country and abroad. Im ascer- - 
taining these differences the President, 

as far as practicable, would be obliged 

to take into account the following con- 

siderations: 

“The differences in conditions in pro- 
duction, including wages, costs of ma- 
terial and other items in costs of pro- 
duction of such or similar merchandise 
in the United States and in competing 
foreign countries; 

“The differences in the whole selling 
prices of domestic and foreign mer- 
chandise in the principal markets of 
the United States; 

“Any advantages granted to a for- 
eign producer by a foreign Govern- 
ment, or by a person, partnership, cor- 
poration or association in a foreign 
country and any other advantages or 
disadvantages.” 


Harding Favors Flexible Tariff 


The necessity for providing flexi- 
bility for a tariff law framed under the 
extraordinary conditions now prevail- 
ing was forcibly impressed upon the 
Senate by President Harding in a brief 
but vigorously worded message which 
he sent to the Capitol just before the 
consideration of this important amend- 
ment was begun. The President said: 

“IT need not repeat to you what I 
have said personally and what I have 
conveyed officially in a message w 
Congress, how deeply I am interested 
in the provision for flexibility in the 
tariff bill which is now under .con- 
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sideration in the Senate. It has 
seemed to me that the varying con- 
ditions in the world and the unusual 
conditions following the world war 
make it extremely essential that we 
have this means of adapting our tariff 
to meet the new conditions. 

“Moreover, I believe it is a highly 
constructive and progressive step in 
retaining the good and eliminating the 
abuses which grow up under our tariff 
system. I think we ought to make the 
tariff commission all that it is designed 
to be—the agency for scientific in- 
vestigation and the source of depend- 
able information on all tariff problems. 


Wants Tariff Commission Recognized 


“In view of the fact that Congress 
in providing for flexibility must bestow 
some exceptional powers upon the 
President I should very much prefer 
that in the same act the Congress de- 
finitely name the tariff board as the 
source of information and _ recom- 
mendation upon which the President 
may proclaim changes in rates of duty. 
If the power to modify rates were 
given to the President I should im- 
mediately proclaim the tariff board as 
the agency of investigation and recom- 
mendation, because the President could 
not deal with the situation in any other 
practical manner. I think it more 
seemly, therefore, to have the Congress 
definitely designate the tariff board as 
the agency to be employed by the Presi- 
dent in the exercise of executive power 
which it is proposed to bestow.” 

In the plan as finally adopted the 
President is prohibited from employ- 
ing American valuation as a basis for 
the calculation of duties except in the 
case of dyes and certain coal tar chemi- 
cals specified in the bill and is required 
to base changes in rates on the differ- 
ences in “costs of production” at home 
and ,abroad instead of on differences 
in “conditions of competition,” as was 
originally proposed. 

Another important stipulation in the 
provision as adopted prevents the 
President from changing duties from 
a specific to an ad valorem basis, or 
vice versa, or for transferring articles 
from the dutiable list to the free list 
or from the free list to the dutiable 
list, 

Hates to Delegate Authority 


These restrictions indicate the ner- 
vousness with which Congress always 
approaches any proposition to delegate 
its authority respecting tariff rates to 
any agency, regardless of the con- 
fidence which the public may impose 
therein. It is certainly the height of 
absurdity to permit the President to 
reduce a rate of duty from 100 per 
cent to 50 per cent ad valorem while 
at the same time prohibiting him from 
transferring to the free list an article 
on which the duty is but 10 per cent. 

It is also highly inconsistent to per- 
mit the President to raise a duty from 
5U per cent to 75 per cent while at the 
same time refusing him authority to 
take an article from the free list and 
make it dutiable at 10 per cent. 
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Equally illogical is the prohibition 
against a change from ad valorem to 
specific rates or vice versa. In fact, 
by this restriction the President is pre- 
vented from exercising his authority 
to prevent under-valuation abuses 
which have so often worked serious in- 
jury to domestic industries in addition 
to depriving the Government of large 
amounts of revenue. This considera- 
tion is of special importance in view 
of the amazing depreciation of for- 
eign currencies, especially that of Ger- 
many, and the great fluctuations that 
occur within short periods of time. 


Undervaluation a Menace 


Countless instances have been cited 
where the tariff laws have been evaded 
by unscruplous importers of goods sub- 
ject to ad valorem duties through the 
simple device of quoting a nominal 
value in the consular invoice. Such 
attempts at fraud could be easily pre- 
vented by the substitution of specific 
for ad valorem duties but as this would 
mean Congressional legislation and a 
comprehensive revision of all the tariff 
schedules, it has been out of the ques- 
tion and the customs officials have been 
obliged to content themselves with 
gathering such data as chanced to be 
available for the purpose of convicting 
the importers of fraudulent under- 
valuation—an extremely difficult thing. 
Congress appears to have overlooked 
an excellent opportunity in this con- 
nection to break up an old evil through 
which large amounts of revenue have 
been running away for many years, 
not to mention the extent to which do- 
mestic industries have suffered through 
unfair foreign competition. 

The function of the United States 
Tariff Commission as provided by the 
original Frelinghuysen amendment is 
much belittled by the flexible tariff 
provision adopted by the Senate. The 
New Jersey Senator would have in- 
creased the number of members of 
the commission, made their tenure 
more permanent and their compensa- 
tion somewhat more commensurate 
with the grave responsibilities devolved 
upon them. 


High Protectionists Assail Commission 


The high protectionists in Congress, 
however, have no use for a _ non- 
partisan tariff commission. What they 
want is a commission bound by its oath 
of office to do everything in its power 
to advance the principle of high pro- 
tective duties. This view is exemplified 
in the following brief extract from an 
attack on the present commission 
which recently appeared in the recog- 
nized organ of the “Chinese Wall” pro- 
tectionists : 

“The Tariff Commission information 
was largely theoretical and a large 
per cent of it manifestly anti-protec- 
tion. This was before the appoint- 
ment of two Protectionists by the pres- 
ent Administration. Four out of the 
six members of the commission were 
out of harmony with what Chairman 
Fordney and his associates were under- 
taking. Pamphlets and documents 


August 24, 1922 


printed by the old Tariff Commission 
were notoriously anti-Protection. The 
old members of the commission were 
opposed to American valuation. 
“During the hearings before the 
Senate Finance Committee, many of 
these same ‘scientific experts’ appeared 
and threw dust in the eyes of the ma- 
jority members. Most of the informa- 
tion sought or offered voluntarily, was, 
in the language of the experts ‘to help 
frame a scientific tariff.’ The decision 
of the Senate Committee on Finance 
to oppose the House American valua- 
tion plan was due largely to the efforts 
of these ‘scientific-non-partisan tariff 
experts,’ and their allies in the Cus- 
toms bureaus. In short, the ‘experts’ 
who have been advising the members 
of Congress ‘scientifically’ have been, 
for the most part, wholly out of sym- 
pathy with the principle of Protection. 


Can’t Take Tariff Out of Politics 


“Is it any wonder that Protectionists 
in both houses of Congress are con- 
fused and more or less at sea? The 
use made of most of the material fur- 
nished Congress by the Tariff Commis- 
sion, again demonstrates how futile it 
is to transfer the consideration and 
determination of a tariff to a so-called 
non-partisan or bi-partisan commis- 
sion, and how foolish it is to attempt 
to take the tariff out of politics and 
lodge it in a ‘non-partisan’ body. Dur- 
ing the debates in the Senate on the 
tariff, the reports of the Tariff Com- 
mission were quoted frequently by 
Free-Traders to support their argu- 
ments. Many times Protection Sena- 
tors were compelled to dispute the 
figures and conclusions quoted from 
the Tariff Commission reports. 

“If there is to be a Tariff Commis- 
sion, it should be composed of men who 
are in sympathy with the party con- 
trolling Congress. Otherwise there is 
bound to be a clash. American Pro- 
tectionists can find an explanation of 
the present situation as to the tariff, 
in this original Free-Trade effort to 
‘take the tariff out of politics’ and per- 
mit a ‘non-partisan’ commission to 
manage the whole matter. Unfortu- 
nately many hitherto sound Protection- 
ists have fallen into the Free-Trade 
trap. The so-called ‘scientific experts’ 
under the shadow of the capital have 
succeeded in throwing the Protection 
ranks into more or less confusion.” 

Inasmuch as it is not the function— 
and ought not to be the function—of 
the Tariff Commission to prescribe 
rates but merely to furnish accurate 
information to Congress regarding in- 
dustrial conditions here and abroad, 
business men who want to see tariffs 
adjusted on sound business lines are 
not likely to be misled by partisan at- ° 
tacks on an agency of the Federal 
Government that possesses great possi- 
bilities for good provided it is sup- 
ported by Congress with appropria- 
tions that will make it practicable to 
put first-class men on the job. 

Notwithstanding the depressing ef- 
fects of the rail and coal strikes all 
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the information reaching Washington 
from governmental and private sources 
respecting trade conditions is of a most 
encouraging character. It is a notable 
fact in this connection that these re- 
ports are not confined to any one 
locality though, of course, the greatest 
activity is reflected in the leading 
manufacturing centers. 

Postal receipts, long heralded as an 
accurate business barometer, indicate 
that prosperity has actually returned, 
according to statistics for the month 
of July, made public by the Post Office 
Department, 

The figures show an increase in re- 
ceipts in fifty large selected cities over 
July, 1921 of 11.62 per cent. Figures 
for previous months show that the up- 
ward movement began last November 
when an increase of 2.76 per cent was 
recorded over the same month a year 
ago. The climb since then has been 
steady. April showed an increase of 
7.31 per cent; May, 14.42 per cent and 
June, 12.24 per cent. 

Only two of the fifty cities, Roch- 
ester, N. Y., and Washington, D. C., 
reported decreases for July. Rochester, 
which had the third largest increase 
in June, reported a decrease in July of 
5.28 per cent, while Washington 
dropped less than one half of one per 
cent. 


Receipts Nearly Doubled 


On the other hand, Fort Worth, Tex., 
reported the phenomenal gain of 83.06 
per cent, or almost “double the 1921 fig- 
ures. Akron, Ohio, which had the 
largest percentage gain in June, was 
second in July with an increase of 
35.26 per cent. 

Other cities showing large gains 
were Los Angeles, Cal., with 28.67 per 
cent; Cleveland, Ohio, with 21.37 per 
cent; Springfield, Mass., with 20.91 per 
cent, and Columbus, Ohio, with 20.48 
per cent. 

The largest gain in dollars and cents 
was made by Chicago which increased 
its July, 1921, receipts by $357,903.80, 
although the percentage increase was 
on 8.65. New York was second with 
$255,478.35, a percentage of 7.16, and 
Boston was third, with $122,928.90, or 
15.17 per cent. 

Total receipts for the fifty cites were 
$19,543,152.81 as against $17,508,742.48 
for July, 1921, an increase of $2,034,- 
410.33. 


Car Loadings Are Heavy 


Equally encouraging are the reports 
filed by the railroads with the Car 
Service Division of the American Rail- 
way Association which show, in spite 
of the coal strike, an increase in July 
as compared with the same month last 
year of 10.6 per cent, in the loading of 
all commodities. The total for July 
was 4,176,979 cars, compared with 3,- 
774,964 cars during that month a year 
ago, or an increase of 402,015 cars. 
As compared with June, 1922, freight 
loadings last month showed an increase 
of .05 of 1 per cent, the total for June 
being 4,156,396 but compared with 
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July, 1920, a decrease of 7.1 per cent 
was reported. 

Coal loadings for the month totaled 
393,512 cars, a decrease of 46.2 per 
cent, as compared with July, 1921, 
when the total was 731,615 cars, and a 
decrease of 59.5 per cent compared 
with July, 1920, when 971,968 cars 
were loaded. Compared with June, 
1922, the total for July was a decrease 
of 14.8 per cent. 

Total bituminous coal in all fields 
Aug. 7 amounted to 16,021 cars. This 
loading has been exceeded on only 
seven days since the beginning of the 
strike on April 1, and then only by an 
average of a few hundred cars. On 
the three principal coal-carrying rail- 
roads of the Southern Appalachian 
district loadings for Aug. 7 amounted 
to 7554 cars. In June, the record coal 
production month for this territory 
these three roads averaged 7373 cars 
daily. 

Loadings of all commodities other 
than coal totaled 3,783,467 cars in July, 
an increase of 24.3 per cent over July, 
1921, and 7.4 per cent over July, 1920. 
An increase of 2.4 per cent was also 
reported compared with June, 1922, 
when the total was 3,694,480 cars. 


No July Depression 


The Department of Labor is in re- 
ceipt of a statement issued by. the In- 
dustrial Commission of the New York 
State Department of Labor which 
shows that in spite of the rail and coal 
strikes and the fact that many of the 
textile mills have been closed down for 
some weeks for the annual vacation, 
the gains in other industries from im- 
proved business conditions were suffi- 
cient to keep employment in July at 
the same level as in June. July usual- 
ly shows a substantial reduction in 
manufacturing activity. 

Except for the decline in the railway 
shops, employment rose in the metal 
and machinery industries. The num- 
ber of employees increased in the fac- 
tories making railroad equipment, 
partly as a result of the railroad strike. 

There was a large increase in the 
pig iron and steel mills, and in the 
manufacture of structural iron, espe- 
cially that for railway bridges. There 
was also an increase in employment in 
the manufacture of aluminum and 
brass goods. 


Increased Employment on _ Builders’ 
Hardware 


The manufacturers of builders’ 
hardware continue to report increased 
employment, and a gain occurred in 
the firearms and cutlery industries. A 
strike of the stove makers caused a 
reduction in that industry. A decline 
in the manufacture of silverware was 
due to summer vacations. 

Almost all the branches of the ma- 
chinery industry reported increases, 
especially the manufacture of eleva- 
tors and agricultural machinery. The 
manufacture of telephones, wireless 
equipment, train lighting systems, and 
other electrical goods showed  sub- 
stantial gains in employment. 
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Employment increased in the plants 
making typewriters and cash registers, 
but went down in those making optical 
goods. Most of the automobile fac- 
tories increased their forces, but em- 
ployment remained low in the plants: 
making high-priced cars, and in those 
making bicycles. There was a large 
increase in the manufacture of auto- 
mobile tires and in the reclaiming of 
rubber. 

The largest increase in employment 
in July was the seasonal increase in 
the manufacture of food products. 
Employment nearly doubled in the 
fruit and vegetable canneries. 

There was a large increase in the 
establishments making biscuits and 
crackers. The cigar industry also im- 
proved. 

Employment went down slightly in 
the flour and feed mills, and rose 
slightly in the candy and cocoa fac- 
tories. There was a small gain in the 
meat-packing industry. 


Trade Commission Again Active 


The Federal Trade Commission is 
again on the rampage on the subject 
of price maintenance. During the past 
few days it has issued complaints of 
unfair competition against the Na- 
tional Lead Company and the Ameri- 
can Tobacco Company, charging that 
through the active interest and co- 
operation of wholesale and retail deal- 
ers and in other ways these companies 
have adopted and enforced “a system 
of fixing and maintaining specified 
standard prices” at which their prod- 
ucts should be resold. 

Inasmuch as the commission recently 
dismissed some forty complaints with 
a view to making a fresh start in its 
campaign to prevent the maintenance 
of resale prices, it may be assumed 
that it is the intention of the commis- 
sion to employ one of these new com- 
plaints against big corporations as the 
basis for a test case to be carried to 
the United States Supreme Court. 


Outing of Peck, Stow & Wilcox 
Co. Foremen 


The annual outing of the Pexto- 
Foremen’s Club of the Peck, Stow & 
Wilcox Co., Southington, Conn., was 
held at Mansfield Grove, on Long 
Island Sound, on Aug. 5. The after- 
noon’s program provided a number of 
athletic events, a baseball game and 
swimming. In the evening an old-fash- 
ioned shore dinner was served. 


Worthington Radio Catalog 


The George Worthington Co., Cleve- 
land, Ohio, has issued a comprehensive 
catalog of its line of radio equipment 


and accessories. In addition to speci- 
fication information illustrated with 
cuts the company offers a number of 
pages of an instructive nature. Much 
space is given to general radio data 
explained in a non-technical way so 
that the inexperienced will understand 
the points brought out. 
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Unique All-Illustration Ad— How a Dealer Staged a Much 
Talked About Publicity Stunt—Ad on Bathroom Supplies 


In Which Knowledge of Builders’ Hard- 
ware Is Featured 
No. 1 (2 cols. x 6 in.). 

William Ludlum, adman for How- 
ard’s, Mt. Vernon, N. Y., has furnished 
us with an ad which is somewhat un- 
usual in treatment. Instead of featur- 
ing items of builders’ hardware, the 
firm advertises its knowledge of the 
subject and its ability to help home 
owners. 

We do not know but that this is a 
good slant for a few builders’ hard- 
ware ads. It is certain that many 
home owners are puzzled in selecting 
hardware and really desire some reli- 
able information on the subject in 
addition to suggestions made by the 
architect. 

Note that the copy features advice 
and suggestions for the new home 
builder as well as for the man who 





BUILDERS’ HARDWARE SCIENCE 
NORMAL 


in session every business day 4' 


HOWARD’S 


Personally conducted by members of 


The Hardware Staff 


If there is anything about Builders’ Hardware that 
qgou would like to know, any little technical information 
or advice to assist you in its proper application— 


Ask Us—tit Will Cost You Nothing. 
We Know Hardware 


end all Hardware-iams—through an experience acquired 
ty selling, serving, preaching and teaching it for over 
tixty years, 








The Complete Science of Builders’ Hardware 
—includes— 
“ Hardwaring’ for New Houses 
“Re-Hardwaring ” for Old Houses 
of which a thorough knowledge on the part of the dealer 
ia of greatest importance to you. 
For Real CLASS in Builders’ Hardware 


«t HOWARD ns: 


1—Directing the home owner’s attention 
to a source of authoritative information 
on builders’ hardware 











Say, Folks! 


Here’s what we got over the phone the 
other day— 


“Hello! Blakey-Clark, I just wanted to 


tell you how delighted I am with my Lo- 
ran equipped Quick-Meal Gas Range. It 
surely does cook good. I’m so tickied be- 
cause [ got got a Quick-Meal, and the Lo- 
rain oven heat regulator is fine and dandy” 


Now what I want to know, isn’t that 
enough fora feller to get puffed up over? 
But then, it’s bout time we.was gettin’ 
used to it—for that’s what every Quick- 
Meal customer tells us. 


Have you looked our Quick-Meal line 
over yet? 
glad to show you the many good features 
—some of them are exclusive on the Quick 


Meal. 


For your selection we are showing ten 
styles and sizes, priced from $18 to $140 


May We Expect. You Down? - 
Yours for more Quick-Meals, 
Blakey-Clark Hardware Co. 
THE WINCHESTER stort 


Better come down. 


We'll be 


“TIM.” 





2—There is ad copy in store telephone conversations—here is an ad that shows how 
to use them 


desires to equip his present home in a 
different manner. 

The ad is certainly interesting and 
much can be made of this copy slant 
in getting people in the store for a 
talk on the subject of home hardware 
fittings. 

Phone Conversation Inspired This Ad 
No. 2 (3 cols, x 7 in.). 
In sending us this ad, C. B. Knighten 


of the Blakey-Clark Hardware Co., 
Ennis, Tex., states that the copy was 
inspired by an actual phone conversa- 
tion which paralleled the wording. 

Here is food for thought! Your 
telephone conversations may provide 
you with some rattling good copy when 
all other sources seem dried up. Check 
up some of them and see if you haven't 
got some first rate material. 
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Week Sale | 
of 


Bathroom | 
ween 


ol Nights and Mornings Suggest the 
PERFECTION OIL HEATER PRICES $6.75 to $1200 
WATCH for announcement of next week's SPECIAL SALE 

AT YOUR SERVICE 


Buchanan Hardware Co. 


PHONE 63 RICHFIELD SPRINGS, N. Y | 
j | 





3—There is good business to be had from 
a bathroom supply ad, provided you list 
the items like this ad does 


This ad surely makes up well and 
carries the ring of conviction. In 
passing, we are pleased to quote from 
Mr. Knighten’s letter as follows: 
“We're still strong for the Publicity 
for the Retailer Department.” 


A Good Bathroom Hardware Ad 
No. 3 (2 cols. x 5 in.). 

Just glance through this ad sent us 
by Miss Eleanor Porter, ad director 
for the Buchanan Hardware Co., Rich- 
field Springs, N. Y., and you will real- 
ize that the hardware store can furnish 
quite a considerable group of articles 
for the bathroom. : 

The cut used is excellent and the 
heading featuring a sale makes the 
appeal stronger. It will pay you to 
run a bathroom supply ad. Cool Au- 
gust mornings up in Richfield Springs 
have made it pay to insert the item on 
oil heaters. 


A Publicity Stunt That Created Talk 
No. 4 (2 in. x 4 in.). 

The long lines of parked autos 
proved an inspiration for the adman 
of the Hull Hardware Co. and this tag 
was the result. Drivers who left their 
cars returned to find this tag attached 
by a string to their steering wheels. 
The tag is similar to those used by 
the police and at first glance many a 
cold shiver ran up and down the spine 
of the motorist as he took the tag for 
a summons. 

A second glance, however, disclosed 
the signature to be Hull’s and a more 
thorough reading showed that they 
were merely announcements of a sale. 
The sale certainly was ushered in with 





TAKE_NOTICE 
The owner of this car is 
REQUESTED to APPEAR BEFORE the 
end of August and take advantage of our 
August Sale. We are 
EXCEEDING THE SPEED LIMIT 

by allowing a 20€ cash discount on all 
merchandise. 

HULL'S HAROWARE STORE 








i—Here’s the tag that enabled the Hull 
Hardware Co, to stage an original pub- 
licity stunt 
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plenty of talk. The drivers took the 
tags home and told their wives what a 
close call they had and in this way 
the women folks were let in on the idea. 

The local newspapers gave the stunt 
plenty of space and taken as a whole 


73 


Utility” trade-mark as a nucleus, there 
is grouped an array of hardware items 
having a universal appeal. We ap- 


‘prove of this type of illustrated ad 


every so often and the size, 3 columns 
x 11 in. is well adapted to the purpose. 
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‘cn cobing over this Breece ad is almost as good as going in the store » iteelf 


it was a great deal of publicity for a 
small outlay. 

Saying It with Pictures 
No. 5 (3 cols. x 11 in.). 

W. T. Breeze of Brooksville, Ky., 
has been doing some out-of-the-ordi- 
nary advertising during the past few 
months and here is an example of one 
of his latest efforts. With the “Gifts of 


F. L. Wilson Purchases Business 

Frank L. Wilson, who has been asso- 
ciated with Howard Dalrymple for the 
past few years, has purchased the 
business, which will be carried on by 
himself and brother, Fay H. Wilson. 
The firm, which will be known in the 
future as Wilson Bros., is located at 
20th and Carman Sts., Camden, N, J. 
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NEW 


UILDING supplies continue to be one 
of the most active features of the local 

market. This classification must also in- 

clude hand tools, nails, roofing paper, roof- 
ing nails, metal laths, lock sets, casement hardware and 
the various small articles needed by contractors and build- 
ers. Hand tools of all kinds are particularly in demand. 
Summer goods are generally in active demand and dealers 
are getting ready to do a good fall business in seasonable 
items. Many jobbers report that they are ordering their 
first supply of winter goods now and are also taking de- 
livery at the earliest convenience of the manufacturers. 
This, it is thought, will prevent any shortage or delay 
when the goods are needed, should the present railway 
strike fail to terminate or the coal strike cause preference 
for full cars. 


Current | 


Demands 


Strike dy HERE seems to be some possibility of a 
Talk settlement in the railroad strike. Some 

local jobbers are beginning to feel the pinch 

of delayed deijiveries on rush orders they 
had needed. Shipments on heavy fall goods have been par- 
ticularly interfered with also. Summing up the entire 
situation, however, the average jobber expresses the opin- 
ion that under the circumstances goods have been handled 
very efficiently. Good wholesale stocks on hand helped to 
prevent an embarrassing shortage. 


Axes and Hatchets.—The demand for Hexagon 


axes, hatchets and axe handles con- 
tinues strong, and stocks, generally 
speaking are ample, and prices firm. 


Jobbers’ quotations, f.o.b. New York: 

Ordinary grade handled axes, 3 to 4 Ib., 
$13.25 per doz, net; 3% to 4% Ib., $13.75 
per doz, net; 4 to 5 lb., $14.25 per doz. net; 
4% to 5% Ib., $14.75 per doz. net; 514 Ib. 
solid, $15.50 per doz. net. 

Flint edge Rockaway pattern axes, 3 to 
4 Ib., $15.25 per doz. net; 3% to 41% Ib., 
$15.75 per doz. net; 4 to 5 Ib., $16.25 per 
doz. net, 

Connecticut pattern axes, 3 to 3% Ib., $15 
per doz, net; 3% to 4 Ib., $15.50 per doz. Buck saws, 
net; 4 to 5 Ib., $16 per doz. net. tooth, 


14/20, 


cent 
Stove bolts, 
Iron rivets, 50 
Solid copper riv ets, 
Lock washers, 
cent; *% to % in. 
ii to 1 in., 


MOC 


YORK 


machine screw 
per cent to 45 per cent; 
75 per cent from new list, 


Togele bolts, steel — finish, 75 per 
75 and 10 to’ 80 per cent. 


45 per cent. 
is to % in., 
, 10 and 
40 and 5 5 per cent. 


Buck Saws.—The demand at present 
is active and jobbers report that stocks 
are adequate and prices firm: 


Jobbers’ quotations, f.o.b. New York: 
both plain and 


$12.90 per doz. 


Collections 


a 
Bad Debts 


ps months ago much concern was ex- 
pressed by some local wholesale dis- 
tributors because of the increasing number 
of bad debts that had been encountered. 
Collection troubles caused worry and ex- 
pense. This week several credit men were asked about 
the present collection status. They were practically 
unanimous in declaring that collection difficulties to-day 
are comparatively few in number and are not for large 
amounts. Actual uncollectable debts are rare. Credits 
to retail dealers seem to be regular and less bothersome. 
Some consider this improved condition as significant of 
better conditions and of greater confidence in the future. 


Price pheceserngentt generally, the local price situ- 
Changes ation remains unchanged except for a 

few minor adjustments, practically all of 
which indicate a continued upward ten- 
ency. Prices on the more important commodities handled 
by the local jobbing trade are as follows: 

Roller skates, ball bearing extension model, have in- 
creased from $1.25 to $1.40 for boys’ and from $1.35 to 
$1.50 for girls’. 

Iron washers advanced lc. per Ib. 

Brass compression bibs advanced 5 per cent. 

Copper rivets advanced 5 to 10 per cent. 

Copper burs advanced 5 per cent. 


nuts, iron, 40 
brass, 4/32 and 


Cider and Fruit Presses.—Continued 
activity is reported, and stocks are 
ample: 

Jobbers’ quotations, f.o.b. New York: 

Cider Presses—814 x 10 in. tub, 1 in. 
screw, weight 50 lb., $6.25 each; 1014 x 12 
in. tub, 1% in. screw, weight 70 Ib., $7.35 
each; 11% x 12 in. tub, 1% in. screw, 
weight 90 ‘Tb., $9.45 each; 13 in. tub, 
1% in. screw, weight 125 Ib., $12.25 each; 
berry crusher, weight 20 Ib., $6.15 each. 

Fruit presses, 3 ate, with we tin per- 
forated insert, $3.40 each; $4 to 
$4.25 each; 12 qt., $5. 50 to ‘se, 85. che h. 


Crab Nets and Traps.—As the result 
of the steady demand for these articles 


e 


10 to 60 per cent. 


70 and 5 per 
5 per cent; 


Champion 


_ Hatchets, full polished half and shingling, 
No. 1, $18.80 per doz.; No. 2, $19.40 per doz. 


Bolts and Nuts.—The demand for 
these commodities continues active and 
stocks, except perhaps in a few sizes, 
are sufficient. 


Jobbers’ quotations, f.o.b. New York: 

Square nuts, % in., 16c. per Ib.; yy in., 
15e. per Ib.; %& in., 13c. per lb.: ys in. 12¢ 
per Ib.; %4 in, lic. per Ib.; 5§ in., 10c. per 
Ib.; % in., 9c. per Ib. 

Common carriage bolts, % x 6 in. and 
smaller, 35 and 10 per cent to 40 per cent; 
——- and thicker, 35 per cent to 40 per 
cen 

Machine bolts, % x 4 and smaller, 40 
and 10 to 45 and 10 per cent off: longer 
and thicker, 50 and 10 to 45 per cent. 

Lag screws, 45 to 45 and 10 per cent. 

Semi-finished he “xagon bolts, and 
smaller, 70 per cent; larger and thicker, 65 
per cent, 

Tinners’ rivets, 
per cent. 


60 per cent to 50 and 10 


Canning Supplies.—The activity of 
this line continues unabated, and as the 
fall canning season approaches the re- 
tail demand is assuming very satisfac- 
tory proportions. Prices continue firm 
and stocks, for the most part, are suffi- 
cient. 

Jobbers’ quotations, f.o.b. New York: 

Extension fruit and isi, strainers, No. 0, 
$1.25 per doz.; No. 2, $2.65 per doz.: No. 3, 
$3.25 per doz. Canning racks, 
doz.: Good Luck jar rings, 80c. 
Good Luck mason jar 
gross, in 12 gross lots. . 

Berry hullers, 35c. per doz.; fruit jar 
wrenches, 85c. per doz.: stainless steel 
knives, $2.35 per doz.; apple parers, $14.50 
per doz, 

Preserving kettles, 


$5. 50 per 
per gross; 
rubbers, 75c. per 


aluminum, ranging 
from 2%%-qt. to 17-qt. in size, are quoted 
from $8.40 to $34.44. Covers for same are 
quoted from $2.40 to $6. 

Jar rings, 75c. per gr. 


stocks are slim and prices consistent. 
The retail demand is also active. 


Jobbers’ quotations, f.o.b. New York: 
( ‘rab traps, regulation size, $3 to $5 per 
doz.; long handle crab nets, $3.50 per oz 


Cotton Waste.—Supplies of this com- 
modity are ample and in consequence of 
an undiminished “pick-up” demand, 
prices are firm: 


Jobbers’ quotations, f.o.b. New York: 

Cotton waste, in 5 lb. bales, 20c. per Ib. 

Ice Cream Freezers.—This line is in 
good demand, although stocks are some- 
what depleted. There is a firm price 
tendency. 

Jobbers’ quotations, f.o.b. New York: 

Triple motion freezers, 1-qt., $2.43 net; 
2-qt., $2.83 net; 3-qt., $3.37 net; 4-qt., 3 
net; 6-qt., $5.23 net, 

Vacuum freezers, 1-qt., $2.67 to 
net; 2-qt., $4 net; 4-qt., $6.67 net. 
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Ice Picks —With prices firm and 
stocks adequate, the demand for these 
articles continues active. 


Jobbers’ quotations, f.o.b. New York: 
Needle point ice picks, 5%-in. blade, 
and head formed of one piece of 
handle stained black, $3.43 per doz. 
’ Same with a hexagonal iron band, 
. net. 

chisel, heavy polished steel blade, 
oak handle, nickel plated iron bands, $1.60 
per doz. net. Ice chipper, 6 crucible needle 
points, tempered, malleable iron frame, 
tinned, wood handle, length over all 9% in., 

$3 per doz. net. 

Ice Tongs.—Stocks continue ample 
and prices are firm. 

Jobbers’ quotations, f.o.b. New York: 

Ice tongs, New York pattern, 11 in., $9 
to $11.40 per doz.; 14 in., $11.50 to $13 per 
doz.; 17 in., $13.50 to $16.20 per doz. ; 15 in., 
Boston pattern, $14.50; 17 in., $16.50; 20 
in., $18.60; 24 in, $ 0 per doz. Prices 
differ according to quality. 

Nails—As a result of the improved 
demand the market is displaying an 
upward price tendency and excepting 
for a slight shortage in some instances, 
stocks are good. 

Jobbers’ quotations, f.o.b. New York: 

Wire nails, $3.35 base per keg. Cut nails, 
$3.90 base per keg. Coated nails, $3 to 
$3.15 base per keg. Wire nails and brads. 
in small lots, 75 to 10 to 80 per cent off 
list. 

Roofing nails, per 100 Ib., $6.30 to $6.55 
for galvanized and $4.55 plain. This applies 
to 1 x 12 

Roofing Paper—There is a strong 
demand for roofing paper due to the 
extensive building being done in this 
district. The average market quotation 
is higher this week, as will be noted in 
the following schedule. Stocks are said 
to be ample. 

Jobbers’ quotations, f.o.b. New York: 

Roofing paper, 35-lb. roll, 98c. per roll; 
45-lb. roll, $1.26 to $1.30 per roll; 58-lb. 
roll, $1.55 to $1.70 per roll. 

Hard felt, 60-lb. standard roll, $1.40 per 
roll; red sheathing paper, 36 in. wide, 500 
sq. ft. in a roll; 25-Ib. roll, 65c. per roll, and 
30-lb. roll, 80c. per roll. 


Rope and Twine.—Binder’s twine is 
the most active item in the rope and 
twine market. Buying in rope con- 
tinues for limited quantities. Prices 
ag firm with ample stocks to draw 
rom. 


Jobbers’ quotations, f.0.b. New York: 

Manila rope, No. 1 grade, 18c. to 19%4c. 
per lb. Hardware grade 1l6c. per lb. Sisal, 
No. 1 grade, 15c. per Ib.: sisal, No, 2 grade, 
13c. per lb. Bolt rope, 22c. per Ib. 

_Lath yarn, 13c. to 15e. per lb. Jute wrap- 
ping twine, 20%c. to 2514c. per lb. India 
hemp twine, No, 6, 16c. to 18c. per Ib. 


‘ Rubbish Burners.—This is an active 
item in the local market. Stocks are 
said to be adequate and prices steady. 


Jobbers’ quotations, f.o.b. New York: 

Galvanized wire rubbish burners, with 
heavy iron supports, dipped in asphaltum, 
20 in. high, 14 in. diameter. weight 11 Ib., 
$30 per doz.; 24 in. high,-15 in. diameter. 
weight 16 Ib., $36 per doz.; 30 in. high, 18 


HARDWARE AGE 


in. diameter, weight 22 Ib., $54 per doz. ; 
35 in. high, 30 in. ‘diameter, weight 33 Ib., 
$72 per doz. All less 5 per cent discount. 


Screws.—There is a consistent de- 
mand for all kinds of screws, Stocks 
are good and prices even. 


Jobbers’ quotations, f.o.b. New York: 

Wood screws, iron bright, flat head, 80 
and 5 per cent; same with round and oval 
head, 77%4 and 5 per cent; iron blued, flat 
head (add 5 per’cent to net amount of in- 
voice), 80 and 5 per cent; iron bluea, round 
head, 7714 and 5 per cent; brass, flat head, 
75 and 5 per cent; brass, round and oval 
head, 72% and 5 per cent. 

Rolled thread machine screws, stove, iron, 
flat and round, No. 2 and No. 3, 60-10-10 
per cent; No. 4 and larger, 70-10-5 per cent; 
fillister, No. 2 and No. 3, 55-10-5 per cent; 
No. 4 and larger. 60-10-10 per cent. Brass, 
flat and round, No. 2 and No. 3, 55-10-5 per 
cent: No. 2 and No. 3, 50-10-10 per cent; 
No. 4 and larger. 55-10-5 per cent. 

Cap screws, 75 and 10 per cent: set 
screws, 80 per cent to 75 and 10 per cent. 

Some jobbers report an extra on wood 
screws of 20 and 5 per cent. 


Shovels and Spades.—Reports indi- 
cate that there is a consistent and fairly 
large business in shovels and spades. 
Jobbers say that stocks are sufficient 
and prices firm. 


Jobbers’ quotations, f.o.b. New York: 

Fourth grade long handle shovels, round 
and square point, $11 per doz. 

D handle, round and square point shovels, 
$11 per doz.; D handle spades, $11 per doz. 


Steel Barrows.—There is a continued 
strong demand for all types of barrows. 
Stocks are somewhat irregular, but 
prices are said to be steady. 

Jobbers’ quotations, f.o.b. New York: 

Steel contractors’ barrows, with wooden 
frame, 3 cu. ft. capacity, $63.75 per doz. 
Concrete barrows. steel tray with wooden 
handles, 3% cu. ft. capacity, $84 per doz. 
Tubular steel barrow, 3 cu. ft. capacity. 
$102 per doz.: 4% cu. ft. capacity, $111 per 
doz.; 6 cu. ft. capacity, $154 per doz. 

Stove Pipe.—There is fair current in- 
terest for stove pipe.~ Rumors of ad- 
vances still persist but up to press 
time no further or more definite in- 
formation is available. 


Jobbers’ quotations, f.o.b. New York: 

Black iron stove pipe, No. 28 gage, 12 
lengths in a bundle, 4 in., $1.40 to $1.60 per 
doz. lengths net; 4%4 in., $1.55 to $1.75 per 
doz. lengths net; 5 in., $1.75 to $1.95 per 
doz. lengths net; 5% in., $2 to $2.25 per doz. 
lengths net; 6 in., $2.25 to $2.50 per doz. 
lengths net. 


Window Glass.—Distributors report 
a scarcity of glass due to the steady 
and fairly heavy demands during the 
past six weeks. There does not, how- 
ever, appear to be an alarming short- 
age. Prices seem strong. 


Jobbers’ quotations, f.o.b. New York: 
A single, 84 per cent; B single, &6 
cent; A double, 85 per cent: B 
per cent. List of March 1, 1913 


per 
double, 88 


Winter Goods 


We list here a few items of winter 
goods that may interest the dealer now 


Junior Racer, $5.50 each; Racer, 


75 


for delivery later. These “futures” are 
now in stock with most local jobbers 
who offer them at the price quoted. 
It is too early at present to obtain any 
authentic information as to the status 
of these lines in full season. Jobbers 
do not look for any shortage but cannot 
of course guarantee that there will be 
none. 


Sieds.—List prices Flexible Flyer, No. 
1, $42.25 ee ch; No, 2, $5.00 each; No. 3, $6.50 
each; No. 4, $7.00 each; No. 5, 50 each 
each; 
No. 4, with foot rest, $7.75 each; No. 5, with 
foot rest, $11.00 each. 

Discounts.—From N. Y. stock, 33% 
cent, f.o.b. factory 35 per cent. 

List Prices.—Fire Fly, No. 9, $2.30 each; 
No. 10, $2.75 each; No. 11, $3.40 each; No. 
12, $3.75 each; Racer, $4.00 each. 

Discounts.—From N. Y. stock 40 and 5 
per cent, f.o.b. factory 40 and 10 per cent. 


Snow Shovels—Rumors are that 
there may be advances in prices shortly. 


Galvanized, ribbed steel blade, reinforced 
back, D handle, $12.00 per dozen; long 
handled steel snow shovel, $3.75 per dozen. 


Naval Stores Market 


New York, Aug. 21.—Steady trade 
in fair volume characterizes this mar- 
ket locally. During the past ten days 
quotations have been comparatively 
consistent, contrasting greatly with the 
somewhat uneven prices offered some 
weeks ago. The market continues to 
strengthen and prices are advancing al- 
most daily, the difference being that a 
larger majority of sellers are following 
the market. 

There is a fair demand on turpen- 
tine and rosin for export. Spirits of 
turpentine is now being quoted in bar- 
rel lots, ex-yard, at $1.28 to $1.30, with 
possibilities of further advances. Rosin 
quotations are as follows: 


. -2$6.25 


per 


.» -8$6.40 
..& 6.45 


<a Ww... ....a8. 
is in steady demand at the 
following prices: First run at 39 cents, 
second run at 43 cents and third run 
at 50 cents. 

Fair business is being done for tar 
at the following offerings: Retort at 
$10, pitch at $6 and tar, kiln, at $10. 

Spasmodic interest is being shown 
for present delivery of linseed oil. 
Future business has also eased off con- 
siderably. Quotations, f.o.b. New York, 
in carload lots averages 88 to 90 cents 
per gallon, 5 bbl. to carload lots aver- 
ages 91 to 93 cents, less than 5 bbl. lots 
averages 94 to 96 cents. Standard dif- 
ferentials continue for boiled and 
double boiled oil. 


Strikes Hindering Hardware Distribution 


fer the various hardware market 
centers of the country come expres- 
sions of concern over the continued rail 


and coal strikes. These two disputes 
cause actual embarrassment in the mid- 
dle western and western states. In 
New England and along the Atlantic 
Coast the difficulty of making shipments 
does not seem so acute. It is agreed 
on all sides that the strike status will 
be a large factor in governing condi- 
tions that will exist next month. 


In the heavy hardware centers lack 
of coal has caused many mills and 
plants to curtail production as much as 
50 per cent. This gives the trade par- 
ticular worry, as this class of goods 
will be wanted by consumers early next 
month. There will, it is said, be some 
shortage and any transportation de- 
lays will only add to the trouble. 

There are few important price 
changes being announced, but rumors 
persist that all indications are toward 


advances in the way of adjustments on 
items quoted low to stimulate sales six 
months ago. Factories making builders’ 
hardware report the possibility of a 
shortage due to lack of surplus stocks 
and a very heavy consistent demand 
tor this line. 

The collection situation is said to be 
greatly relieved. Six months ago col- 
lections and bad debts were causing 
much trouble with jobbers. To-day un- 
collectible debts are rare. 





of HARDWARE AGE, 
1505 Otis Building, 
Chicago, Ill., Aug. 19. 


é he is considerable concern in 


Office 


this territory over present con- 

ditions which are affecting labor, 
fuel and transportation. Local distrib- 
utors have not yet felt any of the 
troubles and inconveniences which are 
making production difficult for the 
mills. The trade is wondering just 
how badly it will be hit if all the coal 
ears and other available equipment are 
pressed into service for hauling coal 
and how much shipments to dealers 
will be held up if such transportation 
is commandeered for the mines, 

The situation, to-day, is acute and 
filled with possibilities that may not 
materialize. Business in general will 
be in much better shape if these possi- 
bilities do not materialize. The hard- 
ware trade is exceptionally good for 
this time of the year and the volume is 
sufficient to keep the local distributors 
working under high pressure. Any- 
thing that would tend to slow up this 
good volume would be costly, as this is 
really the first chance that has been 
offered to get well started and make 
up for some of the losses and quiet 
periods earlier in the year. 

The situation in this district, at this 
writing, is briefly summed up in a few 
words—business in hardware lines is 
excellent and promises to continue so 
as long as labor trouble, coal and rail 
strikes do not interfere with produc- 
tion and transportation any more than 
they have. 

Steel production in Chicago for the 
last week was lower. The leading in- 
terest curtailed to 67 per cent capacity 
production. Just a few weeks ago the 
leading producer was operating at 84 
per cent of capacity. More furnaces 
have been banked in this district. The 
demand for material has kept up and 
demands for early delivery are insis- 
tent, but production has been cut down 
due to inability to get fuel. Some 
steel makers claim that it will take the 
rest of the year to catch up. Prices 
are uncertain and further advances are 
expected. Scrap prices have risen rap- 
idly. The leading independent interest 
here is only producing 75 per cent of 
capacity. 

Mills are having difficulty in keeping 
labor on the present wage scale, and 
an advance is looked for as soon as the 
strikes are settled. In fact, one con- 
cern is almost idle in this section due 
to a walkout of its forces demanding a 
20 per cent increase. In face of this 
the largest tonnage of the year in soft 
steel bars has been placed with no re- 
strictions as to time of delivery. 

There is hardly a line of merchandise 
that shows signs of lower prices. The 
tendency is decidedly upward. It is to 
be hoped that conditions will be shortly 
improved so the present good volume 
of business will not be curtailed. 

Several advances are reported in 
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market. Some manufacturers 
announced increased prices in 
nails and wire, but no advances have 
been reported locally, and it is not 
thought that the advances will be gen- 
eral and they will not be passed on to 
the retailer unless conditions grow 
worse and there is a further increase 
in the cost of doing business. The 
building hardware: manufacturers are 
not generally accepting orders from 
their big accounts, at present prices, 
unless shipments can be made in sixty 
days. The policy adopted by most of 
the manufacturers who supply distrib- 
utors in this territory is along these 
same lines, as they are unwilling to 
book too much business in the face of 
unsettled conditions. and _ increased 
costs. 

Alarm Clocks.—Sales are beginning 
to show activity after the early sum- 
mer quietness. The ruling prices to- 
day are about the same as they were 
in the early spring. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: America, $11.40 doz. lots, case 
lots, $11.04 doz.; Blue Bird, $13.20 doz. lots, 
case lots, $12. 84; Black bird, $18.96 doz. 
lots, case lots, $18. 36; Bunkie, $20.88 doz. 
lots, case lots, $20.16; Lookout, $13.20 doz. 
lots, case lots, $12.84 doz.; Sleepmeter, 
$15.12 doz. lots, case lots, $14.64 doz. 

Ammunition.—Firearms and ammu- 
nition orders are being received in good 
volume. Total shipments to date are 
heavy and fall promises more good 
business, 

Automobile Accessories.—Sales are 
showing a steady increase. No tendency 
to slow up has been noted. _ 

We quote from jobbers’ stocks, f.o.b. 


Chicago: No. 46 Reliable jacks, $2.65 each; 
lots of 10, $2.25 each; twin-cylinder foot 
pumps, $1.35 each; doz. lots, $15; Simplex 
jacks, No. 36, $1.75 each, doz. lots each 
$1.60; Weed chains, single lots, 25 per cent 
discount, doz. lots 33% per cent discount; 
gray inner tubes, 30 x 3%, $1.25 each; red 
inner tubes, 30 x 3%, $1.65 each; Bethlehem 
spark plugs, 36c. each; Bethlehem spark 
plugs, mica type, 60c. each; Bethlehem 
spark plugs, standard porcelain type, 58c.; 
Splitdorf plugs, 58c. each; lots of 100, 56c, 
each; Splitdorf plugs, special for Fords, 
50c. each; lots of 100, 48c. gach; Champion 
X plugs, 45c. each; lots of 100, 41c. each; 
Champion © plugs, 53c. each; lots of 100, 
50e. each Hercules Giant, 60c. each; Her- 
cules Junior, ,35c. each. 


Axes.—Orders for fall delivery are 
well ahead of last year. Sales should 
show considerable stimulation in a few 
weeks. No price changes have been 
recorded. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality single bitted un- 
handled axes, 3 to 4 lb., $10.50 doz. base; 
double bitted, $15.50 doz. base; good qual- 
ity black unhandled axes, same weight, 
single bitted, $9.50 doz. base; single bitted 
handled axes, $11.25 to $18.50 per doz. ac- 
cording to quality and the grade of handle. 


Bolts and Nuts.—Sales are very 
good. There is considerable being said 
about shortages in this line. Prices 
appear to be very steady at this time. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Large carriage bolts, 50-5 per 
cent off list; small carriage bolts, 60 per 
cent off list; large sized machine bolts, 50- 
10-5 per cent off list; small sized machine 
bolts, 60-10 per cent off list; all stove 
bolts, 75-10 per cent off list; all lag screws, 
60 per cent off list 


Builders’ Hardware.—Heavy demand 
has made it impossible to keep a com- 
plete stock and it is harder than ever 


this 
have 
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to get deliveries. Manufacturers are 
from two to three months behind on 
orders. No advances have been re- 
ported, 


We quote from jobbers’ stocks, f.o0.b, 
Chicago: 3% x 3% steel butts, old copper 
and dull brass finish, in case lots. $2.52 ‘oz 
pr.; 4 x 4 steel butts, old copper and dull 
brass finish, in case lots, $3.80 doz. pr.; 
heavy bevel steel inside sets, 
$6.00 doz.; steel bit, keyed front door sets, 
$1.40 per set; wrought brass bit keyed 
front door sets, $2.50 per set; cylinder front 
door sets, $6.50 per set. 


Chains.—Factories report themselves 
very busy, with prices low and show- 
ing firm to strong tendency. Weldless 
types of chains have had a very active 
sale. Sales are heavy for this time of 
year. 


= quote from jobbers’ stocks, f.o.b. 
Ch ago: %-in. proof coil chains, $8 per 
100 be: weldless coil chains, 50-10 per cent 
off list; No. 00, 4% electric welded cow 
ties, $2°65 per doz. 


Cider-Fruit Presses.—To dispose of 
iarge fruit crops, growers are using 
cider and fruit presses. Stocks are 
good, but demand is unusual. 

Copper Rivets and Burrs.—Demand 
continues unusually good. Prices are 
advanced locally to meet the general 
market advance of several weeks ago. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Copper rivets and burrs, 40-5 per 
cent discount. 


Cutlery—Sales on all grades 
tinue to show improvement. 

Eaves Trough and Conductor Pipe.— 
Demand is very active and higher 
prices are being asked. 


We quote from ‘jobbers’ stocks, 
Chicago: 29 gage, 5-in. lap joint eaves 
trough, $4.30 per 100 ft.; 29 gage, 3-in. 
corrugated conductor pipe, $4.50 per 100 
ft.; 3-in. corrugated conductor elbows, 
$1.36 per dozen. 

Field Fence.—Inquiries have started 
to come in. Fall business promises to 
be unusually heavy with a probability 
of shortages, 


We quote from jobbers’ 
Chicago: Field fencing 66 
count from lists. 


Files—The demand continues heavy 
and prices are very firm. 


We quote from jobbers’ stocks, f.0.b. 
Chicago: American files, 70 per cent off 
list; Nicholson files, 50-10-10 per cent off 
list; Disston files, 50-10-10 per cent off list: 
Black Diamond files, 50-10 per cent off list. 


Food Choppers.—The demand _ has 
been very good with increased cost of 
raw material and higher operating 
costs; lower prices seem to be an im- 
possibility this year. Fall business 
should be brisk. Demand increasing. 
Retailers should keep up stocks, as 
lower prices seem impossible. Increased 
costs and delays in transit might mean 
lost sales. 


We quote from jobbers’ stocks, 
Chicago: Universal, No. 0, $12.15; 
$15.00; No. 2, $18.20; No. 3, $24.30. 

Galvanized Ware.—Conditions are 
unchanged, with prices still tightening. 

We quote from jobbers’ stocks, f.0.b 
Chicago: Competition ypvesnn water 
pails, 8-qt.. $1.75 doz.; $1.95 doz.; 
12-qt., $2.20 doz.; 14- “at aed < 
vanized 


case lots, 


con- 


f.o.b. 


f.o.b. 
dis- 


stocks, 
per cent 


f.0.b. 
No. 1, 


itor. Bi 3 
wash tebe, No. 1, No. 2, 
$6.25; No. 3, $7.35 doz. 

Glass and Putty.—There are 
prospects for greater increases in de- 
mand with the approach of early fall. 


larger 
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quote from jobbers’ stocks, f.o.b. 
Chicago: Single strength and single 
strength B, up to 25-in. bracket, 86 per 
cent off. Single strength A and single 
strength B, over 25-in,- bracket, 85 per cent 
off. Double strength A, all brackets, 85 
per cent off. Double strength B, all 
brackets, 87 per cent off. Putty in 100-Ib. 
kits, $3.65; commercial putty, $3.60; gla- 
ziers’ points Nos. 1, 2 and 3, one doz. 
packages, 65c. 


Hammers.— The demand _ remains 
good. There are no price changes re- 
ported, 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 11% first quality nail ham- 
mers, $12 per doz.; competitive forged nail 
hammers, $6 to $9 per doz.; cast steel 
hammers, $4 per doz. 

Hatchets.—The demand is good, es- 
pecially on the popular priced goods. 
There have been no recent changes in 
price. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Size 2, extra quality, broad 
hatchets, $16 per doz.; competitive. grade, 
$12 doz.; warranted shingling hatchets, $12 
doz.; competitive forged shingling hatchets, 
$8 doz. 

Hickory Handles.—Prices on this 
market are exceptionally favorable, 
which insures continuance of the un- 
usually good demand. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 1 hickory axe handles, $3 
doz.; No. 2, $2 doz.; finest selection second 
growth white hickory, $6 doz.; special 
second growth white hickory, $4.50 doz.; 
No. 1 hatchet and hammer handles, 80c. 
doz.; second growth hickory hatchet and 
hammer handles, $1.20 doz. 

Ice Skates.—Considerable business is 
being done on orders at the following 
prices: 

We quote from jobbers’ 
Chicago: Key clamp rocker, 
boys’, bright finish, 70c. per pair; key 
clamp hockey, $1. 03 per pair; half key clamp 
hockey, women’s and girls’, 96c. per pair; 
half key clamp hockey, women’s and waned z 
$1.26 per pair. 

Nails.—Sales are holding up pours 
and are exceedingly good for this time 
of year. Advances have been made by 
some independents but the local mar- 
ket remains unchanged. 


We quote from jobbers’ stocks, f.o.b. 
ra Common wire nails, $3.10 per keg 
ase. 


Oil Stoves.—Sales have been holding 
up remarkably well all season. The 
number of oil stoves being used the 
year round is increasing and fall sales 
should be very good. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 2-burner, less shelf, $10.85 each; 
3-burner, less shelf, $14.25 each; 4-burner, 
less shelf, $18 each; 2-burner, shelf, $3.50 
each; 3-burner shelf, $4.25 each; 4-burner 
shelf, $5 each. 

Ovens.—Portable ovens for oil and 
gas stoves have been in exceptionally 
heavy demand. Stocks are in good con- 
dition, 

Paints and Oil—Many dealers are 
filling in their stocks of mixed paints 


We 


stocks, f.o.b. 
men’s and 
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ee from a general marking up 
in New England prices on iron and 
steel and on sheets the hardware mar- 
ket has been remarkably free from 
changes in quotations the past week. 


There have been, however, some 
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for fall sales. Linseed oil has advanced 
2 cents per gal. Turpentine has been 
reduced 5 cents per gal. 


We quote from jobbers’ 
Chicago: Raw linseed oil, 1 to 4 barrels, 
$1.04 per gal.; boiler linseed oil, to 4 
barrels, $1.06 per gal.; raw linseed oil, 5 
barrels or more, 99c. per gal.; boiled lin- 
seed oil, 5 barrels or more, $1.02 per gal., 
less 1 per cent ten days. Turpentine, $1.31 
per gal. (in barrels); Denatured alcohol in 
barrels, 40c. per gal.; strictly pure white 
lead, 100 Ib. kegs, 12%c. per Ib.; 50 Ib. 
kegs, Lis per lb; dry paste in barrels, 
6lec. lb.; pure white shellac, Ib. 
goods Lo gal. cans, $4.75 per gal.; pure 
orange shellac, 4 lb. goods in gailon cans, 
$4.25 per gal.; English venetian red, in 
barrels, $3.50 and $6.75 per cwt. 


stocks, f.o.b. 


Radio.—Sales are showing improve- 
ment as retailers’ stocks are being 
built up for the fall demand. Jobbers 
are building up their stocks, believing 
that a very great demand will start in 
September. 


Roofing and Building Paper.—Sales 
have been unusually heavy and are 
steadily improving. Prices tend higher. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Best grade state surfaced pre- 
pared roofing, $1.85 per square; best talc 
surfaced, $2.25 per square; medium talc 
surfaced, $1.60 per square; light tale sur- 
faced, 90c. per square; red rosin sheath- 
ing, $50 per ton. 


Rope.—Sales are less active and 
prices firm and unchanged. 


We quote from jobbers’ stocks, f.o.b. 
Chicago; Highest quality manila _ rope, 
standard brands, 17%c. to 18%c. per Ib.; 
No. 2 manila rope, l16c. to 16%c. per Ib. 
base; so-called hardware grade manila 
rope, 12%c. per Ib.; No. 1 sisal rope, high- 
est quality standard brands, 14%4c. to 15%c. 
per lb. base; No. 2 sisal rope, standard 
brands, 13c. to l4c. per Ib. base. 


Sash Cord.—Cotton is stronger and 
may result in further advance in cord. 
No shortage is reported and sales con- 
tinue in large volume. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 7 sash cord, standard brands, 
$8.50 doz. hanks; No. 8 sash cord, stand- 
ard brands, $9.80 doz. hanks. 

Sash Weights.—The volume of or- 
ders is ahead of the supply. Prices 
have been advanced $4 per ton. Scrap 
is very hard to obtain. 


We quote from jobbers’ stocks, 
Chicago: Sash weights, per ton, $42. 


f.o.b. 


Screws.—Sales are very good. The 
new discounts from the new lists are 
below: 

We 
Chicago: 


quote from jobbers’ stocks, f.o.b. 
Flat head bright screws, 81-20 
per cent off new list; round head blued, 
77%%-20-5 per cent off new list; flat head 
brass, 75-20-5 per cent off new list; round 
head brass, 72%%-20-5 per cent of new list; 
japanned, 7214%4-20-5 per cent off new list. 

Solder and Babbitt Metal.—Sales 
volume is good and market is higher 
and strong. 


We quote from jobbers’ 
Chicago: Warranted 50-50 solder, 
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changes, mostly upward, in small and 
unimportant items. Common belief is 
expressed in local jobbing circles, more 
especially in shelf hardware, that com- 
paratively few changes will be made 
around the end of the month. The 
wholesale trade apparently is convinced 
that manufacturers of hardware in gen- 
eral have thoroughly discounted any 


stocks, f.o.b. 
$24 per 


iad 
id 


100 lb.; medium 45-55 solder, $21 per 100 
Ib. ; tinners 40-60 solder, $22 per 100 Ib.; 
high speed babbitt metal, $18 per 100 Ib.: 
standard No. 4 babbitt metal, $8.50 per 
100 Ib. 

Sporting Goods.—The demand for 
fall sporting goods is starting in good 
volume. There are still a large num- 
ber of orders for pick up on summer 
sporting goods. 


Steel Goods.—Sales of hay and 
header forks are heavy and stocks are 
getting low. Some jobbers are out of 
quite a few leading items. 


Steel Sheets.—Mills are very busy 
and prices are strong. The local mar- 
ket figures are again advanced and 
supplies are very scarce. 

We quote . from 
Chicago: 28 gage 
per 100 lb.; 28 gage 
100 Ib. 

Stove Pipe and Elbows.—Shipments 
have been made to the trade in liberal 
volume on early fall orders. Shipments 
from factories are quite slow, due to 
fuel conditions. Prices were recently 
advanced about 5 per cent. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 6-in., 31 gage, $9.75; 30 gage, 
$11.25; 28 gage, “$13.00; 26 gage, $15.00; 6-in. 
elbows, 30 gage, $1.15; 28 gage, $1.30; 26 
gage, $1.55 per doz. 


f.o.b. 
$5.60 
$4.60 per 


jobbers’ stocks, 
galvanized sheets, 
black sheets, 


Washing Machines.—Sales continue 
to show an improvement every month 
this year. Production is on a large 
scale. 


Wheelbarrows.—Sales are fair and 
prices are still unchanged but strong. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Tubular handle, all steel barrows, 
$6.50 each; Angle leg contractors’ barrows, 
$5.50 each; Angle leg garden barrows, $4.50 
each; Competitive steel tray barrows, $14 
each. 

Wire Goods.—Business on all of 
these lines is very satisfactory. Most 
of the business on these lines is of a 
pick-up nature during the summer 
months, but galvanized wire is hard to 
obtain. The demand for barb and cattle 
wire promises to be heavy this fall. 
Some manufacturers have advanced 
wire, but ng local changes are reported. 


We quote from jobbers’ stocks, f.o.b 
Chicago: No. 8 black annealed wire, $2.85 
per 100 Ib.; galvanized barb wire, $3.75 
per 100 lb.; catch weight spool galvanized 
cattle wire, $3.75 per 100 lb.; 80-rod spool 
galvanized hog wire, $4.37 per spool: No. 
8 galvanized plain wire, $3.35 per 100 lb. 

Wrenches.—Sales continue normal 
and the volume is considered good. 


We quote from jobbers’ stocks, f.0.b 
Chicago: Agricultural wrenches, 60-10 per 
cent; engineers’ wrenches, 40 per cent; 
knife handles, 50-10 per cent. 

Wringers.—Sales continue to be 
good. Prevailing quotations are 50 
cents off Lovell’s lists. 


readjustment necessary. In that event, 
they say, there most likely will follow 
a period when the market will adjust 
itself to conditions. What is to follow 
is problematical, yet sentiment is opti- 
mistic, and distributors more inclined 
to lean to the belief that changes in 
the main from now until the end of 
the year will be upward. 
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The retail hardware business is 
spotty just now. In some localities it 
is quiet, either because of local labor 
troubles or because a great many people 
are away on vacation. In the larger 
cities, however, business is holding up 
remarkably well, and is, in fact, run- 
ning well ahead of last year. That fact 
to a large degree explains why local 
shelf hardware houses continue to re- 
port very good bookings. 

Heavy hardware wholesale houses 
are doing a better business than they 
were a week ago. After the long period 
of inactivity they had earlier in the 
year and in the latter part of 1921, the 
present activity is most welcome. Mill 
supply houses also are enjoying an ex- 
cellent business, although it runs large- 
ly to certain standard items. The de- 
mand for specialties apparently has 
dried up to a large extent. 

Ammunition.—Additional orders for 
ammunition of all kinds have been 
booked by the local jobbing trade the 
past week. It is safe to state that a 
very large percentage of the retail 
hardware trade have covered their fall 
and winter requirements for this class 
of merchandise. The open season on 
shore birds began Aug. 16, and this 
fact has stimulated public and retail 
interest in ammunition. 

We quote from Boston jobbers’ stocks: 

Ammunition.—Loaded shells, 25 and 1 per 
cent discount; rim fire cartridges, 25 per 
cent discount; center fire cartridges, 18 per 
cent discount. 

Axes. — The axe 
strengthened materially this month. 
manufacturers have indicated an im- 
pending shortage, due to the railroad 
and coal labor situations, and wher- 
ever they had special prices outstand- 
ing these have been withdrawn. The 
New England retail trade has bought 
quite freely, but the big influx of or- 
ders is anticipated during the balance 
of this month. Prices are reported as 
being very firm and unchanged and 
with a tendency upward. 


We quote from Boston jobbers’ stocks: 
Single bit axes, first quality, without han- 
dies, $11.50 per dozen; double bit axes, 
without handles, $16.50 per dozen; single 
bit axes, with handles, $15 per dozen. 


Batteries.—All kinds and makes of 
dry batteries are selling exceptionally 
well for this time of the year. The 
recent reduction in prices has stimu- 
lated rather than hurt business, say the 
jobbers. Local stocks are in fairly 
good condition and prompt deliveries 
are being made to the retail trade. 

We quote from Boston jobbers’ stocks: 

Columbia.—In lots of less than twelve, 
40c. each; in lots of twelve to fifty, $35.36 
per hundred; in barrel lots of 125, $30.36 
per 100, 

Ignitor.—In lots of less than twelve, 40c. 
each; in lots of twelve to fifty, $35.36 per 
hundred; in barrel lots, $31.36 per 100; 
Fifty in box, Columbia, $30.74 per 100; 
Ignitors, $31.74 per 100. 

Hot Shot.—In barrel lots, No. 1461, $1.66 
each; No. 1462, $1.66; No. 1561, $1.98; No. 
1562, $1.98; No. 1662, $2.35. 

Assortments.—No. D2, $35.98 No. 
D3, $42.25. 

Blacksmiths’ Supplies.—The slump in 
the demand for blacksmiths’ supplies, 
noted earlier in the month, was short- 
lived. Incoming orders have material- 
ly increased and the market is assum- 
ing a fairly active aspect. Prices, espe- 


situation has 


each; 
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cially on shoes and nails, are very firm, 
and indications are they will remain so 
the balance of this year. 


We quote from Boston jobbers’ stocks: 

Anvils.—Standard makes l6c. per Ib. 

Axles.—Square bed, drawn bed and one- 
piece, under 2%-in., lle. per Ilb.; square 
bed, drawn bed and one-piece, 2%-in. and 
3-in., 10c. per 1lb., coach bed axles, 11%c. 
per lb. 

Springs.—Common wagon and carriage 
springs, 12c. per Ib. base. 

Horseshoes.—We quote from jobbers’ 
stocks; Standard makes in 100-lb. kegs to 
dealers in Maine, New Hampshire, Ver- 
mont, Massachusetts and Rhode Island 
points, $7 per keg base. Base prices are 
for No. 2 or larger. To Connecticut black- 
smiths and consumers the base price is 
$6.75 per 100 lb. keg. No freight is allowed 
on store shipments. 

Fancy Shoes.—Side weight, $11.50 per 
keg; track side weights, $11.75; toe weights, 
$10.25; steel shoes, $8.75; toe creased, $7.25; 
side wear, $9.25; calked, $9.25; extra light 
calked, $9.75; iron countersunk, $7.75; steel 
countersunk, $9.50; tips, $8.75; light driv- 
ing, $8.75; featherweights, $8.75; all as- 
sorted shoes, 50c. per keg extra. 

Welded Toe Calks.—Dull, $2 per box; 
shar, $2.25; blunt heel, $2.25; sharp heel, 

ov. 

Nails.—Horseshoe, Reliance and Brighton, 
Crown and Leader, No. 5, $5.90 per keg; 
No. 6, $5.25: No. 7, $5.05; No. 8, $4.85; No. 
9, 10 and 11, $4.65. 


Bolts and Nuts.—Everybody in the 
local wholesale market appears to have 
a fair stock of bolts and nuts, but the 
situation apparently has tightened up, 
due to the difficulty of manufacturers 
in securing sufficient rods to meet their 
requirements. The wholesale trade here 
is of the opinion that, even with the 
settlement of the coal and labor situa- 
tions, there is a fair chance of bolts and 
nuts being short this fall. Going busi- 
ness is very good for this time of the 
year, and there is every indication that 
August sales in this department of the 
hardware market will be larger than 
for any previous August in several 
years. 


We quote from Boston jobbers’ stocks: 
Machine bolts with H P nuts, % x 4-in., 
smaller and shorter cut threads, 50 per cent 
discount; larger and longer, 45 per cent 
discount; with C T D nuts, 45 per cent 
discount; tap bolts, 10 per cent discount; 
add 10 per cent discount for hexagon heads; 
common carriage bolts, 45 per cent dis- 
count; Eagle carriage bolts, 60 per cent 
discount; stove bolts, 75 per cent discount; 
bolt ends, 50 per cent discount; tire bolts, 
50 per cent discount. 

Nuts, H P. all kinds, 2%c. off list; C PC 
and T, all kinds, 2%c.; check nuts, lc. off 
list; semi-finished hexagon nuts, 9/16-in. 
and smaller, 75 per cent discount; larger, 
65 and 10 per cent discount; finished case 
hardened nuts, 60 and 10 per cent discount; 
machine screws, nuts, iron, list; machine 
screws, nuts, brass, 25 per cent discount. 


Builders’ Hardware——Both wholesale 
and retail hardware dealers in this ter- 
ritory anticipate a very good demand 
for builders’ hardware this fall. Build- 
ing operations throughout New Eng- 
land, especially as far as home con- 
struction is concerned, have been on a 
large scale this summer, and many 
new homes are ready for trimmings. 
Retail dealers already are sending in 
some very good orders for builders’ 
hardware and local jobbers’ stocks are 
being slowly reduced. 

Chain.—Although the market for 
chain is far from active, it is more so 
than it was earlier in the month. Buy- 
ing of chain, however, is of a hand-to- 
mouth character, but more individual 
orders are being received by the job- 
bing trade. Prices are reported as 
very steady. 
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We quote from Boston jobbers’ stocks: 
Proof coil self colored chain in cask lots, 
fs-in., $12.80; 4-in., $11.55; Ye-in., $10; 
%%-in., $8.45; ye-in., $8.10; %-in., $7.80; 
5g-in., $8.45 per 100 lb. 


Clocks.—Clocks are moving in a 
small way and are expected to be 
in better demand after this month. 
Retail stocks are in fairly good con- 
dition, as are jobbers’, and prices are 
now on a basis where attractive sales 
can be run by the retail trade. Inter- 
est in this line of goods is being con- 
stantly stimulated by new styles com- 
ing on the market from domestic manu- 
facturers. 

We quote from Boston jobbers’ stocks: 

Western line.—American, small lots, 8c. 
each, dozen lots, 95c., four dozen lots, 92c.; 
Sleepmeter, small, $1.30, dozen $1.26, four 
dozen $1.22; Jack-o-lantern, small, $1.95, 
dozen $1.90, four dozen $1.85; Bunkie, smuil, 
$1.79, dozen, $1.75, four dozen $1.68; Bingo, 
small, $2.11, dozen $2.05, four dozen $1.99; 
Big Ben, small, $2.28, dozen $2.21, two dozen 
lots $2.14; Baby Ben, small, $2.28, dozen 
$2.21 two dozen, $2.14; Monitor, $3.25 each, 
— in dozen lots and $3.06 in two dozen 
ots. 

Waterbury line.—Royal, 
each less than case lots, 80c. to 85c.; Call, 
small lots, $1.30 case lots $1.23; Vigilant, 
small lots, $1.36, case lots $1.29; Daybreak, 
small lots $1.74; case lots et Cyclone, 
small lots $2.33, case lots $2.21. 

Gilbert line.—-Woodtime clocks, dainty 
assortment (six clocks), $11.70 for six. 


Drills—The demand for drills and 
reamers holds up remarkably well. 
The retail hardware trade and con- 
sumers evidently are of the opinion 
that, due to the inability of manufac- 
turers to secure raw material, drills 
and reamers are a good purchase to- 
day. The size of individual orders is 
steadily increasing. In fact, some 
very flattering orders have been 
placed recently with jobbers here. One 
jobber last week turned in an order to 
a manufacturer calling for a _ very 
large number of dozens. The order 
was of such size that the manufacturer 
called the jobber on the ’phone to 
ascertain if the firm meant “dozens” 
or “each.” 

We quote from Boston jobbers’ stocks: 

Drills.—Carbon, sizes up to 1%-in., 
tapered and straight shank, 70 and 10 per 
cent discount; bit stock drills, 60 and 5 per 
cent discount; center drills, 65 and 5 per 
cent discount; drills and countersinks com- 
bined, 30 per cent discount; ratchet drills, 
35 per cent discount; wood boring brace 
bits, 50 per cent discount; high speed drills, 
50 and 10 per cent discount; jobbers, letter 
and number sizes, 50, 10 and 5 per cent 
discount. # 

Reamers.—Bit stock, 30 per cent dis- 
count; bright square and T S§ standard 
makes, 65 per cent discount; checking, 25 
per cent discount; tapered pins, 40 per cent 
discount; escutcheon pins, 45 per cent dis- 
count; small fluted rose and socket ream- 
ers 20 per cent discount. 

Files—The movement of files out 
of local stocks is entirely satisfactory. 
In fact, going business is better than 
it has been for months, the demand 
covering a wide range of makes and 
styles and individual orders being of 
sizable proportions. The common 
opinion is that the market for files is 
now on a basis where firm values may 
be expected for the balance of the year, 
at least. 


We quote from Boston jobbers’ stocks: 

Files.—Nicholson and Black Diamond, 60 
per cent discount; Great Western Arcade, 
Kearney & Foote and American, 65, 10 and 
5 per cent discount; X. F., 12% per cent 
discount, 

Rasps.—Heller, 75 and 10 per cent dis- 
count; Superior, etc., 80 per cent discount; 
Stokes, 75 and 10 per cent discount. 


case lots, 65c. 
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Footballs.—Retail dealers are begin- 
ning to place fall orders for footballs 
in quantities and with considerable 
frequency. The outlook for business, 
according to the jobbers, is much 
better than it was last year. Last 
year, it will be remembered, the New 
England hardware trade handled more 
footballs than ever before in its his- 
tory. 

We quote from Boston jobbers’ stocks: 

Footballs.—No. 910 (boys’), $9 per doz.; 
No. 910P, $14; No. 900C, $20; No. 900 S, 
$33; No. 900, $48. 

Bladders.—Extra bladders, $3.38, $4.50 and 
$5 per dozen, according to size. 

Galvanized Ware.—The market for 
galvanized ware is steadily growing 
more active. It is very evident that, 
in at least some cases, retail stocks 
have been reduced to unusually small 
proportions. Jobbers, taking their cue 
from manufacturers, are of the opinion 
that the market has fully discounted 
any readjustment in manufacturers’ 
stock of raw material. With the mill 
prices on sheets tending upward, it is 
reasonable to assume that any future 
change in local jobbing prices will be 
upward. 

We quote from Boston jobbers’ stocks: 


Ash Cans.—Galvanized, No. 04118, $2.75 
each No. 109, $4.25 each. 


Coal Hods.—Japanned, with wood han- 
dies, 15-in., $3.16 per doz.; 16 in., $3.40; 
17-in., $3.75; galvanized, with wood han- 
dies, 15-in., $434; 16-in., $4.80; 17-in., 
$5.16: 18-in., $5.60. 

Pails. — Eight-qt., $2 per doz.; 10-qt., 
$2.20; 12-qt., $2.35; 14-qt.. $2.80: heavier 
pails, 40 Ib. to the box, $3.66; 50 Ib. to the 
doz., $4.70. e 

Tubs.—Galvanized, No. 200, $10.54 per 


doz.; No. 300, $11.75. j p 

Garbage Cans.—Galvanized, No. 1, $1.68 
per doz.; No. 2, $1.48; No. 4, $1.08. 

Refrigerator Pans.—No. 2, $4 per doz.; 
No. 3, $5 per doz. . 

Glass.—A large amount of window 
glass has been booked by the jobbing 
trade for fall delivery, but additional 
sizeable orders have come to hand 
since last reports. Retail stocks, gen- 
erally speaking, had worked down to 
the lowest point reached in some time, 
which, in large measure, explains the 
remarkably good business that has 
been placed this summer. Prices quoted 
here are firm and, from what the manu- 
facturers say, there is little likelihood 
of any reductions being made for some 
time at least. 

We quote from Boston jobbers’ stocks: 

Window Glass.—Single A. 25-in. bracket, 
86 per cent discount; all above 25-in. 
bracket, 83 per cent discount; double A, all 
sizes, 84 per cent discount. Third quality, 
single B, first bracket, 88 per cent discount; 
all above, 86 per cent discount; double B, 
all sizes, 87 per cent discount. 

Vitro-marble Glass.—y,-in., 69c. per sq. 
) Yr-in.. Sle. 

Skylight Glass —Rough or rolled, %-in. 
thick, 14c. per sq. ft.; fy-in. thick, 19c. per 
8q, ft.; %4-in. thick, 24c. per sq. ft.; wired 
glass, 28c. per sq. ft. 


Heaters.—New orders for oil heaters 
are coming in fairly well, but the mar- 
ket has not become really active as yet. 
Jobbers say that, while the coal labor 
situation is much brighter than it was 
on Aug. 1, it is not likely that coal will 
be plentiful this winter. For that rea- 
son they are looking forward to large 
sales of oil heaters this fall and winter 
by the retail trade. 


We quote from Boston jobbers’ stocks: 
Oil Heaters—National “Enameling & 





HARDWARE AGE 


Stamping line, No. 016, steel reservoir, $5.39 
each; No. 1600, brass reservoir, $6.35. 

Iron and Steel. — Local jobbers’ 
prices on best refined Wayne and Nor- 
way iron and on toe calk steel and rub- 
ber tire channel remain unchanged. 
Quotations on special plates in stock 
sizes, however, are 25 cents per 100 Ib. 
higher and on cold rolled steel 15 cents, 
while everything else on the list has 
been marked up 10 cents, or $2 a ton. 
Small rounds, bands and light bars and 
angles are in small supply and difficult 
to obtain from mills. Otherwise local 
supplies of iron and steel are in fairly 
good shape. The demand for iron and 
steel continues to expand and is at the 
highest degree of activity noted this 
year. 

We quote from Boston jobbers’ stocks: 

lron.—Refined, $2.85% per 100 lb. base; 
best refined iron, $4.25; Wayne iron, $5.50; 
Norway iron, $6 to $6.50. 

Steel.—Soft steel bars, $2.85% per 100 Ib. 
base; flats, $3.50%; concrete bars, plain, 
stock length, $3.10%; angles, channels and 
beams, $2.85%; tire steel. $4.25 to $4 60: 
open-hearth spring steel, $4.50 to $6; steel 
bands, $4: steel hoops, $4.50; cold rolled 
steel, $3.65 to $4.15; toe calk steel, $6. 

Nails.—Considerable talk is going 
around here of an impending advance 
of 10 cents a keg in the price of wire 
nails by some mills, The largest indi- 
vidual producer of nails, however, sig- 
nifies no intention of making a change 
ir list prices right away but intimates 
that something might be done in this 
respect a little later in the year. In 
view of the general situation, jobbers 
are urging retail dealers to cover their 
requirements and an increased amount 
of bookings is noted in this market. 

We quote from Boston jobbers’ stocks: 
Wire nails, per keg from the store, $3.25 
base, f.o.b. Boston; direct from mill ship- 
ments, in car lots, $2.50 per keg base; 
im less than car lots, $2.75 per keg base; 
cut nails, $3.90 per keg base; galvanized 
cut nails, $7.50 base. Cement coated nails, 
$2.75 per keg base. 

Paints.—Retail dealers, in almost 
every instance, report a very good de- 
nand for mixed paints. In some in- 
stances retail sales of this class of mer- 
chandise have exceeded all previous 
records, and firms interviewed so far 
have in no instance reported a falling 
behind in business. Prices are very 
steady, due to the linseed oil situation, 
presumably will hold so for some 
months at least. 

Poultry Supplies.—Quite a sizeable 
volume of business has been booked so 
far this month by jobbers in poultry 
supplies, to be delivered next spring, 
the amount of business booked in in- 
cubators being unusually large for this 
time of the year. 

We quote from Boston jobbers’ stocks: 

Poultry Netting.—From store, 40 and 10 
per cent off list. From factory, 50 and 
per cent discount, f.o.b. Pittsburgh. 

Staples, poultry netting, 100 lb. kegs, 
$5.35: 10 lb. kegs, $6.35 per 100 Ib.; 1 Ib. 
papers, $7.35 per 100 Ib. 

Radio Supplies.—Some phases of the 
radio supply business are quiet, due, no 
doubt, to a large number of people be- 
ing away on vacations. The general 
line of goods, however, is selling very 
well and indications are that business 
this fall will be fairly heavy. Potentio- 
meters are difficult to obtain, but other 
radio supplies apparently are available 
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in any quantities wanted. A feature 
of the local radio supply business is 
the expansion of territory from which 
orders are being received. It is quite 
evident that more and more people in 
the country are becoming interested in 
radio. Prices on all radio appliances 
are fairly steady. 

Rivets.—The demand for small rivets 
shows further expansion, both in vol- 
ume and in individual orders. Consu- 
mers heretofore ordering in lots of 500 
are now taking 1500. Large rivets also 
are selling better, due to the fact that 
the erectors of structural steel in this 
territory are constantly in the market 
for supplies. 


We quote from Boston jobbers’ stocks: 
_ Rivets.—Structural, button head, 2 to 5- 
in. long, %-in. and larger, $4 per keg; %- 
in, and 11/16-in., $4.15; %-in., $4.50; 1 to 2- 
in. long, %-in. and larger, $4.75; %-in. and 


j1/16-in., $4.40; %-in., $4.75. Cone head, 
boiler quality, 2 to 5-in. long, %-in. and 
larger, $4.10; %-in. and 11/16-in., $4.25; 
%-in., $4.60; 1 to 2-in. long, %-in. and 
larger, $4.35; %-inm. and 11/16-in., $4.50; 
%-in, $4.85. Iron rivets, small, 60 per cent 
discount. 


Sash Cord.—Sales of sash cord are 
satisfactory, all things considered. The 
statistical position of raw cotton is 
such that one may reasonably assume 
prices on sash cord will remain very 
steady for the balance of 1922. Con- 
sumption of sash cord this fall is ex- 
pected to be of large proportions. 


We quote from Boston jobbers’ stocks: 

Sash Cord.—Acme, braided, No. 6, 45c. 
per Ib.; No. 7, 45c.; No. 8, 9, 10 and 12, 42c. 
Cheaper grades, No. 7, 4lc. per Ib.; No. 8, 
40c. Sampson spot, No. 7, 66c. per Ib.; No. 
8 and larger, 65c. 


Screws.—The market for cap and set 
screws, which recently advanced 5 per 
cent, is very strong and common talk 
is that it may go still higher. Manu- 
facturers say they are having difficulty 
in getting coal and raw material and, 
because they are obliged to pay pre- 
miums for these supplies, they claim 
they are selling cap and set screws for 
less than cost of production. The mar- 
ket for machine screws of all kinds is 
quite active for this time of the year, 
and wood screws are in big demand. 


We quote from Boston jobbers’ stocks 

Wood Screws.—lIron, bright, flat, 80 and 
5 per cent discount print; flat head, blued. 
80 and 5 plus 5 per cent discount; round 
head blued, 77% and 5 per cent discount; 
flat head brass, 75 and 5 per cent discount; 
round head brass, 72% and 5 per cent dis- 
count; round head nickel, 67% and 5 per 
cent discount; flat head galvanized, 65 and 
5 per cent discount. 

Machine Screws, etc.—Coach screws, 5/ 
and 10 per cent discount; set screws, in- 
cluding headless, 70 per cent discount; cap 
screws, square and hexagon, 70 per cent 
discount: fillister, 40 and 19 per cent dis- 
count; flat, 30 per cent discount; button 
head, 20 per cent discount; lag screws, 50 
per cent discount; iron machine screws. 
flat and round head, 70 per cent discount: 
fillister, 45 per cent discount; flat and round 
head brass, 40 per cent discount; fillister. 
35 per cent discount. 


Snow Shovels.—Now that most of 
the jobbing hardware salesmen have 
returned from their vacations and are 
out hustling for business, retail orders 
for snow shovels are beginning to flow 
into the market more freely. The whole- 
sale trade here assume that retail 
stocks carried over last year were re- 
markably small and that it will be nec- 
essary for the trade to stock up freely 
this season. 
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We quote from Boston jobbers’ stocks: 

Snow Shovels.—Long handle, $4.50 per 
doz.; split wooden D-handle, $6.40; steel 
D-handle, $5.50. 


Sheets.—Local jobbing quotations on 
blue annealed sheets have been ad- 
vanced 10 cents per 100 lb. and on gal- 
vanized and black 25 cents. The demand 
for sheets is still excellent and local 
wholesale stocks are considerably 
smaller than they were a month or so 
back, due to growing business and to 
the fact that shipments from mills have 
been held up on account of railroad and 
coal labor troubles. 

We quote from Boston jobbers’ stocks: 
Sheets, No. 10 blue annealed, $4. per 100 
Ib.; No. 28, black, $5.15; No. 28 galvanized, 
$6.15. 

Sleds.\—A great majority of retail 
hardware dealers have covered their 
sied requirements for this season, Job- 
bing house salesmen, therefore, are en- 
gaged in rounding up the small dealer 
who has not taken care of his wants. 


We quote from Boston jobbers’ stocks: 
Sleds.—Allen Flexible Flier line, from 
stock 33% per cent discount; from fac- 


Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, Aug. 19. 

fap partial settlement of the coal 

strike does not include the Pitts- 
burgh district, the coal operators here 
reaffirming their previous position that 
under no circumstances will they sign 
any scale that embraces in it the so- 
valled “check off” system. As a result 
of this stand, very few miners have re- 
turned to work in this district, and as 
far as the local situation is concerned, 
it looks as though the strike will be 
fought out to a finish. 

There has been no appreciable in- 
crease in the local supply of coal, and 
the iron and steel plants are still very 
short of coal, and are steadily slowing 
down their plants in operations. The 
Steel Corporation plants in the Pitts- 
burgh district are now operating only 
to about 60 per cent of capacity, and be- 
fore this week is out, will probably be 
down to 50 per cent or less. In the past 
week, four more blast furnaces in Pitts- 
burgh were blown out, four in the 
Youngstown district, while at other 
places eight or nine stacks have been 
blown out. The Jones & Laughlin Steel 
Co., which has twelve blast furnaces in 
the Pittsburgh district, is now operat- 
ing only three, the Carnegie Steel Co. 
is operating only thirty-five out of fifty- 
nine blast furnaces, and some of the 
stacks now active will go down in a few 
days, unless there is a settlement of 
the coal strike in the Pittsburgh dis- 
trict. 

The general rate of operations of 
blast furnaces and steel works in the 
Pittsburgh district is now about 50 per 
cent, while only a month ago it was 75 
per cent or more. All this means that 
supplies of steel of all kinds are grow- 
ing less, and on some lines stocks are 
about exhausted. 

The Carnegie Steel Co. is now on a 
priority, the output of steel of this large 
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tory, 35 per cent discount f.o.b. Philadel- 
phia; Paris Mfg. Co. line, 40 per cent 
discount from list. 

Taps.—Taps and dies are moving out 
of stock fairly well, but the market is 
not nearly as active as it was a month 
cr two ago. Local stocks are in fairly 
good condition and prices apparently 
very steady. 

We quote from jobbers’ stocks: 

Taps, smaller than \-in., 60 per cent 
discount; 4 to %-in., 50 per cent; 7, to 

i 40 per cent; 44 to 1l-in., 3344 per 
cent; 1% to 2-in., 15 per cent; 2% to 2%- 
i 10 per cent discount. 

Machine screw taps, No. 12 and smaller 
60 per cent discount; No. 14 and larger, 
50 per cent discount. 

Nut taps, 7, to l-in., 25 per cent dis- 
count: 1% to 2-in., 10 per cent discount, 
and 2% to 2%-in., list, plus 10 per cent. 

Stove bolt taps, #;-in. only, 60 per cent 
discount; 4 to %-in, 50 per cent discount. 

Toys.—Jobbers are of the opinion 
that the retail trade will follow the 
course it did last year, namely, holding 
off as long as possible and coming into 
the market at the last minute in an 
effort to secure requirements, There 
are, however, some retail dealers who 
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company now going to industries that 
need it most from the standpoint of 
public welfare. The order of preference 
adopted by the Carnegie Co. is food 
containers first, then follow agricul- 
tural machinery makers, the oil indus- 
try and last, the railroad car shops. It 
Icoks now as though the steel output 
for the remainder of this year will be 
rationed among consumers, as there is 
certain to be a very great shortage in 
the supply of all kinds of steel, and of 
goods made from steel. 

The railroad strike in the Pittsburgh 
district shows no material change over 
last week. The Pennsylvania Railroad 
is about on a normal basis, but the 
Baltimore & Ohio and the Pittsburgh & 
Lake Erie are pretty badly crippled. 

Some important changes in prices 
have been made in the past week, and 
they were nearly all advances. The 
American Sheet & Tin Plate Co. has 
opened its books on sheets for the last 
quarter of this year, prices being $2 
per ton higher on blue annealed, and $4 
per ton higher on black and galvanized. 
The new prices of the company for last 
quarter are 2.50c. base on blue an- 
nealed, 3.35c. for No. 28 black and 4.25c. 
on No, 28 galvanized. The independent 
sheet mills have not yet announced their 
prices on sheets for the last quarter, 
but they will likely be higher than those 
named above. The Pittsburgh Steel Co., 
one of the largest independent makers 
of wire and wire nails, has advanced 
wire nails from $2.40 to $2.50 base, and 
plain wire from 2.25c. to 2.35c. per Ib., 
the new figures meaning an advance of 
$4 on wire nails and $2 per ton on plain 
wire. These new prices also carry ad- 
vances on other lines of wire products. 
The Youngstown Sheet & Tube Co. and 
all other independent makers of steel 
pipe, have advanced prices on black 
pipe $4 per ton and on galvanized $2 
per ton. As yet the National Tube Co., 
a Steel Corporation interest, and the 
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have made a specialty of toys in the 
past who have bought more freely than 
ever for later delivery. Prices are 
quoted as steady. 

We quote from Boston jobbers’ stocks: 

Erectors.—No. 000, 10c. each; No. 0 
25c.; No. 0, 50c.; No. 1, $1; No. 3, $3: No 
4, $5; No. 7, $10; No. 8, $20; No. 10, $39. 
Discount, 33% per cent. : 

Motors and Accessories.—No. 1f'52, two 
terminal battery motor, $1 each; No. P53, 
$1.50; No, P58, four terminal battery motor. 
$1.50; No. P60C, transformer, $5. Discount. 
331%, per cent, 

Wrenches.—The demand for drop 
forge wrenches is excellent. In fact, 
it is better than it has been at any pre- 
vious period this year. Jobbers assume 
that the tremendous increase in the use 
of pleasure cars and automobile trucks 
is largely responsible for the condition 
of business. The demand for other 
kinds of wrenches is only fair at best, 
but prices on everything are reported 
as firm. 

We quote from Boston jobbers’ stocks: 
Drop forged wrenches, 49 per cent dis- 
count; agricultural wrenches, 60 and 10 
per cent discount. 


Republic Iron & Steel Co., have not ad- 
vanced their prices, but are expected to 
do so any day. 

Effective Tuesday, Aug. 15, the Car- 
negie Steel Co. and the Jones & Laugh- 
lin Steel Co. have advanced prices on 
hot-rolled steel products $2 per ton, 
this for warehouse delivery. The new 
prices are 2.45c. for soft steel bars, 
3.95c. for steel hoops, 3.10c. for steel 
bands and 2.55c. for steel shapes and 
plates, these being the highest prices 
reached on these products for nearly 
two years. The Carnegie Steel Co. also 
has advanced prices on light rails last 
week $3 per ton. There is no doubt but 
that other advances in prices on steel 
products will be announced by the 
makers during this week. Prices on 
pig iron have also advanced in the past 
week, the largest advance having been 
in foundry iron, which is up about $3 
per ton. 

New buying of cars and other track 
materials by the railroads has quieted 
down some, but at present orders are in 
the market for about 7000 new cars and 
about 100 new locomotives. The rail- 
roads are placing orders freely for car 
repairs in an effort to have their rolling 
stock in good order when the crops 
start to move in the fall. The railroads 
know that there will be a delay in the 
delivery on the new cars they ordered 
early this year, and they are repairing 
old stock as fast as they can, as every 
car that can be mustered into service 
will be needed this fall to move the 
enormous crops with which this country 
has been blessed this year. 

Hardware jobbers are urging their 
retail customers to get their orders In 
as early as they can, as there will cer- 
tainly be a shortage in supply this fall 
in many lines of goods handled by the 
retail hardware dealer. This will come 
particularly in goods made from heavy 
steel, in which there is already a short- 
age in supply among the makers. Mills 
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are not getting out more than 50 per 
cent of production, and they are cutting 
down on orders to customers, dividing 
their output around as best they can. 
There has been some falling off in 
the amount of new building in this dis- 
trict, new building permits issued so 
far in August being considerably 
smaller than in July. This is attributed 
to the still very high costs of building, 
which in the Pittsburgh district are 
about as high as during the war times. 
However, contractors report they have 
about all the work on hand now that 
they can turn out this year, and would 
prefer that some contemplated large 
buildings should go over into next year, 
Automobile Accessories.—Local deal- 
ers say sales of accessories show no 
signs of slowing up, still being heavy, 
and prices holding firm. The recent 
general reduction in prices on tires and 
tubes have not affected accessories even 
to slight extent, dealers saying their 
trade seems perfectly willing to pay 
present prices for standard goods. In 
a short time demand will open up for 
fall and winter robes, and other acces- 
sories that are used in cold weather. 


Local jobbers quote from stocks, f.o.b. 


Pittsburgh, as follows: Millers Falls No. 
145 jacks, $4.75. Reliable jacks, No, 1, 
2.33 No. 2, $3.33, in lots of 12: Derf spark 
96c. each for all sizes in lots less 
50; Champion X spark plugs, 45c. 
for less than 100 and 43c. each for 
100: Champion regular, 53c. each for 
100, all sizes 50c. each for over 


each 
over 
less than 
100. 


Bolts and Nuts.—New demand con- 
tinues quite heavy, and makers are very 
slow in accepting new orders for fall 
delivery in view of the constantly in- 
creasing costs of manufacture, due to 
the coal and railroad strikes. A good 
part of the new demand continues to 
come from automobile builders but car 
repair shops and boiler shops are also 
buying quite freely. With the recent 
advance of about $3 per ton in prices 
on steel bars, a higher market on nuts 
and bolts in the near future would seem 
to be quite certain. Prices are reported 
us being very firm. Prices in large lots 
f.o.b. at makers’ works, Pittsburgh, are 
ar follows: 


Machine bolts, small, rolled threads, 60, 
10 and 10 per cent off list; machine bolts, 
small, cut threads, 60 and 10 per cent off 
list; machine bolts, larger and longer, 60 
and 10 per cent off list. Carriage bolts, % 
x 6 in.: Smaller and shorter, rolled threads, 
60 and 10 per cent off list; cut threads, 60 
per cent off list; longer and larger sizes, 
60 per cent off list; lag bolts, 60, 10 and 10 
per cent off list: plow bolts, Nos. 1, 2 and 3 
heads, 50 and 10 per cent off list; other 
Style heads, 20 per cent extra. Machine 
bolts, c.p.c. and t. nuts, % x 4 in.: Smaller 
and shorter, 50 and 10 per cent off li 
larger and longer sizes, 50 and 10 
cent off list; hot pressed square or : 
blank nuts, $4.50 off list; hot pressed nuts, 
tapped, $4.50 off list ; ¢.p.c. and t, sq. or hex. 
nuts, blank, $4.50 off list: ¢.p.c. and t. sq 
or hex. nuts, tapped, $4.50 off list. Semi- 
finished hex. nuts: j in. and smaller, U. S. 
S.. 80 and 10 per cent’ off list: % in. and 
larger, U. S. S., 75 and 10 and 10 per cent 
off list; small sizes, S. A. E., 80. 10 and 10 
per cent off list; S. A. E., % in. and larger, 
‘> and 10 and 10 per cent off list. Stove 
bolts in packages, 80 and 5 per cent off list: 
Stove bolts in bulk. 80, 5 and 2% per cent 
off list ; tire bolts, 65 per cent off list; track 
bolts in carloads 3c. to 3 base; track 
bolts, less than 200 kegs, 3.50c. to 3.75e 
base, E 
Cap and Set Screws.—Milled square and 
hex. head cap screws, 75 and 10 per cent 
off list: milled set screws, 75 per cent off 
list; upset cap screws, 80 per cent off list 
upset set screws, 80 and 5 per cent off list. 
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It should be noted the above discounts 
apply only on large lots, jobbers charging 
the usual advances to the retail trade for 
small lots out of stock. 

Hoops and Bands.—Effective on Tues- 
day, Aug. 15, the Carnegie Steel Co. and 
Jones & Laughlin Steel Co. advanced 
warehouse prices on hoops and bands $2 
per ton. Warehouse prices on soft steel 
bars are now 2.45c., 3.10c. on bands, 
3.95c. on hoops, and 2.55c. on plates and 
shapes. 

Iron and Steel Bars.—Due to the coal 
and railroad strikes prices on soft steel 
bars are steadily getting higher and 
may be considered now as _ having 
reached 2c. at mill in large lots, but 
one or two makers are still quoting 
1.80c. to favored customers for such 
delivery as they may be able to make. 
Prices on reinforcing steel bars are 
about as high as on soft steel bars 
rolled from billets. 


Local jobbers have advanced prices on 
steel bars and now quote these rolled from 
billets at 2.50c. to 2.75c.. depending on the 
order; reinforcing bars rolled from billets, 
2.50c. to 2.75c.; from old rails, 2.25c. to 
2.40c.; refined iron bars, 2.35c. to 2.50c., 
the higher prices being for large lots while 
the lower prices represent small lots. 


Sheets.—A few days ago the Amer- 
ican Sheet & Tin Plate Co. opened its 
books on orders for sheets for fourth 
auarter delivery, its new prices for that 
shipment being 2.50c. on blue annealed, 
3.35c. base on No. 28-gage black and 
4.35¢e. base on No. 28-gage galvanized. 
‘hese new prices show an advance of $2 
per ton on blue annealed and $4 per 
ton on black and galvanized. As yet 
the Mmdependent sheet mills have not 
announced their prices for fourth quar- 
ter, but they will no doubt be higher 
than those noted above. It is claimed 
that the coal and railroad strikes have 
added from $5 to $6 per ton to costs of 
making sheets, so that a general ad- 
vance in prices by all the mills is likely. 
Owing to production of sheets having 
been curtailed so much by the coal and 
railroad strikes, all the mills have fallen 
greatly behind in deliveries on contracts 
and none of the mills has any large 
tonnage of sheets to sell over remainder 
of this year after taking care of regu- 
lar customers. 

Plasterers’ Trowels.—E. C. Atkins & 
Co., Indianapolis, Ind., announces an 
advance of 10 per cent on plasterers’ 
trowels. 


Iron and Steel Pipe—The great 
shortage in supply of small sizes of 
Loth iron and steel pipe, together with 
the higher costs, due to the coal and 
railroad strikes, and also on account 
of the heavy demand, have brought 
about a natural advance in prices on 
both iron and steel pipe, and which was 
announced by the makers last week. 

Effective from Tuesday, Aug. 15, the 
Youngstown Sheet & Tube Co., Youngs- 
town, Ohio, large independent makers 
of steel pipe, announced a reduction of 
three points in discounts on black pipe, 
or a reduction of $6 per ton, and two 
points on galvanized, or a reduction of 
$4 per ton, Other independent makers, 
with the single exception of the Repub- 
lic Iron & Steel Co., also made similar 
advances and this concern is expected 
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to take the same action any day. As 
yet the National Tube Co., the Steel 
Corporation pipe interest, has not ad- 
vanced its prices, but is expected to do 
so at any time. 

On Thursday, Aug. 17, A. M. Byers 
& Co., Pittsburgh, and the Reading 
Iron Co., Reading, Pa., announced a re- 
duction of five points in prices on iron 
pipe, equal to $10 per ton. For some 
months the demand for both iron and 
steel pipe has been much beyond the 
capacity of the mills to supply prompt- 
ly, and with the steadily increasing 
manufacturing costs, due to the coal 
and railroad strikes, these advances in 
iron and steel pipe are natural ones, 
and were to be expected. Some large 
inquiries are in the market for oil and 
gas lines, the Phillips Petroleum Co. 
having an inquiry out for about 100 
miles of 8-in, to 12-in. line pipe. There 
is also an inquiry out for 800 tons of 
12-in. plain end pipe, for a large office 
building now being erected in this city. 
Jobbers have marked up prices on iron 
and steel pipe from stock, to correspond 
with the above advances. 

Tin Plate—There has been no ad- 
vance in prices on tin plate, the regular 
price of $4.75 per base box f.o.b. Pitts- 
burgh, in large lots, still being in force. 
It is understood this price will remain 
active over the balance of this year. 
All the mills rolling tin plate are more 
or less behind in deliveries, due to the 
coal and railroad strikes. 

Wire Products.—Effective on Tues- 
day, Aug. 15, the Pittsburgh Steel Co., 
one of the leading independent makers 
of wire and wire nails, announced an 
advance in prices of $4 per ton in wire 
nails and $2 per ton on wire. The new 
prices of this company are now $2.60 
on wire nails, $2.10 base, per count keg 
on cement coated nails and $2.35 per 
100 lb. on plain annealed wire. At this 
writing none of the other independent 
makers has advanced prices, but are 
practically certain to do so. The coal 
and railroad strikes have brought about 
much higher prices for making nails 
and wire, and higher prices by the mills 
were certain to come. As yet the Amer- 
ican Steel & Wire Co., the Steel Cor- 
poration wire interest, thas not ad- 
vanced its prices, and whether it will 
do so is not known at the moment. The 
above prices are $2 per ton higher than 
are being quoted by the above-named 
interest. The demand for nails and 
wire is fairly urgent, and all the mills 
have about all the orders on their books 
they can handle promptly, on account 
of decreased production due to the 
strikes. 


Jobbers 


Pitts- 


quote from stocks, f.o.b 
burgh, as follows: Wire nails, 2.75 to 
$2.85 base per keg; galvanized, 1 in. and 
longer, including large head barbed roofing 
nails, taking an advance over the price of 
$1.25, and shorter than 1 in., $1.75: bright 
Bessemer and basic wire, $2.50 per 100 Ib.: 
annealed fence wire, Nos. 6 to 9, $2.50; gal- 
vanized wire, $3: galvanized barbed wire, 
$3.25: galvanized fence staples, $3.50: 
painted barbed wire. $3: polished fence 
staples, $1.90; cement coated nails, per 
count keg, $2.35; these prices being subject 
to the usual advance for the smaller trade, 
all f.o.b. Pittsburgh, freight added to point 
of delivery, terms 60 days net less 2 per 
cent off for cash in 10 days. Discounts on 
woven wire fencing are 70 per cent off list 
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for carload, 70% per cent off for 1000 rod 
lots, and 71% per cent off for small lots, 
f.o.b. Pittsburgh. 


Waffle Irons.—The Wagner Mfg. Co., 
Sidney, Ohio, has made an advance of 


Office of HARDWARE AGE, 
Guardian Bldg., Cleveland 
Aug. 19. 

T HE volume of hardware business is 

keeping up to normal for this sea- 
son of the year. There is a steady de- 
mand, largely for staples, which is well 
distributed between the city and rural 
districts. Not many orders are com- 
ing, as yet, from retailers for seasonal 
merchandise for next winter, but job- 
bers report a good volume of sales in 
lawn mowers for next spring. Stocks 
of these were well cleaned out this 
year. 

Deliveries of merchandise by many 
manufacturers have slowed down, ow- 
ing to various causes, including the in- 
creased demand, fuel shortage, and 
slow deliveries on steel and other forms 
cof raw material. However, jobbers 
have fair stocks and retailers are not 
suffering from a scarcity of any line 
of products. 

Recent price changes have not been 
numerous. Jobbers’ prices on_ steel 
bars have been advanced $2 a ton and 
or cold rolled steel $3 a ton, and sash 
weights and cotton rope have been fur- 
ther advanced. One manufacturer has 
1educed prices on roller skates. 

Aluminum Ware.—A price reduction 
of 5 per cent has been made on some 
makes of aluminum ware. 


Automobile Tires and Accessories.— 
With the touring season in its height, 
the demand for tires and accessories 
continues good and dealers look for a 
steady volume of business during the 
early fall months. The ~-present low 
prices are apparently stimulating tire 
sales. Prices are unchanged. 

We quote from jobbers’ stocks, f.ob 
Cleveland: Miller Falls No. 145 jacks, $4.75. 
Reliable jacks, No. 1, $2.33; No. 2, $3.33, 
in lots of 12; Derf spark plugs, 96c. each 
for all sizes in lots less than 50; Champion 
X spark plugs, 45c. each for less than 100 
and 43c. each for over 100; Champion regu- 


lar, 53c. each for less than 100 ull sizes, 
50ec. each for over 100. 


Axes.—The demand for axes for fall 
shipment continues fair. Prices are 
unchanged. 

Jobbers quote f.o.b. Cleveland as follows: 
First grade, single bitted axes, handled, 
$15.50 per doz.; unhandled, $11.50 per doz. ; 
double bitted axes, handled, $20.50 per 
doz.; unhandled, $16.50 per doz.; second 
grade axes, single bitted, handled, $14 per 
doz.; unhandled, $11 per doz.; double 
bitted, handled, $19 per doz.; unhandled, 
$16 per doz. 

Builders’ Hardware.—There is a 
steady and fair demand for builders’ 
hardware, which is expected to hold up 
well during the next two or three 
months. Jobbers have good stocks. 

Bolts and Nuts.—These continue in 
very good demand and prices are firm 
and unchanged with the exception of a 
stiffening on carriage bolts with rolled 
thread. 


Jobbers quote f.o.b. Cleveland: Large and 
small machine bolts, cut thread, 60 and 5 
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16 per cent in prices on waffle irons. 


Ventilators.—The Continental Co. 
has made a reduction in prices on its 
Continental wood ventilators, and is now 


CLEVELAND 


per cent off list; carriage bolts, large rolled 
thread, 55 and 10 per cent off list; large 
and small cut thread, 50 and 5 per cent off 
list; stove bolts, 75, 10 and 5 per cent off 
list; hot pressed nuts, $4 off list. 

Bells.—Prices on cow and hand bells 
have been reduced from 5 to 10 per 
cent. 

Binder Twine.—Considerable binder 
twine is now being sold for the corn 
harvesting season. Prices are un- 
changed. 


Cleveland jobbers quote standard and 
sisal binder twine at 10c. per lb. for mill 
shipment and 10%c. per lb. for stock ship- 
ment. 


Cutlery—There is a moderate de- 
mand for cutlery. Buyers apparently 
are placing orders for only their imme- 
diate requirements. The trade evi- 
dently is awaiting action on the tariff 
before placing more liberal orders. 
Price reductions are not expected to 
follow the adoption of a new tariff law. 

Corrugated Roofing.—This continues 
in very good demand with the market 
firm and unchanged. 

Cleveland jobbers quote f.o.b. Pittsburgh, 
21% in. 29 gage, corrugated roofing at $3.90 
per square. 

Cotton Rope.—Prices on cotton rope 
have been advanced 2 cents a lb. 

Cleveland jobbers quote cotton rope at 


33c. per Ib. for '2-in. and 32c. per ib, for 


3g-In. 
Furnace Pipe and Fittings—A very 
good demand has sprung up for these 


items for early fall shipment. 


Guns and Ammunition.—A fair vol- 
ume of activity has sprung up in guns 
and ammunition for early fall ship- 
ment and a good season’s business is 
expected. No price changes are an- 
ticipated. 


Galvanized Ware.—The demand con- 
tinues fair, with prices firm and un- 
changed. 


Jobbers quote, f.o.b, Cleveland: Galvan- 
ized tubs with wringer attachment, No. 1, 
$7.25 per doz.; No. 2, $8.25 per doz.; No. 3, 
$9.25 per doz. Heavy Red Band tubs, No. 
1, $13.75 per doz.; No. 2, $15.50 per doz. 
No. 3, $17.25 per doz. Standard pails, 10- 
qt., $2.25 per doz.; 12-qt., $2.50 per doz.; 
14-qt., $2.75 per doz.; 16-qt., $3.40 per doz. 


Handles.—Jobbers report that the 
demand for handles for this season of 
the year is fairly good, Prices are un- 
changed. 


Jobbers quote f.o.b. Cleveland: Hickory 
axe handles, single and double bitted, best 
gerade, $4.75 per doz.: XXX grade, $4 per 
doz.; XX grade, $3.50 per doz.; X grade, 
$2.75 per doz. No. 1 pick handles, $3.25 
per doz. Best grade, $4.75 per doz.; Ameri- 
can Fork & Hoe Co.’s wood “D” shovel, 
spade and scoop handles, X grade, $6 per 
doz.; malleable “‘D’’ grade manure fork and 
spading fork handles, $5 per doz.; X grade, 
long shovel spading handles, $4.50 per doz.; 
hay and manure fork handles, X grade, 
4-ft., $3.15 per doz.; 4%-ft., $3.60 per doz.; 
XX grade, 4-ft., $4.25 per doz.; 4%-ft., 
$4.60 per doz. 


Ice Cream Freezers.—The demand 
for ice cream freezers for this season 
is pretty well over and sales have been 
unusually heavy. Jobbers are still get- 
ting some scattered orders. 
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selling these by numbers. Local job. 
bers now quote 123 at $3.75 per doz. 
949 at $5.30 and 1537 at $5.75 per doz. 
from stock. 


Cleveland jobbers quote freezers as fol- 
lows: Lightning, 2-qt. at $2.50 each; 3-qt. 
at $3 each; 4-qt. at $3.50 each; 6-qt. at 
$4.50 each; White Mountain, 2-qt., $3; 3-qt., 
$3.50; 4-qt., $4.25; 6-qt., $5.25; galvanized 
freezers, 2-qt., $12 per doz. 

Incubators.—Following the recent 
announcement of new prices, jobbers 
have taken a fair volume of orders for 
incubators and brooders for the coming 


season. 


Ice Skates—Sales of ice skates so 
far have been rather slow. 


Jobbers quote Union Hardware Co. 
hockey skates as follows: No. 9 hockey, 
$2.30 pair; No. 424%, $1.25 pair; No. 924%, 
$2.30 pair; No. 424%, ladies’, $1.50 pair; No. 
924%, ladies’, $2.75 pair. 

Lawn Mowers.—Jobbers are taking a 
large number of orders for lawn mow- 
ers for next season’s shipment at the 
same prices that prevailed the past 
year. 


Lacing Leather.—Prices on _ lacing 
leather have been advanced about 10 
per cent. Cleveland jobbers quote In- 
dian tan lacing 35 per cent off list; 
first grade raw hide lacing leather 40 
and 5 per cent off list; cheaper grades 
60, 10 and 10 per cent off list. 


Nails and Wire.—The demand con- 
tinues fairly heavy. Deliveries of nails 
are rather slow. Stocks are ample with 
the exception of galvanized nails on 
which deliveries are very slow. Prices 
are unchanged. 

Cleveland jobbers quote as _ follows: 
Nails, less than car lots, stock shipment, 
$2.75 per keg; same for mill shipment, 
$2.60; car lots, mill shipment, $2.50; No. 9 
annealed wire, $2.50 per 100 lb.; No. 9 gal- 
vanized wire, $3 per 100 lb.; cement coated 
nails, $2.25 per 100 Ib. 

Nipples.—-Prices on nipples have 
been advanced, black nipples being 
marked up 6 points and galvanized 4 
points on the base sizes. 


Cleveland jobbers quote black nipples at 
65/2 and 5 per cent off list and galvanized 
at 65 per cent off list, 


Oil Cook Stoves.——There is still 
some demand for these, although the 
season’s buying is pretty well over. 

Jobbers quote oil cook stoves, f.o.b. 
Cleveland, as follows: Harvard, 2-burner, 
$10.85; 8-burner, $14.25; 4-burner, $18.20 
Cabinet pipe, 2-burner, $14.35; 3-burner, 
$18.50; 4-burner, $24.20. 

Poultry Netting and Wire Cloth.— 
Sales at present are limited mostly to 
small lot fill-in orders. The volume of 
business this year in both lines has 
been exceptionally good. 

Paints and Varnishes.—Following 4 
lull, the demand for paints has im- 
proved. Retailers are now placing or- 
ders for goods for their fall trade. 
There is no general change in prices 
although some manufacturers have ad- 
vanced mixed paints 10 cents per gal. 
Turpentine continues to fluctuate con- 
siderably and declined 4 cents a Ib, dur- 
ing the week, and then went back to its 
former price. 

Cleveland jobbers quote best grade mixed 
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“Here’s the door I want” 
‘All right—Here’s the hardware’”’ 


HAT’S how quick a sale is made when you have a McKinney 
catalog to show your customer and McKinney Garage Sets on your 
shelves. It’s easy. 


The McKinney catalog tied to your counter has done all the selling 
work. Your customer has looked through it. Among its many illustra- 
tions of swinging doors, of sliding-folding or around-the-corner doors, 
he has found just the one that fits his need. 

The McKinney method of selling garage door hardware has done 
all your work of assembling the necessary hardware. When you pull 
down the box containing the McKinney Complete Garage Door Set 
from your shelf, your work is done. 


Not a piece is missing. Nothing has been forgotten. And better 
still, your customer has purchased good hardware—McKinney made. 








If you are not selling garage door hardware the McKinney way, you 
are not selling hardware the economical way. Write us for the 
McKinney Garage Door Hardware Booklet and tie it to the counter 
where your customer may see it. Let it help them find the right door 
for their needs. 
McKINNEY Here is a way to increase the sale of garage door hardware with less 
Hinges and Butts expenditure of time on ten sales by the McKinney way, than on one by 
and Hardware the old method of looking through the whole store to fill an order. 


Also door hangers and 
track, door bolts and 
latches, shelf brackets, win- 


=== MCKINNEY 
Complete Garage. Door Sets 


McKINNEY MANUFACTURING COMPANY, Pirrssurcu 


Western Office, Wrigley Building, Chicago Export Representation 


Get this booklet at once. 
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paint at $2.60 per gal. for colors and $2.75 
for white; linseed oil 99c. per gal. for raw 
oil and $1.01 for boiled; turpentine $1.30% 
per gal. for barrel lots; white lead 12%c. 
per lb. for 100-lb. kegs. 

Robes and Blankets.—Jobbers have 
commenced to make shipments of robes 
and blankets for the coming season. 
Sales have been heavy. Prices now are 
from 10 to 15 per cent higher than 
they were early in the buying season. 

Roller Skates.—A price reduction of 
from 10 to 20 per cent has been made 
by jobbers on one line of roller skates. 
Some business is being placed for early 
fall shipment. 


Cleveland jobbers quote Union Hardware 
Company’s No. 5 boys’ skates, $1.40 per 
pair and No. 6 girls’ skates, $1.50 per pair. 


Rope.—The demand is light, the sea- 
sonal buying by the rural trade being 
pretty much over. Prices are un- 
changed. 


Cleveland jobbers quote best grade 17% c. 
per lb. for mill shipment and 184c. per Ib. 
for shipment from stock; best quality sisal 
rope, 15¢e. per Ib. for mill shipment 


Saddlery.—Hardware jobbers report 
a very active demand for saddlery. It 
is stated that with the quite general 


Office of HARDWARE AGE, 
3725 Colfax Ave. So., 
Minneapolis, Minn., August 19. 


| ARDWARE sales are holding up 

very well, and considering the time 
of the year, the total volume of busi- 
ness is very good. Most dealers ex- 
press themselves as very well pleased. 

Dealers are now rapidly arranging 
their stocks for fall goods in anticipa- 
tion of a good volume of business. Be- 
cause of the railway strikes there may 
be some delay in obtaining stocks, and 
it is well to get orders in as early as 
possible. 

Collections are slowly improving. 

There have been scarcely any price 
changes of note during the past week, 
but prices remain very firm, 

Ash Sifters.—There is no retail de- 
mand as yet. Prices remain as last 
quoted. 

We quote from jobbers’ stocks, f.o.b. 

Cities: Square wood, $3.75 per doz.; 
. round, $4.00 per doz.; wood, 
‘1, $12 per doz. 

Axes.—There is just an average fair 
demand for axes at this time. Prices 
remain firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Medium grades, single bit, 
base weights, $11.50 per doz.; double bit, 
$16.50 per doz. 

Bale Ties —Demand for bale ties is 
improving rapidly, and a fair volume 
of business is being done. Prices re- 
main as last recorded. 

We auote from jobbers’ stocks, f.o.b, 
Twin Cities: Single loop ties, 70-10-5 per 
cent from standard list. 

Bolts.—There is a very satisfactory 
demand for bolts, and sales are stead- 
ily improving. Prices remain as for 
some weeks past. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Small carriage bolts, 50-10 
per cent; large carriage bolts, 45 per cent; 
small machine bolts, 50-10-10 per cent; 
large machine bolts, 50-10 per cent: stove 
bolts, 75-10 per cent; lag screws, 60 per 
cent. 
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substitution of motor drawn vehicles 
for transportation purposes many job- 
bing houses that engage exclusively in 
saddlery business have discontinued 
business and as a result hardware job- 
bing houses have less competition and 
are enjoying a good business in this 
line. 

Steel Bars.—Prices on steel bars 
have been advanced $2 a ton and on 
cold rolled steel $3 a ton. 

Cleveland jobbers quote steel bars 2.66c., 
cold rolled rounds 3.35c.; flats, square and 
hexagon 3.95c. 

Sash Weights.—Another 10 per cent 
advance has been made on sash weights. 

Cleveland jobbers quote sash weights at 
$39.50 per ton for shipment from factory, 
and $43.50 per ton for shipment from stock. 

Sheet Zinc.— Prices on sheet zinc 
have been advanced 25 per cent per 100 
Ibs. 


Cleveland jobbers quote sheet zinc at $9 50 
per 100-Ib. 


Steel Sheets —The demand continues 
fairly good with deliveries by mills 
slow. The American Sheet & Tin Plate 
Co. has advanced prices $4 a ton on 


TWIN CITIES 


Brads.—Demand for brads remains of 
good volume. Prices show no change. 

We quote from jobbers’ stocks, f.o.b, 
Twin Cities: Brads, in standard packages, 
75 per cent from lists. 

Builders’ Hardware.—Sales of build- 
ers’ hardware are still bringing in a 
good volume of business to the retailer. 

Coal Hods.—No retail demand has 
started as yet. Prices are the same as 
quoted in the preceding issue. 

We quote from local jobbers’ stocks, f.o.b. 
Twin Cities: Open japanned, 17 inch, $3.85; 
18 inch, $4.30; Funneled japanned, 17 inch, 
$4.80; 18 inch, $5.30; Open galvanized, 17 
inch, $5.35; 18 inch, $5.85; Funneled gal- 
vanized, 17 inch, $6.60; 18 inch, $7.15 per 
doz. 

Eaves Trough, Conductor Pipe and 
Elbows.—Sales are of good volume. 
Stocks are ample and prices remain 
as for some time past. , 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Eaves trough, 28 ga., 5-in., 
lap joint, single bead, $4.50 per 100 ft.; 
$-in. conductor pipe, 28 ga., corrugated, 
$4.50 per 100 ft.; elbows, 3-in., corrugated, 
$1.63 per doz. 

Files—Demand for files remains of 
good volume. Prices show no change. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities; Nicholson files, 60-5 per cent; 
Arcade files, 70-246 per cent; Disston files, 
70-10 per cent. 


Galvanized Ware.—The retail de- 
mand is holding up very well, and an 
average volume of business is being 
done. Prices show no change. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Galvanized tubs, No. 1, $6.10 
per doz.; No. 2, $6.85; No. 3, $8: heavy 
galvanized, No. 1, $12; No 2, $13: No. 3, 
$15; standard 10-qt. galvanized pails, $2.25 
per doz.; 12-qt., $2.35; 14-qt., $2.70; stand- 
ard 16-qt. stock pails, $4.25; 18-qt., $4.8); 
heavy stock pails, 16-qt., $6; 18-qt., $7.35 


Glass and Putty.—There is very lit- 
tle business in a strictly retail way as 
yet. Prices remain firm. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Single strength glass, 84 per 
cent; double strength glass, 85 per cent 
from standard lists. Putty, $4.40 per cwt. 


Lanterns.—Retail demand continues 
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black and galvanized sheets and $2 a 
ton on blue annealed sheets for the 
fourth quarter. Warehouse prices are 
unchanged. 


Cleveland jobbers quote sheets at 4c. to 
4.15c. for No. 28 black and 5c. to 5.1be, 
for No, 28 galvanized. 

Screws.—No change has developed in 
the screw situation. The demand is fair- 
ly good and prices are firm and un- 
changed. 

Jobbers quote wood screws as follows, 
f.o.b. Cleveland: Flat head, bright, 80, 5, 5 
and 5 per cent off list; round head, blued, 


77%, 5, 5 and 5 per cent off list; round 
head nickeled, 67%, 5, 5 and, 5 per cent off 
list; round head, brass, 72%, 5, 5 and 5 
per cent off list. 

Shovels.—The demand for shovels 
has slowed down considerably. Prices 
are unchanged. 


Jobbers quote f.o.b. Cleveland as follows: 
No, 2 size shovels, 4th grade, $9.50 per doz.; 
2nd grade, $11 per doz.; 1st grade, $14.50 
per doz. 


Snow Shovels.—Sales for the coming 
season so far have been very light. 


Cleveland jobbers quote standard No. 3} 
split handled steel snow shovels at $11 per 
doz.; No. 33, $10.25 per doz.; No. 3 wooden 
shovels, $4.25 per doz.; No. 20 split handled 
wood shovels, $6 per doz. 


to show a steady improvement as the 
evenings become shorter. Prices re- 
main as last recorded. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Tubular long globe, $13 per 
doz.; tubular short globe, $13 per doz.; 
tubular dash lanterns, $16.90 per doz. 

Nails.—There is still a very good de- 
mand for nails, although not as heavy 
as earlier in the season. Prices show 
no change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Standard wire nails, $3.45 
base; cement coated nails, $2.80 base. 

Oil Heaters.—No particular demand 
can be expected for oil heaters until 
the latter part of September. Prices 
remain as last announced. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: 30-5 per cent from standard 
lists. 

Paper.—There is a very satisfactory 
demand for building papers. There has 
been an increase in prices on red rosin 
sheathing paper. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: No. tarred felt, $2.57 per 
ewt.; string felt, $1.42 per cwt.; red rosin 
sheathing, $2.67 per cwt. 

Registers.—There is a fairly substan- 
tial volume of business being received. 
Prices continue to be firm, 

We quote from jobbers’ stocks, f.0.b. 
Twin Cities: Cast steel registers, 40 per 
cent from standard lists, 

Rope.—Demand for rope is showing 
some improvement, especially in the 
country districts. Prices remain as for 
some time past. 


We quote from jobbers’ stocks, f.0o.b. 
Twin Cities: Pure manila rope, 19%c. per 
Ib. base; pure sisal rope, 16%c. per Ib. 
base. 


Sandpaper.—Sales remain of good 
volume. Prices have shown no change 
for some time, 


We quote from jobbers’ stocks, f.0.b. 
Twin Cities: Best grade, No. 1, at $7.20 per 
ream; second grade, No. 1, at $6.50 per 
ream; No. 1 garnet paper, $15 per ream. 


Sash Cord.—While sales are not as 


Reading matter continued on page 86 
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Model 97 

Repeating Shotgun 

Asix shot slide action ham- 

mer repeater. 12 gauge, 

take-down model only. The 

world’s standard in a ham- 
mer shotgun. 


Model 12 
Repeating Shotgun 


A hammerless, take-down 
repeating shotgun, nickel 
steel construction through- 
out 12, 16 and 20 gauge. 
The world’s standard in a 
hammerless shotgun. 


JIN 


™~ 


r Model 11 
#  Self-loading Shotgun 


Hammerless,. take-down, 
recoil operated. 12 gauge 
only. Shoots as rapidly as 
one can pull and release the 
trigger. 
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| WIN CHESTER 


» Shot Guns 


and Shells 


E Winchester name is a guarantee ot 
quality the whole world over. No shot 
gun is more severely tested in action than 
the Winchester before it leaves the factory. 
It must withstand a powder charge two 
and-one-half times that which it is intended 
to shoot, and never show a sign of flaw or 
strain. 
It is tested for smoothness of action, and 
the slightest fault is cause for rejection. 


With the famous Winchester Shot Shell 


it forms a matchless combination. 


Balance 


In arctic cold, tropic heat, desert dryness 
or marshy dampness, the Winchester Shot 
Shell gives the results the shooter seeks — 
perfect pattern, penetration, and stopping 
power. 

The uniform shooting qualities of the 
Winchester Shot Shell are due to BALANCE 
—the perfect relationship between primer, 
powder, shot, wadding, crimp, and water- 
proofing. 

That is why sportsmen insist on the 
Winchester Repeater Shot Shell —Tue 
DomMINANT SHOT SHELL OF AMERICA. 


Winchester 


Repeating Arms Company 
New Haven, Conn., U.S. A. 
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heavy as a few weeks ago, there is 
still a very satisfactory demand for 
sash cord. 

We quote from jobbers’ stocks, f.0.b. 
Twin Cities: Best grades, 65c. per Ib.; 
ordinary grades, 36c. per Ib. 

Sash Weights.—Demand for sash 
weights continues to a good volume. 
Prices show no change. 

We quote from jobbers’ stocks, f.0.b. 
Twin Cities: $2.20 per cwt. 

Sidewalk Scrapers.—There is, of 
course, no retail demand at this time. 
Prices are given for the dealer’s infor- 
mation. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Medium grade steel scrapers, 
$4.75 per dozen. 


Snow Shovels.—There is no retail 
demand, but dealers’ stocks are being 
put into shape for the usual winter 
demand. Prices remain as first quoted. 

We quote from jobbers’ stocks, f.0.b. 
Twin Cities: Straight handle, wood, #4 x 
per doz.; steel blade, straight handle. $° °~ 
per doz.; galvanized steel blade, D handle, 
$11 per doz. 

Solder.—Sales are of good volume. 
Prices show no change since the last 
report. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Half and half solder, 24% 
cents per Ib. 

Steel Sheets—Demand for steel 
sheets continues to be of only fair vol- 
ume. Prices are the same. 
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We quote from jobbers’ stocks, f.o.b. 
Twin Cities: 28 gage galvanized sheets, 
$5.65 per cwt.; 28 gage black sheets, $4 t. 
per cwt. 

Steel Traps.—There is no retail de- 
mand as yet. Prices remain as first 
announced for the season. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Victor No. 0, $1.53; No 14, 
$1.83; No. 1%, $2.75; No. 2, $3.60: New- 
house No. 0, $1.89; No. 1, $2.20; No. 1%, 
$3.17; No. 2, $4.88 per doz. 

Stove Goods.—There is practically no 
retail demand at the present time. 
Prices remain unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Stove boards, crystallized, 
28 x 28, $15 per doz.; 30 x 30, $17.35 per 
doz.; 36 x 36, $24.02 per doz.; Stove pipe, 
uniform blued, 28 gage, 6 inch, K. D., 
$12.50 per 100 lengths; 6 inch common iron 
corrugated elbows, $1.26 per doz.; 6 inch 
adjustable charcoal iron, $1.86 per doz.; 
Dampers, cast iron, wood or coil handle, 
$1.33 per doz.; Stove shovels, 15 inch 
japanned, 60 cents; 21% inch jumbo 
japanned, $1.40; 14 inch jumbo, jr., 85 cents 
per doz. 


Tacks.—Retail demand is only fair. 
Prices show no change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: American cut, 8 0z., 60c. per 
doz. packages; tinned carpet, 8 oz. 60c.; 
blue carpet, 8 oz., 65c.; double point, 11 
0z., 36c¢ 

Screws.—There is a very good de- 
mand for wood screws and a large 
volume of business is being received. 
Prices remain as last reported. 

. We quote from jobbers’ stocks, f.o.b. 


Twin Cities: Flat head bright wood screws, 
80-5 per cent: round head blued, 75 per 
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cent; flat head japanned, 70 per cent; flat 
head brass, 75 per cent; round head brass, 
70 per cent. 
Tin Plate—Demand continues of 
fair volume. Prices remain stationary, 
We quote from jobbers’ stocks, f.o.b, 


Twin Cities: Furnace coke, ICL, 20 x 28, 
oT ecm tin, IC, 20 x 28, 8 Ib. coating, 


Washers.—Demand is fair, and prices 
show no change. 


We quote from jobbers’ stocks, f.o.b.. 
Twin Cities: % inch wrought steel, $4 per 
ewt.; 1 inch wrought steel, $3.60 per cwt. 


Weatherstrip.—Retail demand can- 
not be expected for several weeks yet. 
Prices remain as first announced. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Wood and felt weatherstrips, 

inch and % inch, $1.85 per 100 feet; 
1 inch, $2.60 per 100 feet. 

Wheelbarrows.—Sales of wheelbar- 
rows remain quite satisfactory, al- 
though not so good as earlier in the 
year. Prices remain the same, 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Wood stave, fully bolted, 
wheelbarrows, $34 per doz.; No. 1 tubular 
steel barrows, $6.35 each; No. 1 Garden, 
$5.60 each. 


Wire.—There is a very satisfactory 
demand for wire. Prices uave shown 
no change for some time. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Barbed wire, 80-rod spools, 
painted cattle, $2.95; galvanized cattle, 
3.54; painted hog wire, $3.16; galvanized 
hog wire, $3.58; smooth black annealed No. 
9, $3.30 per cwt.; smooth galvanized an- 
nealed, No. 9, $3.80. 











Mill and Hardware Supplies Prices—August 21, 1922 


RARS—CRO 
Crowbers, a ‘ft. 1 72¢; 
af's0 14 ib. $1.05; ¢: ." 18 


Pica —, Sh A fi 24 Ib. $1.60; 
2ft. 75¢; t. 80¢. 
BeLTine CELT HER 
From No. 1 Oak Tanned Butts. 
elting, Ex. Hvy., 18 o2..35% 
Belting, Heavy, 16 oz 0% 
Belting, Medium, 14% 02..40% 
Belting, Lig Hod 
Second lity, Sides 
Second Quality, Shoulders.. 
Leather cing, eet 





‘Sides «t sq. 

ide, No. in- 
tide x sq. ft. ‘ond AA 
Useder 17 sq. 45¢ 


Rubbe 
ns (Low Grade) senses 
‘ard 40&10% 


Patent 


Carriage. Machine, &c.— 
Common Carriage (cut thread): 
% «£ 6, and smaller... .60&5% 
Common Carriag ¢ (rolied 

thread): 
# 6, and smaller. . * er 


Phila. Eagle. $3.00 list. 
Rolt Ends, H. P. Nuts 
Machine (cut thread): 
# 4, and smaller... .45-10% 
ger or Longer 45-10% 
DRESSING—Belt— 
Liquid im gal. cans, gal. .$3.00 
DRILL AN DRILL 
STOCKS 


BMPR V—Torkish— 
Out of market at present time. 
Domestic, Ib 10¢ 


HAMMERS AND 
SLEDGES— 

Hammers 

Sledges 


OILERS— 

Stee, Copper Plated 70-5% 
Chace, Brass and Copper.. 

Railroad coppered 

Chace, Zinc Plated. 

Railroad, brass 


PICKS AND MATTOCKS— 
Roilroad --50-10-5% 
Contractor's Picks 


40% Discount 
ROPE— 
Eastern pane Trade. Per lb. 
Manila, % in. diam. and lar all 
Highest Conde... 
Second Grade 16¢ Ib. boar 
Hardware 
Sisal, 3 in, diam. and argon: 
Highest EE so-0000 De 
Second Grade ... 
Sisal, Hay, Hide and Bale Vises 
Medium and Coarse: 
First Quality, 23%¢; 


qualit 
Sisal, 
Yarns: 
First 
Secon 
ome ft 
Best Sein. and larger, 
to 60¢ 
Medium, 6/16-in. and larger, 
Third Gr., 
larger . 
~~ 
Y-in. and - 
Ne Py Y-in. and up.. 
saws A AND FRAMES— 


re Blades: 


Saw Frames— 


Iron, per dos $3. 
Steel, adj., 8 to 12 in., per oe, 


Steel, adj., steel hdle., per doz... 
+ 4 


H. S. F 
yr Pistol-Grip, $ per dos.. nia 
SCREWS— 
Coach, Une an 
Coach, Gimlet Point 45 50% 


Jack Screws— 
Standard List 


Cut Thread Iron, 
Flat Head or Rownd Head, 
50&10% 
Fillister or Oval Round Head, 
50&10% 


1 
Fillister or Oval Head. 40&10% 
a gy Thread Iron, F. H. or 


75-10% 
Fillister or Oval Head. .80% 
5 4 ae Brass: 


Set and Cap— 

Flat Head, Iron 5-1 
Set (Steel) net advance — 
tron 25 

Sq. Hd, Cap 
Hex. Hd. 
%” and smaller 
“%” and larger... 
Fillister Head Cap. 


Flat Head I ane 
a ead Iron....80-5 & 20-5 
Round Head, Iron ° 

77%-5 & 20-5% 
Flat Head, Brass..75-5 & 20-5% 
Round Head Brass 

7234-5 & 20-5% 
Flat Head, Bronze. .55&10&10% 
Round Head, Bronse 

52% &10&10% 
STOCKS, DIES AND 
TAPS— 

Sets 


Reading matter canal on page ves 


M. S. Rid Taps, No. 2 & 
ins. o eee 50-10-57 
M. S. "Teper Taps, larger .45-5% 


WASHERS—Cast— 
Over %-inch, barrel lots, per 
100 Jb. 6.25 
Iron and Steel 
Size Bolt.. By nw 
Washers $9.75 8.75 


7. 
jee ag 
Alligator Crocodile...... 
Dro ag Bassosenoness 
Stillson patt 60&5% 
Genuine Walworth Stillson, 
624% 


METALS— - 
Straits, 
Bar .. we 


American a . 0 OCs 
for fe kee val “ @T% 


x ranteed 

Prices on solder indicated » 
Private brand vary according te 
composition. 

Babbitt — 
Best grade, per 1 
Commercial ) per ‘b.. 
Antimony— 

Asiatic, per Ib.......6%@6%¢ 


Alaminum— 
No. 1 Aluminum ( 
99 per cent pure), 
remelting, per Ib 
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This Beautiful Toy Poster May Be Had Free to Help 
Every Gilbert Toy Dealer 


This beautiful, full-size, 24-sheet poster can be had free of charge to help you sell 
Gilbert Toys—to stimulate your whole toy business. The opportunity to do this most 
powerful and economical advertising is made easy for you. 


Your customers cannot dodge the message of the billboard. It commands continu- 
ous and repeated attention. Its strong colors and beautiful design impress it firmly in 
the minds of all those who can see. No other form of advertising has its tremendous 
power of attraction, day in and day out. It appeals to young and old alike—boys and 
girls, men and women—thousands of people before whom you could put your message 
in no other way. 


POSTERS WITH YOUR NAME FREE 


Let the people of your city recognize your store as toy headquarters this Christmas. 
Place in front of them, where they’ll have to see, this beautiful poster with your name 
prominently displayed. We give you the posters free and ship prepaid, with your name 
imprints, with every demonstration order of Gibert Toys. This poster will not only 
sell Gilbert Toys, it will push every toy you have to sell. Identify yourself in your 
city as the leading merchant in toys this Christmas. 


Write for full particulars today. 


THE A. C. GILBERT COMPANY 
400 BLATCHLEY AVE. NEW HAVEN, CONN. 





San tid 
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Current Meters for Radio Pen 


Measuring instruments, both am- 
meters and .voltmeters; for use with 
radio transmitting and receiving sets 
are being made by the Westinghouse 
Electric & Mfg. Co., East Pittsburgh, 














Westinghouse PX-a Portable Instrument 
for Testing Purposes 


Pa. The instruments, which measure 
the current and voltage of each circuit 
in radio sets, are necessary adjuncts 
to the proper performance of radio re- 
ceiving sets and, when properly used, 
serve to eliminate many of the difficul- 
ties of radio enthusiasts. 

A direct current ammeter connected 
in circuit with the filament of a tube 
will show whether or not the filament 
is receiving the proper current for best 
operation and whether the current is 
steady or variable. A variable current 
means poor contact or that the “A” 
battery needs charging. For a single 
tube an instrument of 1.5 or 2 amp. 
capacity is sufficient for most of the 
tubes commonly used. For one or more 
stages of amplification an ammeter 
should be connected in each filament 
circuit separately. Some sets are op- 
erated satisfactorily, using a voltmeter 
across the filaments of all tubes and 
adjusting according to voltage. 

Both the ammeter and the voltmeter 
will show loose connections and will 
provide a visible means of adjusting 
so that “previous settings” which have 
proved satisfactory may be duplicated 
immediately. A direct current volt- 
meter of a range 0-8 or 0-10 volts 
should be used to test the “A” battery 
to ascertain if it is properly charged. 

It is always essential to good opera- 
ation to have plenty of “B” battery 
voltage. These batteries do not deliver 
much current and are made up of a 
number of small cells connected to- 


gether and sealed up in wax. The volt- 
age of a “B” unit is about 22 volts, so 
that a voltmeter of 25 volts range 
would apply for each unit. Since 
the number of “B” battery units may 
be varied, a voltmeter for each unit 
should be tested separately to find out 
if the voltage is low. 

Without instruments excessive cur- 
rent may be applied unknowingly to 
the filament, lessening the life of the 
tube. Therefore the investment for 
good, reliable instruments will more 
than make up for the price of the tubes, 
the life of which is prolonged due to 
proper adjustments. 

The ammeters and voltmeters are 
similar to the large instruments used 
by the Westinghouse Company at its 
radio broadcasting stations. Both 
types of instruments are made with a 
variety of scale ranges and in several 
styles, some in portable cases and oth- 
ers for mounting permanently on 
panels. Type BX ammeter and PX-2 
voltmeter are favored by most radio 

















Westinghouse Type BX Ammeter for 
Panel Mounting 


enthusiasts, due to their greater ac- 
curacy, notwithstanding their small 
size and corresponding low price. 


An All-Around Spark Plug 


In all makes of cars, trucks, trac- 
tors, airplanes, motor boats, or any 
kind of gasoline engine the King Bee 
spark plug may be used, according to 
the manufacturers. It is made in all 
sizes by the King Bee Sales Co., San 
Antonio, Tex. The makers claim it will 
function well even in oil pumping cylin- 
ders. 

Insulation trouble is minimized by an 
Armor protection over the lava top in- 
sulator. The King Bee spark plug has 
a self-adjustable intensifier in an air- 
tight chamber which is said to increase 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


the spark. The universal brass ter- 
minal allows the connection to any ter- 
minal wire. The special steel shell igs 


TOD 
oe 


\\ 


sf) 


King Bee Spark Plug 


made in all sizes to fit all makes of 
engines, 
A Utility Drainer 

The Excelsier Sanitary Aluminum 
Dish Drainer is manufactured by the 
Rex Metal Products Co., Brooklyn, 
N. Y., and consists of three pieces, an 
aluminum drain pan of good gage, a 
retinned wire screen and a retinned 
wire dish rack. In drying the dishes are 
held securely in place in the wire dish 
rack. When not used for dishes, the 
drainer will be found useful in draining 





Excelsier Sanitary Aluminum Dish Drainer 


poultry and meats and also for the 
washing and drying of vegetables and 
fruits. It may also be used for a num- 
ber of other purposes and is altogether 
a very useful kitchen article. It 1s 
well finished and simple in construc- 
tion. Geo. Borgfeldt & Co., 111-119 
East Sixteenth Street, New York, are 
sole distributors. 


Reading Matter continued on page 90 
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Cheapness for cheapness’ sake has no place in the busi- 
ness policies of the Richards-Wilcox Manufacturing 
Company. Rather, this institution serves through giv- 
ing maximum quality at a fair price. 





R-W 
Quality 
Line 


“Slidetite” garage 
hardware. 

Barn door hangers. 

House door hangers. 

AiR- Way Multifold 
window hardware. 


Door closers and 
checks. 


Mounted grind- 
stones. 


“Ideal” elevator 


hardware. 


Automatic Fire Door 
hardware. 


OveR-Way convey- 
ing equipment. 











R-W- AiR-Way~multifold win- 
dow hardware is brightening thous- 


ands of American Homes. 


OOOOONONOONOIO, 


More than sixty per cent of America’s hardware dealers and 
thousands of lumber dealers carry R-W hardware. Practi- 


cally every architect and builder in America is familiar with 
the R-W line. 


There are two outstanding reasons for this extraordinary 
popularity: one, the genuine merit of the merchandise, and 
two, the “four-square” business methods of its makers. 


The Richards-Wilcox Manufacturing Company has developed 
the R-W lines to the point where they are recognized as “the 
standard by which all others are measured.” They have devel- 
oped many original innovations which are widely imitated. 


A trade mark identifies every item manufactured. These trade 
marks protect the ultimate consumer from imitators, and con- 
stitute a guarantee, by Richards-Wilcox, of entire satisfaction. 
If you do not handle R-W hardware you are neglecting a 
profitable line. 





Our advertising 
is building 
: Bigger Business 
AURORA, ILLINOIS, U. S.A. 


yoo oa eland 








for you. 
Bost 
RICHARDS- WILCOX. CANADIAN =" aS 
Winni 


inapolis 
co. iw 
LONDON, ONT. Montreal 
-W “Slidetite” is the “last 


word” in sliding-folding garage 
door hardware. Do you sell it? 
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Patented Easy Fitting Lock for 
Doors 


Segal Lock & Hardware Co., 155 
Leonard Street, New York City, has 
an improved lock which is said to 
eliminate the necessity of an escutcheon 
or cylinder back plate in securing the 
lock. This improvement is known as 
the Segal Expansion Cylinder. Set 
serew and cylinder ring are already 
assembled with the cylinder in one unit. 














Segal Expansion Cylinder 


Two steel hinged claws are gripped by 
steel set screws which are perma- 
nently engaged to the cylinder. 

It is not necessary to bore a hole of 
exact dimensions. You insert the cyl- 
inder in the door hole and tighten the 
set screws which force the grips into 
the wood, making the lock secure. If 
the hole in the door is bored a little 
more on one side than on the other, the 
difference may be compensated for by 
loosening one screw and tightening the 
other. 


Increases Hack Saw Sales 


An attractive display easel board is 
now being forwarded merchants by 
Smith & Hemenway Co., Inc., Irving- 
ton, N. J., for use in connection with 
their line of “Red Devil” hack saws. 
The new board shows an attractive 
display of four sizes of “Red Devil” 
hack saw blades in 8, 9, 10 and 12-in. 
lengths. An adjustable hack saw 
frame to take blades of any of these 
sizes is included. 

The blades shown are made of high 
grade carbon steel. The frame is dur- 
ably made of excellent quality steel 
and is nickel plated. The tools are 
neatly and firmly held in place by 


“Red Devil” Hack Saw Display Board 


metal clips. Price tags accompany the 
samples and the resale prices are plain- 
ly indicated. 


HARDWARE AGE 


The board is of oak, of three-ply 
veneer and is 12x16 inches. A metal 
easel makes it convenient to show the 
board in an upright position. 


For the Fall Preserving Season 


The “Enterprise” Fruit Presses 
made by the Enterprise Mfg. Co., 














“Enterprise” 12-Qt. Fruit Press with Legs 
and Standard Attached 


Philadelphia, Pa., were designed for 
making wines, jellies and fruit butters 




















“Enterprise” 6-Qt. Fruit Press with Legs 
and Standard Detached 


from berries, grapes, etc. The press 
is made in various sizes and has a 
cylinder of No. 23 Gage high-grade tin 


# Plate with bottom and top ringed. 
4 Three legs and one center standard are 


furnished with each press, which may 
be removed for fioor use. The press is 
equipped with a top swing to admit of 
cylinder being readily filled with fruits 
and emptied of pulp. The plunger 
plate attached to the end of feed screw 
withdraws from the cylinder when the 
screw is raised. 


August 24, 1929 
Proofed Apron Will Not Crack 


Battery Service Stations, Electro. 
plating Establishments and Automobile 
Factories will be interested in the In. 
vincible Acid Aprons produced by the 
Defiance Welding Co., Defiance, Ohio, 
In designing the fabric from which 
this apron is made, the makers had in 
mind a product which would stand up 
under the eating effect of acid, yet not 
crack. It is claimed that the Invincible 
apron possesses unusual strength and 


No. 32 Invincible Acid Apron 


durability. It is pliable. Each apron 
is furnished with an adjustable neck 
tape and chain waist fastener. 

The Invincible apron is made in four 
styles: No. 24, 40x24 in.; No. 32, 46x32 
in.; No. 1-W (waist style, no bib), 
24x24; No. 50S, split style. 


Collapsible Clothes Rack 


The Voss Portable Clothes Rack, 
manufactured by Voss Bros. Mfg. Co., 
Davenport, Iowa, is both folding and 
portable. The drying rods will carry a 
heavy load and are spaced with a view 
of keeping the wet garments from com- 





Voss Portable Clothes Line, Showing 
Collapsible Features 


ing in contact with each other. The 
height over all is 4 ft. 3 in. and the 
weight 11 Ibs. 


Reading matter continued on page 92 
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“It iz mutch better not to know 

so menny things, than to know so 

menny things that ain’t so.” 
JOSH BILLINGS 


(Henry Wheeler Shaw—1818-1885) 


Few read him nowadays; but Lincoln liked to read him; and so 
did Grant; and Sherman; sham-haters all, as he was, too. And 
wasn’t Billings everlastingly right? 


The spark-plug which gets its portrait printed here—the “new” 
extension type—has had a whole lot of talk talked about it in the 
past few months. Not all the talk was—to speak mildly—gospel 
truth. 


But this identical type of Bethlehem Spark Plug (listed as Ford 
part 5200), stocked everywhere today as Bethlehem Number 8, 
and of which more than 5,000,000 have been equipped to Ford 
cars and trucks—and tractors. 


—this very same extension spark plug type has been standardized 
by the Ford experts because it made good as no other plug ever 
had! It is the type which is firing Ford cylinders today! 


Proving, naturally, how much better it is not to know so menny 
things. 


And suggesting—tq you, for instance?—that you might profit by 
knowing some of the things that are so nowadays in the domain 
of spark-plugs. 


The pleasantest part of my job is answering letters asking me 
just such questions as are stirring ’round this minute in your mind. 
' 


' 3 is ) 
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BETHLEHEM SPARK PLUG COMPANY 
Bethlehem, Pa. 


we 


PACKARD 


rated Bethlehem Spark Plugs 
as standard equipment this 
year. Their performance in 
that outstanding car has 
more than satisfied the Pack- 
ard people and the Packard 


owners, 


anary 


President. 
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Marlin Firearms Corp. Adds 
New Department 


The Marlin Firearms Corp., New 
Haven, Conn., which recently pur- 
chased the business of the former Hop- 
kins & Allen Arms Co., of Norwich, 
Conn., has completed the removal of 
the Hopkins & Allen machinery, equip- 
ment and organization to the enlarged 
Marlin plant at New Haven. Here the 
Marlin Co. will in the future manufac- 
ture the Hopkins & Allen lines of sin- 
gle and double guns, rifles, revolvers 
and target pistols in addition to the 
Marlin line. 

By this purchase the Marlin Fire- 
arms Corp. becomes the successor of 
the Forehand & Wadsworth Arms Co., 
the W. H. Davenport Firearms Co. and 
their predecessors running back to 
Revolutionary War days. 

The Marlin Firearms Corp. is pre- 
pared to provide repair parts and to 
repair the various firearms formerly 
made by the Hopkins & Allen Arms 
Co., Forehand & Wadsworth Arms Co., 
Davenport, etc. This manufacturing 
and repair department will be known 
as the Hopkins & Allen Division of the 
Marlin Firearms Corp. 

The Marlin Firearms Corp. alse an- 
nounces that it will shortly have ready 
for the market some of the single bar- 
rel shotguns, single-shot dnd taryec 
pistols as formerly made by the Hop- 
kins & Allen Arms Co. 


A. R. Gould Vice-President of 
Malleable Iron Range Co. 


F. W. Rogers, president of the Mal- 
leable Iron Range Co., Beaver Dam, 
Wis., on Aug. 1 purchased the interest 
of A. G. Hill, vice-president of the com- 
pany. Mr. Hill has been inactive in 
the management of the business for the 
past two years. 

A. R. Gould will be associated with 
Mr. Rogers as vice-president of the 
company, assuming the duties of his 
office on Sept. 1. Mr. Gould was pre- 
viously connected with the St. Louis 
Malleable Casting Co. 


Ad. S. Levy Dies of Apoplexy 

The American Cutlery Co., Chicago, 
Ill., announces the death of Ad. S. Levy 
who has been New York representative 
and Eastern sales manager for the 


past two years. Mr. Levy, who is 
survived by a widow and two married 
daughters, died at his residence, 601 
West 115th Street, New York, N. Y. 
on Aug. 8, following a stroke of apo- 
plexy. 

The New York office of the Amer- 
ican Cutlery Co. will be managed by 
the same executive force as in the past, 


and until a successor to Mr. Levy has 
been appointed, the post of manager 
will be held by the secretary of the 
company, Lawrence H. Powell of Chi- 
cago. 


Chalmers M. King Passes Away 


His many friends in the hardware 
trade will be grieved to hear of the 
death of Chalmers M. King, which took 
place at his old home near St. Clairs- 
ville, Ohio, on Thursday, Aug. 10. 
Perhaps no man enjoyed a wider ac- 


Chalmers M. King ! 


quaintance among the jobbing and re- 
tail hardware trade than Chalmers 
King, as he had travelled from coast 
to coast for ‘many years in the interest 
of the McKinney Mfg. Co., N. S. Pitts- 
burgh. 

Chalmers King was born on Aug. 11, 
1847, and had he lived one day more, 
he would have celebrated with friends, 
the seventy-fifth anniversary of his 
birth. He received a common school 
education, and his first business con- 
nection was with a glass concern in a 
minor capacity. Later he was con- 
nected with the Internal Revenue Serv- 
ice, having been a life long Democrat, 
and then began his connection with the 
McKinney Mfg. Co., for which he 
travelled for many years. He was con- 
nected with this firm for nearly a quar- 
ter of a century, and was highly re- 
garded by his employers and by every- 
one with whom he came in contact. 
Mr, King never married, and is sur- 
vived by two brothers and _ several 
nieces, 


George W. Lukens Dies 


George W. Lukens, who was in 
charge of the architectural service 
bureau of the paint department of S. 
I. du Pont de Nemours & Co., died 
July 30, after a short illness, at his 
home in Philadelphia. Mr. Lukens was 
formerly connected with the Bridge- 
port Wood Finishing Co. and had a 
wide acquaintance among the architec- 
tural and building trades. 


Pfeifer Manager of Prairie du 
Chien Tool Co. 


C. R. Pfeifer has just been made 
manager of the Prairie du Chien Tool 
Co., Prairie de Chien, Wis. Mr. Pfei- 
fer has had a wide experience in the 
grinder business and takes up his new 
duties with a very good knowledge of 
the tool business. 


Warner in Wholesale Business 


Theodore R. Warner, formerly with 
W. T. Walters Sons, Philadelphia, Pa., 
has entered the tool and cutlery busi- 
ness on an exclusively wholesale basis. 
The new business, which will be con- 
fined entirely to tools and cutlery, wiil 
be located at 54 North 13th Street. 


Bell Representing Manufacturers 


Several new manufacturing concerns 
have recently been added to the list of 
those being represented by Dan M. 
Rell, New Orleans, La., in the states 
of Texas, Oklahoma, Arkansas and 
Louisiana. Early this year Mr. Bell 
opened an office in New Orleans, La., 
with Jack Sutter, formerly manager of 
M. C. Hale & Co., Tulsa, Okla., in 
charge. The state of Arkansas is also 
being covered from this office. 


Moco Company Changes Name 


The name of the Moco Company of 
America, Fort Worth, Tex., has been 
changed to the Monkey Grip Co. The 
personnel of the company remains the 
same. The company has recently ac- 
quired the properties of the Texas Mo- 
tor Association and is planning to 
shortly use the factory buildings for 
manufacturing tires, tubes and pos- 
sibly some other rubber articles. 


Ward with Nenno Metals 


C. E. Ward, who was at one time 
connected with the Elwell-Parker 
Electric Co., is now associated with the 
Nenno Metals Co., 920 Seneca Street, 
Buffalo, N. Y. 


Reading matter continues on page 94 
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Do you know about 
Ford Replacements ? 


D° you know, Mr. Hardware Dealer, the volume of business 
and the money that you can make on selling Ford replace- 
ments such as radiators, fenders, tool boxes, hoods, wheel discs, 
etc.P Have you ever stopped to figure how you could get in this 
market and chop off a slice of business for yourself? And at 
a very little cost. 





Why not open a Ford 
Replacement Department? 


—Start it off by getting the best you can buy. Order about a 
half-dozen Peerless Genuine Honeycomb Radiators, one half- 
dozen tool boxes, two dozen radiator caps, wheel discs and run- 
ning board shields. With these we give you display stands, 
window cutouts, letter stuffers, counter cards—this gives you 
a good start and makes an imposing display. After you get 
started you can add additional items such as brake linings, spot- 
lights, horns, etc. 


This fall is going to be a good year. Especially for Peerless 
radiators, for they are so constructed that they will not burst 
upon freezing. 


Ask your jobber’s salesman the next time he’s in—he’l] tell you 
that if you’ve overlooked a Ford Replacement Department you’ve 
overlooked a good bet. If you want more specific information, 
write us direct. } 





The Corcoran Mfg. Co. ‘Dept. 9 Norwood, Cincinnati, O. 


The Peerless line of Ford replacements constitutes 
one of the best known lines on the market today. 
Testimonial to this fact is the new number of deal- 
ers that we obtain each month—the repeat orders 
from our oldest ones, and the line-up of jobbers. 
This bespeaks merit and continued satisfaction. 


Remember, with Peerless Products you give no serv- 
ice—take them off the shelf and ring up the cash 
register. Your end of the job is done and it’s as 
clean a sale as you ever made. They are considered 
staples ‘in many stores—why not in yours? 
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ON otes of the Retail Hardware ‘Trade_ 


ai 











McRakE, ARK.—The J. S. Buchanan 
Hardware Co. will remodel the McRae 
Building and occupy it about Sept. 1st 
with a complete stock of the following: 
Automobile accessories, automobile tires, 
bicycles, builders’ hardware, building 
paper, churns, cream separators, crock- 
ery and glassware, cutlery, dairy sup- 
plies, farm implements, flashlights, fish- 
ing tackle, guns and ammunition, 
hammocks and tents, harness, heating 
stoves, heavy hardware, home barbers’ 
supplies, kitchen cabinets, kitchen 
housefurnishings, linoleum and _ oil 
cloth, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, phono- 
graphs, poultry supplies, prepared roof- 
ing, pumps, refrigerators, sewing ma- 
chines, shelf hardware, silverware, 
sporting goods, stoves and ranges, toys 
and games, washing machines and 
wheel toys. 

Ho.Ltywoop, CaLt.—The Walter’s 
Hardware Co. has commenced business 
at 7555 Sunset Boulevard, dealing in 
bathroom fixtures, builders’ hardware, 
building paper, crockery and _ glass- 
ware, cutlery, electrical household spe- 
cialties, garage hardware, heating 
stoves, kitchen housefurnishings, me- 
chanics’ tools, paints, oils, varnishes, 
“ae a roofing, refrigerators, shelf 

ardware and stoves and ranges. 

WILMINGTON, CaL.—C. Henry Olsen 
has disposed of his hardware stock to 
A. A. Larson and O. J. Jacobson. The 
new store will be known as the Wil- 
mington Hardware Co. 

SAVANNAH, GA.—The Meddin Hard- 
ware Co., 116 W. Congress Street, has 
been incorporated by A. Meddin, M. 
Becker and Joseph Rauzin. The con- 
cern’s business is both wholesale and 
retail. Catalogs requested on a line of 
builders’ hardware, guns, ammunition, 
and a general line of hardware. 

LA GRANGE, GA.— The La _Grange 
Hardware Co. requests catalogs on 
builders’ hardware, churns, cream sep- 
arators, crockery and glassware, cut- 
lery, dairy supplies, farm implements, 
flashlights, fishing tackle, furnaces, 
garage hardware, guns and ammuni- 
tion, harness, heating stoves. kitchen 
housefurnishings, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes, 
prepared roofing, shelf hardware, sport- 
ing goods, stoves and ranges, toys and 
games and wheel toys. 

Quincy, ILL.—Herman Earhart has 
purchased an interest in the Stroot 
Hardware Co., 1139-1141 Broadway. 
The concern’s business is both wholesaie 
and retail. 

INDIANAPOLIS, IND.—The G. H. West- 
ing Co., Penn and Vermont streets, pur- 
chaser of the Ora Hite stock, requests 
catalogs on tents, camp fixtures, etc. 

LAMAR, IND.—Fred P. Keller has 
taken over the stock and business of 
John R. Hooks. 

SHERIDAN, INp.—Kercheval & This- 
tlethwaite will some time in September 
open a store here. Their stock will 
comprise a line of bathroom fixtures, 
bicycles, building paper, churns, cream 
separators, cutlery, dynamite, farm 
implements, flashlights fishing tackle, 
furnaces, gasoline engines, guns and 
ammunition, heating stoves, incubators, 


insecticides, kitchen cabinets, mechan- 
ics’ tools, pumps, refrigerators, shelf 
hardware, sporting goods, stoves and 
ranges, and washing machines. 

HoIsINGTON, KaNn.—Gus Meschke, 
owner of the George Nuss stock, re- 
quests catalogs on barn equipment, 
bathroom fixtures, belting and packing, 
bicycles, builders’ hardware, building 
paper, churns, cream separators, cut- 
lery, dairy supplies, farm implements, 
flashlights, fishing tackle, furnaces, 
gasoline engines, guns and ammunition, 
hammocks and tents, harness, heating 
stoves, heavy hardware, incubators, 
kitchen cabinets, kitchen house furnish- 
ings, linoleum and oil cloth, lubricating 
oils, mechanics’ tools, paints, oils, var- 
nishes and glass, phonographs, plumb- 
ing department, poultry supplies, pre- 
pared roofing, pumps, refrigerators, 
sewing machines, shelf hardware, sil- 
verware, sporting goods, stoves and 
ranges, tin shop, washing machines, 
and wheel toys. 

Lyons, KAN.—The Blair Speck Hard- 
ware Co. has purchased the stock of 
the Blair-Gibson Hardware Co. 

BRANDENBURG, Ky.—Mrs. H. E. 
Woodson has disposed of her stock to 
DD. S. Richardson. Both stocks will 
be consolidated and business continued 
in the Woodson Building. Catalogs re- 
quested on the following lines: auto- 
mobile accessories, automobile tires, 
barn equipment, bathroom fixtures, 
belting and packing, bicycles, builders’ 
hardware, building paper, churns, 
cream separators, crockery and glass- 
ware, cutlery, dairy supplies, dynamite, 
electrical household specialties, electri- 
cal supplies and equipment, farm im- 
plements, flashlights, fishing tackle, 
furnaces, garage hardware, gasoline, 
gasoline engines, guns and ammunition, 
hammocks and tents, harness, heating 
stoves, heavy hardware, home barbers’ 
supplies, incubators, insecticides, kitch- 
en cabinets, kitchen housefurnishings, 
linoleum and oil cloth, lubricating oils, 
mechanics’ tools, paints, oils, varnishes 
and glass, phonographs, plumbing de- 
partment, poultry supplies, prepared 
roofing, pumps, refrigerators, sewing 
machines, shelf hardware, silverware, 
sporting goods, stoves and ranges, tin 
shop, toys and games, vulcanizing de- 
partment, washing machines, wheel 
toys, and furniture. 

BANGOR, Me.—The S. L. Crosby 
Sporting Goods Co., 146-150 Exchange 
Street, doing both a wholesale and re- 
tail business, has changed its name to 
Campbell’s, Inc. Catalogs requested 
on sporting goods and automobile ac- 
cessories. 

FircHBurRG, Mass. — Alfred = G. 
Gruener has moved to larger quarters 
at 79-81 Main Street. 

Quincy, Mass.—Pill Bros., Inc., 1459 
Hancock Street, request catalogs on 
automobile accessories, barn equipment, 
bicycles, builders’ hardware, building 
paper, cream separators, crockery and 
glassware, cutlery, electrical household 
specialties, electrical supplies and 
equipment, farm implements, flash- 
lights, fishing tackle, furnaces, garage 
hardware, gasoline, guns and ammuni- 


tion, hammocks and tents, heating 
stoves, heavy hardware, home bar- 
bers’ supplies, insecticides, kitchen cab. 
inets, kitchen housefurnishings, _lin- 
oleum and oil cloth, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, phonographs, plumbing de- 
partment, poultry supplies, prepared 
roofing, pumps, refrigerators, shelf 
hardware, silverware, sporting goods, 
tin shop, toys and games and wheel 
toys. 

ALBION, MicH.—The H. C. Menke & 
Co. stock and building was _ recently 
damaged by fire to the extent of about 

THREE RIveRS, MicH.—The Kauszler 
Bros. Hardware is the new owner of 
the stock of Cook & Hagenbach. 

FARMINGTON, Mo.—The Farmington 
Hardware Co., owned by D. J. Hughes 
and Otis Ramsey, has succeeded to the 
business of Owens & Hughes. The 
stock comprises automobile accessories, 
bicycles, builders’ hardware, churns, 
cream separators, crockery and glass- 
ware, cutlery, dairy supplies, dynamite, 
electrical household specialties, electri- 
cal supplies and equipment, flashlights, 
fishing tackle, furnaces, garage hard- 
ware, guns and ammunition, hammocks 
and tents, heating stoves, heavy hard- 
ware, home barbers’ supplies, incu- 
bators, insecticides, kitchen cabinets, 
kitchen housefurnishings, linoleum and 
oil cloth, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
poultry supplies, prepared roofing, 
pumps, refrigerators, shelf hardware, 
silverware, sporting goods, stoves and 
ranges, tin shop, toys and games and 
wheel toys. Catalogs requested on 
stoves and queensware. 

FRANKFORT, N. Y.—J. H. Hoard has 
disposed of his stock to Smith & Parker. 

PROSPERITY, S. C.—The Wise Hard- 
ware Co. has been incorporated to deal 
in automobile tires, belting and pack- 
ing, builders’ hardware, churns, cream 
separators, cutlery, electrical house- 
hold specialties, farm implements, flash- 
lights, gasoline engines, guns and am- 
munition, harness, heating stoves, 
heavy hardware, home barbers’ sup- 
plies, lubricating oils, mechanics’ tools, 
phonographs, prepared roofing, pumps, 
shelf hardware and stoves and ranges. 
A. G. Wise is president and treasurer 
and W. H. Wise, secretary. The capi- 
tal stock is $3,000. Catalogs - oe 
on implements, a general line of hard 
ware, harness, etc. 


Cooppr, TeEx.—R. N. Stovall is now 
sole owner of the hardware business of 
Henson & Stovall, having purchased the 
interest of his partner. He will deal 
in the following: automobile tires, barn 
equipment, builders’ hardware, building 
paper, churns, crockery and glassware, 
cutlery, farm implements, flashlights, 
fishing tackle, furnaces, garage hard- 
ware, gasoline, guns, ammunition and 
tents, harness, heating stoves. heavy 
hardware, home barbers’ supplies, in- 
cubators, lubricating oils, mechanics’ 
tools, paints, oils, varnishes, poultry 
supplies, pumps, shelf hardware, silver- 
ware, sporting goods, and stoves and 
ranges. 
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3065 Hardware Merchants 
Have Bought 


HARDWEAR 
TIRES 


90° of those whose first orders were received 6 
months ago have re-ordered. 


We receive each month about 150 first trial orders 
from new customers and 9 out of ten of these re- 
order after testing the tires. 


Every HARDWEAR TIRE ever shipped went 
out on the condition that it must be satisfactory to 
the buyer, or should be returned at our expense. 


We think there is no line which a Hardware Mer- 
chant can add to his stock which so perfectly com- 
bines the opportunity for large volume of sales, 


quick and frequent turnover, and reasonably high 
margin of profit. 


We know from our own and our dealers’ experi- 
ence just how this can be done and will be glad 
to receive inquiries about it. 

May we send our new reduced price list -and 
pamphlet — “THE DEALERS’ OPINION”? 
It tells our story and contains testimony from near- 
ly 150 merchants. 


HARDWEAR TIRE CORPORATION 


Hardwear Tires are made exclusively for the 
Retail Hardware Trade 


Branch: Factory and Offices: 
1509 S. Michigan Ave., EAST RUTHERFORD, 
CHICAGO NM EZ 
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This display of the Morehouse & Wells Co., Decatur, Ill., was the personification of motion. The onlooker by stepping on 
a pedal set an endless belt of advertising matter in motion around the sewing machine and in the meantime the electric 
fans and toy balloons were constantly on the move 


Where Motion Means Sales 


The illustration shows how one hardware company 
utilizes motion in the display of Electrical Equipment. 


Hardware Age is continually showing window and in- 
terior displays of Electrical Goods that have proved success- 
ful. It is pointing out a quick road to profits to dealers by 
suggesting that they sell the USES of Electrical Merchan- 
dise, as well as the goods themselves. 


Visualize the field. The approaching holiday season 
offers great sales possibilities for “Gifts of Utility.” Con- 
sider the homes that need Vacuum Cleaners, Electric Irons, 
Electric Washing Machines, Sewing Machine Motors, 
Electric Lighting Fixtures and Bulbs, Electric Ranges, 
Grills and Toasters and many other electrical appliances. 


Hardware Age is the paper to read for merchandising 
ideas ‘‘Where Motion Means Sales.” 


And now is the time to push the sale of things electrical. 


HARDWARE AGE 


239 West 39th Street, New York 
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“Know Every y Item in this Famous Line” 


Edelmann 


AUTOMOTIVE EQUIPMENT 
GET THIS “SEXTET-RENCH”’ 


Six handy, thin, 
double-end, nickel- 













plated wrenches. 
Have 12 openings 
from 7/32” to 


9/16” wide. 


Retails complete, in $ 


handsome box....... « 7 5 
DISPLAY STAND—FREE 


The Sextet wrench sells itself. 
Every order for 15 wrench sets is 
packed in one of these handsome col- 
ored metal stands, 1014” high by 614” 
long. Set one to work for you at 
once. 





ASK YOUR JOBBER OR WRITE US 


E. EDELMANN & CO. 


451-469 E. OHIO ST., CHICAGO 


Necessary in 








the home, on 
the auto or in 
shop work. | 








LIDSEEN fonce?eeOOILERS 










The Lever 
Controls 
the Oil 


They SHOOT and FORCE the 
OIL in DIFFICULT PLACES 


These oilers are standard equipment on most 
of the leading makes of automobiles. 

They are saving manufacturers 50% of oil and 
time in their plants. 

Your profits in oilers will jump in leaps and 
bounds if you handle them. 


Ask your jobbers’ representative or ask us. 


LIDSEEN PRODUCTS 


832-840 So. Central Ave., Chicago 



































Registered 


7 EMPRESS 
GREASE +» OIL CUPS 


Ys Trade Mark CAN BE USED ON ALL 
ARE USED ON MOST 


AUTOMOBILES, MOTOR TRUCKS, TRAC- 
TORS, FARM IMPLEMENTS, AND ON ANY 
TYPE OF MACHINERY NOW IN USE. 
YOUR ACCESSORY STOCK IS NOT COMPLETE 
WITHOUT THEM. 
SEND FOR CATALOGUE ‘“‘L” TODAY 


BOWEN PRODUCTS CORP.” 


Auburn Div., Auburn, N.Y. Winkley Div., ae 
Zerk Div., > Seen my ag og 
Canadian Factory—Canadian Winkley Co., Ltd., Windsor, Ont 














A Socket Wrench for Each 
Particular Nut On Each Particular Car 


For fifty-one makes of cars and 
trucks in general use today, Walden- 
Worcester has fifty-one Service Selec- 
tions of Socket Wrenches—each Se- 
lection especially designed for each 
particular nut on each particular 
car. Also Owner's Selections for you 
to sell, at a tidy profit. 


Your Jobber can supply you with 


any or all Selections from his stéck. 
Write him. 


WALDEN-WORCESTER 


Incorporated 
General Office and Factory, Worcester, Mass, 























SELLS Because It’s SAFE and SAVES 


Non-Explosive, Anti-Rusting, Non-Corrosive 
Harmless to Metals, Fabric or Flesh 

Chemically Correct—A Scientific Flux 
Sells Readily and Repeats Steadily 


SEND AT ONCE FOR COMPLETELY 
DETAILED FOLDER 


IAberal Discount to Jobbers and Dealers 


Combination 
Soldering and Tinning Flux 





For 
All Metals 








THE RUBY CHEMICAL CO. Dept. H-8 Co'umbus, O. 



















ERE is an ad- “LACO” 
justable wrench . 
for motorists and Ad justable 
mechanics. Being Angle Wrench 
made of open hearth 
steel, well forged 


finished 
and 


sold 


and nicely 
it sells easily 
each wrench 

sells others. 


Catalog and Prices 
on Request 


LAKESIDE FORGE COMPANY 








ERIE, PA. 
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Simbly bend band around hose 


With a condensed stock, two sizes only, you can meet every de- 
mand for hose clamps. There isn’t a hose made, from 4 in. up, 
that the UNIVERSAL Hose Clamp will not fit. 

The Junior size takes care of all hose from % to 1% inches in 
diam., the Senior size hose from | to 3 inches; and both sizes used 
in series make it possible to clamp anything up to 6 ft. or over. 

The UNIVERSAL Hose Clamp consists of a band of tough cold- 


Universal Industrial Corp., Hackensack, 
Sole Manufacturers 
CHICAGO, ILL. 


F. C. West Corp. 
616 S. Michigan Ave. 


Look for This 
Trade Mark 


Department of Sales 
PHILADELPHIA, PA. 
T. Scott Eavenson 
1533 Cherry St. 


Insert bolt in the nearest hole and 
tighten nut 


Two Sizes Meet All Hose Clamp Demands 


BOSTON, MASS. 


Burton Rogers Co. 
755 Boylston St. 


Break off the overlap, and that’s all 
there is to it. 


rolled ribbon steel, a bolt and a nut. The band has holes % of an 
in. apart, is scored between for an easy break-off and guarantees 
round edges. Electro-galvanized with pressure—increasing bead 
at the clamping point. 

Here is a clamp that gives 100% service, pays good profits, and 
Demand UNIVERSAL Hose Clamps when you order. 


sells rapidly. 
Packed in cartons of 50. 


Your jobber has them. 


New Jersey 


DALLAS, TEXAS 
Knight-Smith Co. 
2303 Main St. 


HOSE 
CLAMP 


Patents Granted 
March 20, 1917 
March 1, 1921 
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You bet 
it Looks 


“We, Have 
Mighty Good; We Know They'll Sell, 


the Torches; They’re 


and Here’s Why’ 


When you consider our policy of fair play to the 
jobber—our attractive prices for the dealer and the 
excellent Torch the customer gets—then you have the 
reason for our downright convictions on the high 
sales and profit returning qualities of TORRID 
TORCHES. 

They are manufactured under the most expert super- 
vision and they are guaranteed to make good—just 
as good as the TORRID FURNACES. 

We will be glad to quote prices of our entire line 
to jobbers. 

See your Jobber early, Mr. Dealer. 


Geo. W. Diener Mfg. Co. 


400-420 N. Monticello Ave. 
CHICAGO 








Seeeeeeeeeneens 


Good! 
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Lightens the Work of Wash Day 


Every housewife, whether she washes by machine or 
hand, is a prospect for the CHAMPION Roller-Bearing 
Clothes Line Pulley. It lightens the work of wash day. 


Having a 4% inch wheel and being roller bearing, the 
CHAMPION responds immediately and smoothly to 
the lightest touch. It carries a bigger load with less ‘The SLIGHTEST 
exertion. And it will not jam or jump the track, be- 
cause of the snug-fitting guard which completely en- 
closes the line where it is bound to jam on other pulleys. 


Touch Propels It” 


To women seeking labor-saving devices, as most house- 
wives are today, the CHAMPION Roller-Bearing 
Clothes Line Pulley makes a strong appeal. Remem- 
ber, it is the only roller-bearing clothes line pulley 
made, and is consequently the only one that embodies 
all these features. 


Detailed Literature and Prices on Request 


CONNECTICUT TOOL & ENGINEERING CO. 
304 E. Washington St. Bridgeport, Conn. 





CHAMPION iz. Clothes Line 











VA The Hinge 


That Adds Beauty 
the Home 


To some people door hinges may seem rather 
small and unimportant. 


Nevertheless their mission in helping to make 
or mar the appearance of the rooms in a modern 
home is worthy of serious thought. The 


GRIFFIN 


“The Door Butt of America’ 


is designed along lines that insure both Being finished in the various Griffin 
beauty in the home and service whenever hardware finishes it is in wide demand 
the doors are opened and closed. for the better class of houses and office 
The Griffin operates freely and easily, it buildings. 
is amply strong for heavy doors and it is 
such a pleasing fixture that architects and 
home builders are glad to specify and 
use it. Send for illustrated catalog and prices 


The Griffin Mfg. Co. Erie, Pa. 


45 Warren Street, New York 229 West Randolph St., Chicago, Ill. 


Your stock should include the steady 
selling Griffin. 
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SCHROETER BROS. HDW. CO. (*sivaqunre 


810-812-814 WASHINGTON AVE., ST. LOUIS, MO., U. 
The following cuts illustrate a few of the SCHROETER athatae, a our own manufacture 


and made under our own patents. 
) CATALOGUE FREE 


UPON APPLICATION 
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‘o. 1—Self-setting Mole 
A safe and sure 


No. 10-—-Rotary Grater. For catch mole trap. 


Cocoanut, Horseradish, Nuts, 
Cheese, Bread, etc. 3. sizes, 


sates ors 


No. 3501-—Power Grater. For No. 150-—Cherry Stoner, Re- 
Cocoanut, Horseradish, Cheese, moves the stones without 
ete, 4° sizes, crushing the cherry. 


“a 
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No. 1—Velocipede — _ =-—PATENT =PENDING 
A ; lumber up to ne : : 
byty: 9 eect” catalogue No. 2—Walnut Cracker. A No. 720—Nut Cracker. Cracks A wonderful Polish for 
mailed of scroll saw designs giant for cracking Hickory Pecans and other similar nuts autos and_ furniture 
and wood. Nuts and Walnuts. without crushing the kernel. in bottles. 6 sizes. 























WOOD SCREWS 


IRON, STEEL, BRASS, BRONZE AND MONEL 


IRON RIVETS—ANY STYLE HEAD TINNERS’ AND COOPERS’ RIVETS 
PIPE COUPLINGS 








BESSEMER AND BASIC STEEL AND BRASS FINE WIRE 
STEEL WIRE MONEL WIRE 


STEEL AND BRASS SCRATCH 


Q / 
RESISTANCE WIRE BRIDGEPORT, CONN. BRUSH WIRE 








THE BRIDGEPORT SCREW CO., Bridgeport, Conn. 
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-MORRILL’S 
SAWSETS 


S 





sm! 


So 





0B 


The Special, which is an improved No. 95, has an adjustable, 
indexed, rotatable anvil and is designed to set a saw the same 
as when it left the manufacturer’s hands. Can be used by any- 
one, no experience necessary. 

The No. 1 has an adjustable, sliding anvil and is a combina- 
tion of our Nos. 1 Old Style, 10, 11 and former model of the 
No. 1. It does all that any of these did and does it better; is 
designed for the expert carpenter and the person who prefers 


CHAS. MORRILL 








' 
You Only Need to Carry Two Sawsets for Hand Saws 
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to use his own judgment. 

Both the Nos. Special and 1 are made from same castings 
and are interchangeable with the exception of the anvil. They 
have the same advantages of inclined anvil showing the angle 
of set given the saw, and preventing the plunger from break- 
ing. Narrow plunger taking any sized tooth. Lever handle 
underneath, keeping the sawset from wobbling. Enclosed 
spring, and lock nut on the gauge screw. 


102 Lafayette St., New York 












active. 


ply you. 





“Derfecr” 


Trade 


Sereen Wire Cloth 


Consider the careful customer who knows values. 
In buying screen wire cloth he looks for even 
mesh,—substantial weave,—and attractive finish. 


The “Perfect” Screen Wire Cloth is of this kind. 
It is well-made for lasting service with a half 
century’s experience built into every roll. 


Painted or Galvanized, we make them both, and 
a good display is all that is required to keep sales 
Stock up on “Perfect” now. Your jobber can sup- 


Ludlow-Saylor Wire Co. 
St. Louis, Mo. 





Mark 





PAINTED. SCREE? 
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“Anchor Brand” 
Clothes Wringers 








Have been true friends to housewives 
for over a generation. 


The satisfaction they give makes more 
sales and wins more friends. 


Sock ANCHOR BRAND 
STOR Blercle 10° Rolle Rett Benties WRINGERS and profit by this 


Warranted for 8 years for family use, friendship. 


pNCHOp Best on Earth. Every One Warranted. 


BRAND 








c 





\ 





TRADE 











Lovell Manufacturing Co. 


L.M.CO. Erir, Pa. 
ERIE. PA. 


Largest Manufacturers of Clothes Wringers in the World. 
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No dust Our Advertising. 
Shine Stays. We are advertising in news- 
Papers, magazines, and farm 


SAMPLE STOVES polished RK R 
with Black Silk have that black, Zanne MA EGIS 
silky, hard, glossy shine that at- Silk for you. Are you prepared 
tracts the attention of the buyer to supply your customers with 
and tones the stove to the high- F thie qqullay shove: pellli? 

est selling point. 


Once used, ents **A Shine 


always called for. in Every Drop.” 








TERED journals. This will sell Black 





NET WEIGHT 6: OZ 


Al 


5 lb. cans for dealers’ use, and domestic packages to retail. Liquid and paste, one quality. 
—Buy thru your jobber— 


Black Silk Stove Polish Works Sterling, Ill., U. S. A. 
rrr aa eames ait 
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CORBIN 
SCREW 
PRODUCTS 


Wood Screws—Machine 
Screws—Cap and Set 
Screws—Saw Screws, 
and Special Screws of 
every description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 
—Jack, Safety, Plumb- 
ers, Register, and Lad- 
der Chains. 


We shall be pleased to 
furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


CORBIN SCREW 
CORPORATION 


American Hardware Corporation, 
Successor 


229 High Street, 
New Britain, Conn. 


Branches: 


New York Chicago Philadelphia 











A Poultry Fencing 
That Is in Demand 


Poultry is coming in for more attention both 
in town and on the farm because it provides a 
steady income and affords a distinct economy in 
the family’s table expenses. This is greatly in- 
creasing the demand for poultry fencing. 


“Pittsburgh Perfect” 
Poultry Fencing 


is popular among poultry raisers throughout the 
country. It is especially appreciated because of 
its extraordinary neatness, effectiveness and du- 
rability. Only heavy wires are used, and the 
method of joining the wires by electric welding 
produces a one-piece steel fabric of unusual 


strength. 


The distinctive features of “Pittsburgh Per- 
fect” Poultry Fencing make it an attractive sell- 
ing proposition. It is unlike any other poultry 
fabric on the market, and the business that the 
merchant develops upon the line is strictly his 
own. 

Our poultry fencing is made in three different styles, 
and in all of the wanted heights. We have also a com- 
plete line of lawn fencing in several distinctive designs, 
and farm fencing of both electrically welded and hinge- 
joint construction. Upon request we shall be glad to 
give you full information concerning our agency prop- 
osition. 


Pittsburgh Steel Company 
Pittsburgh, Pa. 


New York Memphis Dallas San Francisco 


Chicago 
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Noah Craft of Phil- {J —oeeey DELTA FILES 


THE HIGHEST GRADE FILE MA 


adelphia, employed by pa . le Made” 

one of the most ex- | DELTA HAND SAW ES Fit yoeanagge heed ~ 
ing j c | ELL TH ANTE: E 

tg corporation | A ee 1 Small Stock N- Quick Turnover — 


— know, ers ar } £Exd reap t-1-) ahd 4-3) ae ace | Gooce °rofits. 

a years use 0 elta Pe his complete Hand Saw File Stock 
Files his average has 25|* meets every requirement 
CHANIC'S FAVORITEL™™ HEE 


been thirty-two (32) ME v Carpenter's Special — Mechanic's 
ame for every Eee —— en 5)! es Na ag gel egg All 9 
nae. ie i a —— : can guar ; 

pert's Choice file used. EXPERTS CHOICE Sau §=6rmoney back if the Expert s Choice 
: does not prove to be the most 

Pun BALE FAL TM ») economical file he has ever used. 

Witt EveNTUA Use < Write for more information to your 

kh Ee! jobber or to 


sign will be supplied to hang DELTA FILE WORKS 


in your store PHILADELPHIA, PA. 

















GENUINE 


ARMSTRONG 
STOCKS AND DIES 


= 


FOR THREADING PIPE OR ROD 
A DEPENDABLE TOOL 


Malleable Iron Hinged Vises 
Pipe Cutters 
Pipe Machines 
Ceiling Nipple Threaders 


Sell Them 
by the Set 


FEB.23 65. = 


PAT! 











Sets of 9, 11, 17 bits are fur- h Manufactured by 
nished in compact cases for Nis id 


the convenience of the user. The Armstrong Mfg. Co. 


It isn’t hard. Every mechanio needs the entire set in his work, and it 
resolves itself to a question of selling him once or seventeen times. Bring 


out the value of the case, i's use in keeping the bits in order and near at 290 KNOWLTON ST. 


hand, preventing loss, ete. Try it. 
Forstner Bits are the only bits that are not dependent on a center or % BRIDGEPORT CONN 
evel 10 guide them. They cut from the outer rim. The entire surface is 4 ’ > 
rk all the time: no jagged ends; every part of the work is smooth and 
They | 


polished their way — bard, knotty, cross grained on NEW YORK OFFICE: 


leaving a smooth hole and clean, polished surface 


Let us send you catalogues. Order through your jobber or direct. 248 CANAL ST. 


The Progressive Manufacturing Co. 


TORRINGTON, CONN., U. S. A. Write for Catalogue 









































66@99 This is the Bemis & Call Improved Ad- 
The Standard S justable S Wrench. pode in design, 
an all-around wrench, but especially 
useful in corners and confined places 
where the ordinary wrench is useless. 
Easily adjusted by thumb of hand hold- 
ing it, as nut is of sufficient diameter. 

Carefully hardened and tempered. 
Guaranteed B. & C. _— Quality sells it. 

Write for prices. 


BEMIS & CALL CO. 
Springfield, Mass., U. S. A. 
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RELIABLE 


Standara 
BLUE FLAME 
Wickless 


Oil Heated Colo Hover 


r IS comparatively easy to produce paby chicks. It is 
quite another matter to raise them successfully. Vari- 
ous devices have been used with more or less satisfac- 
tion. The best method yet discoveredis found in our 1922 
Model Blue Flame Hovers. In them we have attained the high- 
est degree of perfection in chick brooding. Whether you area 
city back-lotter, a poultry farmer or a fancier, you will find this 
system by far the safest and best. 
Successful Poultry Raising Depends 
So Much Upon Successful Brooding 
Burns ordinary kerosene or coal oil with a clear, even blue 
flame. No soot; no fumes; no odor; no wicks to trim; no smoke. 
Every burneris adjusted at the factory to the maximum flame. 
It is impossible to overflow. Produces a well controlled heat, sufficient 
for any purpose. Easily adjusted; automatically regulated. Made in 
various sizes, Provides pure warm air and plenty of it. Saves fuel; 
saves labor. Saves its cost every season in preventing chick losses, 


The Dealers Find Svcd profits and 
It an Easy Seller 2. Oot exten- 


campaign and close co-operation helps dealers. 
They appreciate it. The Blue Flame Hover is 





All Reliable Incubators, 





Write for Dealer 
Termsand Prices. 
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“Commercial” 


ANNULAR BALL BEARING 





True anti-friction bearings, 
built by the oldest ball bearing 
organization in America. Used 
on hundreds of thousands of 
juvenile vehicles annually. 


Insist upon them. 


Catalog? 


The Schatz Mfg. Co. 
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N the light of their remarkable success of 
pumping water by power, you owe it to your 
customers as well as to yourself and your own 

prosperity to know all about and to carry in stock 

a complete line of MYERS SELF-OILING 

BULLDOZER POWER PUMPS and WORK- 

ING HEADS. 





Whether your trade uses small, medium or large 
capacity pumps—whether it employs gasoline en- 
gines, motors or other power to operate them—re- 
gardless of the depth of the water supply and 
other conditions—Myers  Self-Oiling Power 
Pumps, as now built in different styles and sizes, 
meet many pumping requirements, and through 
their safe, economical, dependable service quickly 
establish themselves in a community, and create 
and accumulate good will which soon shows a neat 
balance on the profit side of the ledger. 


The MYERS SELF - LUBRICATING WORKING 
HEAD, as pictured below, has not been selected as being 
representative of the regular Line but more to show the 
successful application of the self-lubricating—enclosed- 
working-part features on a medium capacity Myers Work- 
ing Head for operation by hand, windmill, engine or 
motor. If interested in this or other styles, write us for 
information, literature and prices. 










Sectional 
iew 

Showing 

Enclosed 














The F. E. MYERS & BRO. Company 
Ashland, Ohio 


Ashland Pump and Hay Tool W orks 
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ATHOL-STARRETT VISES 


This vise is particularly adapted for the use of jewelers 
and in places where there is a great deal of small duplicate 
work, owing to the fact that the handle can be placed in 
the best position for rapidly opening and closing the jaws. 





Catalogue and Prices Upon Request. 


ATHOL MACHINE & FOUNDRY CO. 
Starrett Ratchet Handle Clamp Athol, Mass., U. S. A. 


“Yankee” \ 


Hand & Breast f in “Amor 


Plate” 


Drills E ‘| ” a 
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14 Styles 
Plain & Ratchet 


Yankee Breast and Hand 
Drills with the unique right 
and left hand and continu- 
ous ratchet movement are 
pre-eminently in a class by 
themselves. They have cre- y 
ated a demand for high- 7 easily moved — cuts 
grade tools such as can be Oe slcnaets F naeaae 
supplied only by the Yankee. In addition to the L, clean and apexes: 
special Yankee features, they are high-grade tools y —best crucible steel 
built by high-grade mechanics and of the very 7 knives, carefully 


best material and workmanship possible. They 
are in service in Machine Shops, Garages and AMERICAS BEST- Beven times the strength of cast 
iron and absolutely reliable under 


wherever high-grade labor saving machinists’ THE WORLD'S STANDARD ena oennvimgchgee - 
au en atrawms itn co wea eT. 


tools are used. wooo- 
: See m WORKERS 
Your Jobber Will Supply You ; BLOWERS ground and tem- 


Y 4 x pered, are used and 
NORTH BROS. MFG. CO. |[] = ssesinss osscens ppt wie 


VENTILATING- 


PHILADELPHIA, PA. | setters APPARATUS ——_ ted, 


Maximum 


strength with- 


ote 


Er, 


out excess 
weight. 


Z —space saving — 
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“THE 
RELIABLE 
LINE” 


La “= __SCREWS 


CONTINENTAL WOOD SCREW CO. 


New Bedford, Mass. 
Incorporated 1904 
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A good Pocket Knife is used a good many times. Every time that “Empire tsa alk 
Trade Mark “ase i: ‘ fe ; : ! > 
pe Brand” Crucible Steel Blade is opened the user is proud to show how it cuts point Superior 
sistered i 1 where he bought it. 
Registere to = made it and tel u b oe a a ’ Pecket Cutlery 
¢ ue to ma [mp : yes $ w how ‘ a 
e’re going to continue to make Empire Pocket Knives the best we know ho since 1856 


and we’ve known how for more than 66 years. 


mysre Knife Co., Winsted, Conn. 


Supporting ‘‘Superior Since 1856" is the pledge of every employee from office boy to president. ‘‘Quality First’’ 


























THE G) Self case 
S Oct” Heating rom ‘NIQUE Rave 
The Cool Iron For Hot Weather 


| “SUPER UNIQUE SET 
That Makes Profits For Dealers 


Because 

—it insures cool ironing—no fire needed—all the 
heat is in the iron. 

—it has a valve that regulates the heat instantly 
— it has an always cool wood handle protected by ~ 
an asbestos lined lid. “Super Unique” Set 
— it does an average ironing for less than two cents. 


— it has the right weight—right size—right shape. LANES UNIQUE 


— it is highly polished and nickel plated through- 


out. RATCHET WRENCHES 


—it is used and praised by over 1,000,000 satisfied 


customers. 
We supply you with Advertising Material Save money by saving time on your repair work. 











They do the work in half the time, do not mar 

ROYAL : the nuts or bolts, and their action is positive. 
SELF The Sockets are broached, have no sharp edges 

HEATING cs to interfere and will not spread. 

IRON CO. Over 500,000 in use—why-not own a set? 


nes ee Dealers will find them a good sales proposition. 
Big Prairie 
Ohi , P 
a Will B. Lane Unique Tool Co. 
— 422 S. Dearborn St. Chicago, Ill. 


























THREE LEADERS FROM THE SHERMAN LINE 


ALL OF HEAVY WROUGHT BRASS 


Sherman Hose Clamps Diamond Nozzle Sherman Coupling 
The Best At Any Price There is no Substitute. Look for the 


ee Cost Less Than Other Good Ones Word Sherman Stamped on the Nut 
Rust-Proof 


Clear Through 


The Only ‘ acaba ; 
Perfectly wile i? ian) 
Satisfactory y 

Clamp Made (Patented) 


SEND FOR FREE BOOK—SOLD BY JOBBERS 
THERE’S A PROFIT FOR YOU IN SHERMAN GOODS—THE BEST FOR A QUARTER CENTURY 


H. B. SHERMAN MFG. CO. BATTLE CREEK, MICHIGAN 





(Patented) 





(Patented) 
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STANLEY 
BOX STRAPPING 


No. 3000 “Twinrold”—Self-Tightening 


In coils of 800 feet, is coiled double and has great 
tensile strength. The ribs allow naile to be driven 
a. taking up the slack and drawing the strap 


THE STANLEY WORKS 


New Britain, Conn. 


New York Chicago San Francisco Los Angeles Seattle 
Manufacturers of Wrought Hardware 


and Carpenters’ Tools 
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TNA COMPAS The Recognized Leader 


TNS B)\ Satisfactory service year in and year out has won 


Outdoor Men fe Ries . for GALVANOID the pre-eminent favor of the 


Pees © pk aaa trade. It is heavily zincked after weaving by our 


e “i Y 
Like Taylor Ti: a ‘ modern electric process. Then a transparent coat- 


ing of varnish is baked on. This protects the at- 


American-Made Compasses tractive finish and adds to the firmness and dura- 


bility of GALVANOID. 
i aseesiins = gp aR go boys’ 
magazines and sporting magazines is lining up H 
sportsmen. They want Jaylor Compasses. KEEP YOUR STOCK FILLED IN 
Your prospects include the automobilist, fisher- 


man, Boy Scout, camper, hunter, traveler, tour- 
ist, pedestrian, sailor, cyclist, woodsman and We alse manufacture 


motor boatman. § “AMERICAN BRAND” 


Live dealers everywhere are making extra profits 
this summer by selling Taylor Compasses, PAINTED—BRIGHT GALVANIZED—BRONZE— 


Our latest catalogue gives full details of dealer = = 
proposition and sales and profits possibilities. COPPER—KOPNIK—MONEL—SPECIAL GRADES 


Send us your name. We will forward catalogue 
immediately. No obligation on your part. 


Taylor /nstrument Companies _ American Wire Fabrics 
My ROCHESTER, N. Y. “ Company 


There's a eos or Mr Temperature Instrument .- eH Main Offices: Chicago, Ill. 
for Every Purpose. see Factories: New York Office: 
D-26 Chicago, Ill. 160 Broadway 
Mt. Wolf, Pa. 
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nf JADDEDS 


MODERNIZE 
STORE METHODS 


To provide adequate storage facilities for 

shelf stock—to make it accessible and con 

venient for clerks and stock men to handle with 

absolute safety—to insure quick service for whole- 

sale or retail trade — install one or more 

MYERS NOISELESS CUSHION TIRE STORE LADDERS. 

Deep tread steps, full length hand grips, rubber tires, 

overhead track system, firm construction throughout, 
eliminate vibration and noise and produce a ladder 
of ample strength for safety, convenience and 
efficiency One style only-neat of design— 
attractively finished —any height — 
easily installed—meets most 
requirements. Circular 
request. 
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Stetson’s Combination Cushion Chair Tips are made from 
selected sole leather re-inforced with metal bushing. The chair 
is able to move about freely without noise or scratching the floor. 
The felt washer acts asa cushion. This line is only one of our 
big sellers. Write for catalog. 


Elastic Tip Co. 370 Atlantic Ave., Boston, Mass. 























UNBREAKABLE 
EMPIRE 

HEEL 
PLATES 








Toughest heel 
plate on the market. 
You may twist, 
pound, or batter as 
you will, but the 


Empire comes out of P ‘ 
Saihees hh Guy As Essential In Any Kitchen 
The As a Meat Grinder 





Empire never 
breaks, but wears 


and wears. The Everedy No. 3 makes satisfied customers 


because there are no nuts to come loose, springs 
to get weak or adjustments to fail. 

The original, standard approved bottle capper, ideal 
for home use. Made of malleable iron and steel— 
guaranteed. 


Stock the Empire and 
give your trade the best 
material, the longest 
service, and the most 
appropriate design. 


BOTTOM The prices are popular. Ask your jobber, or write us. 


THE FATE-ROOT-HEATH CO., Plymouth, O. The Everedy Bottle Capper Co. 
Yew Yor ce: - est Broadwa 
D. N. Winner, Manager " Frederick . Maryland 
































Heller’s Simple System 
HARDWARE SHELVING 


Your store is being judged by 
the method in which your stock 
is displayed and arranged. 

Post yourself AT ONCE on 


; the most systematic method. 
Write for catalog No. 26 A , 


W. C. HELLER & CO. Montpelier, Ohio 
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THE HAMMER 
HOLDS 
THE TACK 





: : Robertson “Horse Shoe Magnet Hammers” 
TheWhitman w Barnes M (AG a high grade line with a good profit to dealers and 


ies ‘ jobbers. Catalogues and discounts on _ request. 
I WI S I D RI LLS & R KE A MI RS Silver Medal (Highest Offered) Panama-Pacific Exposition 


a sh. baba ARTHUR R. ROBERTSON, 144 Oliver St., Boston 


BIG, EXTRA PROFITS .DIETZGEN 


Selling 10c, 15c, 25¢ Tools | ) Measuring Tapes and 
. / Folding Rules 
kinds of articles and make quick, extra profits : : 
from “popular price” counters that draw the are widely used by the build- 


trade of thousands of buyers. Our lines are ON ing trades. Quick sellers with 


sold in stores from Coast to Coast. 
Drawing Tables good profit. Catalog on request. 





NEW YORK 



































More than 4000 dealers increase trade for all 





rite, today, for Catalog No. 122-A. Boards, Scales, 


T Squares, Tri KUGENEDIETZGENCO. 


wars . ; angles, Curves, Chicago NewYork San Francisco New Orleans 
Gray Iron Foundry Co., Reading, Pa. Snniaeaiantie: redline ga cnc n= A ai 


























Hottest and Best 


No. 1 Double Needle Fire Pot 
will heat a pair of 12 lb. coppers 
and melt a pot of metal quickly. 
Patented Burner produces 300 
degrees more heat, burning gaso- 
line or kerosene. Gas orifice is 
cleaned by upper Needle, lower 
regulates, neither can ruin the 
Burner by forcing, as in other 
makes, as both Needles are blunt, 
Top section is removable. The 
best general utility Fire Pot. 


SCREW WRENCHES ( ur j Jobbers supply at factory prices. 
: | Write for a catalogue. 


Of Better Quality ‘ Shiki Me: 
3 Models—Literature? " Clayton & Lambert Mfg. Co. 

J H. WILLIAMS & co. No. 1 Vire Pot 10619 Knodell Ave. 
“The Wrench People”’ List Price Each $27.20 DETROIT, MICH., U. S. A. 


BROOKLYN BUFFALO CHICAGO Ask for Discount 
59 Richards St. 59 Vulcan St. 1059 W. 120 St. x 



































RUSSELL JENNINGS’ 
SOLID HEAD EXPANSIVE BIT 


F 30°, Extra Strength over broached hollow screws 
. —the only other kind made. By a patented 


i the densit f the steel . . . ° ‘ 
ground the socket-holes, eo that even Creeping of the bit cutter is absolutely pre- 


around the socket-holes, so that even the smaller 
a oe ee a ee a —- vented. Precise adjustment is remarkably 
> deep, perfectly-formed socket-holes—no chips in easy. 
mE" the bottom. The entire length of the ALLEN is carte F y 
utihzeu either for solid metal at the point, or depth of socket They are made with both SOU ARE 


for the wrench. All sizes in stock from % in. to 1% in; SHANK and PRECISION SHANK. 


any tongth, point or Ne + Coes ree Gp 
Screws, a xtensions an “Bay tate” ocket 
Wrench ine” Dealers:—Write for catalogue and proposition, The Russell Jennings Mfg. Co. 


THE ALLEN MFG. CO. tikertorn Conn: CHESTER, CONN. Zz: 
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A 10 Cent Article That Sells 
by the Dozen 


The average purchaser will buy from eight to six- 
teen of these Ideal Clothes Line Holders—and the 
handsome display box makes the sales. Secure a 
box from your jobber and put it to work for you. 


We will be glad to send you FREE a demonstrat- 
ing sample mounted on 2 block of wood. When you 
write for it please mention your jobber’s name. 


THE MIDLAND COMPANY 


Manufacturers 


SOUTH MILWAUKEE, WISCONSIN 














With Nickel Plated 
Brackets and Screws 


Clear Crystal Glass 


TOWEL BARS 


Kimble glass towel bars are 
neither wabbly in the brackets 
nor in quality. 


They are made in America and 
are sold at common sense prices. 


The bar ends are taper tooled— 
a feature that insures a perfect, 
rigid fit in all brackets. 


Furnished in diameters of 4”, %", 
%", Y" and | inch. Lengths from 18” 
to 36 inches. 


Write for prices and literature. 


Kimble Glass Company 
Vineland, N. J., New York, N. Y. 
Chicago, III. 

Button End Steel Spring Brackets Without Screws 























Caster Performance 


Is Taken 
For Granted 


Casters show their great im- 
portance least when working 
well. They attract little atten- 
tion while they perform per- 
fectly. 


But the casters are _ there, 
working every time the piece is 
moved. Hence the need of de- 
pendable equipment. 


If they are efficient, well-built 
casters like Efemco you will 
scarcely be aware of their 
presence. 


Efemco Casters will give life- 
time service wherever they are 
applied, and there is a kind de- 
signed for every use. 


Send today for complete 
catalog of Efemco 
Casters 


Foster, Merriam & Co. 


Meriden, Connecticut 


Standard 
yy gt By New York Office: 225 Canal St. 


years of service. 




















Consumers Want 
“C-B-CO” Bottle Cappers! 


July 14, 1922, Meno- 
monie, Wisconsin: “Do 
you have for sale the *C- 
B-CO” Bottle Capper 
patented Dec. 21st, 1920? 
If so, please inform me 
as to the price and where 
I can get one.” Signed, 
I. L. Medtlie. 


July 18, 1922: Our 
letter to “C-B-CO” Deal- 
er at Menomonie: “Mr. 
J. L. Medtlie, 1021 Tenth 
St., your city, writes us 
asking where he can get 
the ‘C-B-CO’ Bottle Cap- 
per. We have referred 


No Keys him to your store.” 
No Springs y 


2 aa July 24, 1922: Deal- 

No Stands er replies: “We have 

No Castings supplied Mr. Medtlie. 
“Caps Them All” Thank you!” 


Automatic Release 


Complete in Itself 


The above is just a sample of what our 
Service Department is doing for “C-B-CO” 
Dealers. Let us co-operate with you! 


COMSTOCK-BOLTON COMPANY 


1925 E. 15th St. Kansas City, Mo. 
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Combination Pocket Bottle Opener and Folding Corkscrew [ras 


Can’t come open in the pocket. Double plated and polished. Our like a 
4 Dapp for this key ring combination attests its popularity, Put Jackknife 


——="Ns}La— OC} DISPLAY CARDS of ONE DOZEN Per Doz. 40c. Clasps 
Order from or your Jobber, Get our Catalog No. 20. like a 


mae (XRAY es 9) VAUGHAN NOVELTY MFG. CO., INC., Safety-Pin 
3211-25 Carroll Avenue, Chicago ——— 

















(1865) 











Osborne High Grade Punches Besides Punches Our Line Includes: 


A varied and attractive line for the Hardware Trade. Also: Leather Workers’, Trimmers’ and 
Upholsterers’ and Plumbers’ Tools of superior quality 
The above tools will please your customers as well as our famous Round and Oval Punches, 


Remember we have had 94 years of successful manufacturing experience, employ only skilled 
workmen and use the finest quality of materials in making our products, 


We stand back of every tool we make. Try us. Write for Catalog and Prices. 
Cc. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 


TACKS & NAILS AKES GEO. BAKER & SONS 























MANUFACTURERS 
ALL KINDS AND SIZES BROCKTON, MASS. 


FOR THE 
Let Us Quote You and 


HARDWARE TRADE Se Send Samples 

















MAHES ANY OLD BOAT LEAHKPROOF 
Send Ser our Booklet, “How to Make Your Boat Leakproof,” and “Marine Glue—What to Use and Hew to 


grade is for a different purpose. It is important that you use the grade WE RECOMMEND. 
Any old boat so long ae the frames are in a fair condition can be made watertight by following the instructions is 
the above booklets. This applies to anes that floats from a canoe to a yacht, w or steel. 
Put your leak troubles up to us—we will help you to stop them. 


JEFFERY’S WATERPROOF MARINE GLUE im all the various grades 
For Sale by all Yacht, Boat and Canoe Supply Houses. Hardware, Paint and Oil, and Sporting Goods Dealers. 


L. W. FERDINAND & CO. 152 KNEELAND ST., BOSTON, MASS. 








THE FOWLER & UNION HORSE NAIL Co. 


HORSE SHOE NAILS 
of HIGHEST GRADE 


PLANT AT 1000 MILITARY RD., BUFFALO, N. Y. 











ROCK ISLAND AUTOVISES 


Number 241 Vise is swivel, weighing 80 Ib., and is adapted for 
automobile and heavy repair work. No. 231 Vise is same in design, 
but is stationary, weighing 32 lb., and is suitable for the individual 
automobile owner. These vises are a combination of vise jaws, 
pipe jaws and anvil. 


ROCK ISLAND MFG. CO. Rock Island, Ill. 


SEND FOR NEW CATALOG OF LARGEST AND MOST 
COMPLETE LINE OF VISES MANUFACTURED 231—Autovise 

















Napier ORD FOR DETAILS 
AND 
BETTER VALVE 
CORES—WRITE 
THE 


WEDLER-SHUFORD CO. 
ST. LOUIS MO. 














UNIVERSAL Q Q. Lindemann & Co. 


BOX STRAPPING || = 78 “sind" we... 


CARY MANUFACTURING CO. @ 07 CAGES ~™” 
Established 1863 


Manhattan Bridge Plaza, Brooklyn, N. Y. 35-37 Wooster Street Siow Wark 
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SUPERIOR 


WIRE PRODUCTS 


Hex Mesh Poultry Netting 
Galvanized Hardware Cloth 
Wire Clothes Lines 


G. F. WRIGHT STEEL & WIRE CO. 
Worcester, Mass. 




















Ensign Bickford is the ORIGINAL 
SAFET safety fuse—tested and tried by 
time and experience. 
We manufacture various 
FUSE brands of fuse, among 
which you should find 
one adaptable for your 
work. 


The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 


Profit by the 
Coal Shortage 


Order 


KANKAKEE 
OIL Heaters NOW 


Order DOUBLE your usual stock of 
oil heaters to meet the big rush that 
is sure to come. You simply cannot 
afford to disappoint your customers on 
such an essential article, 

KANKAKEE Smokeless Oil Heaters 
are full size, made in three styles. 
Catalog sent on request. 

Net prices for one dozen or more 
stoves, any assortment, F.O.B. our 
factory at Kankakee, Ill. Terms, 2% 
10 days, net 30 days. 

No. 1211—Plain Black.......$3.70 

No. 1221—Plain Black, Nickel 
Trimmed 4 

No. 1231—Blue Porcelain En- 
ameled, Nickel 
Trimmed re - | 


Buy Direct from Makers 


Leonard Metal Works 


925 S. Homan Ave., Chicago, Ill. 




















electrical, rope, air- 
plane, piano, pipe- 
organ, flat wire (strip 
steel) hoops, bale- 


ties, tacks, nails, 
barbed-wire, concrete reinforcement, springs, 
netting, wire fences, steel posts, steel gates, 
trolley wire and rail bonds, auto-towing cables, 
horse shoes, round and odd-shape wires for 
manufacturing. 
Illustrated books describing uses, FREE 


American Steel & Wire 


Chicago—New York Company 


irae Wi MORJUICE 
CIDER MILLS 


FRUIT PRESSES 
Justify Their Name 


It is a fact that Morjuice Cider 
Mills will extract more cider from the 
same quantity of fruit than other 
mills. This and the great demand for 
soft drinks created by prohibition 
should make the Morjuice machine 
very popular. 

Order now for fall delivery. Write 
for prices and circulars describing 
complete line of Cider Mills and Fruit 


Presses. 
Capacity : - 
dn © teaveie CROWN MFG. CO. 


sof cider per day Box 226-A Phelps, New York 




















LANE’S 


he New Model Parlor 
atalog 
shows Door Hangers 


other 

styles 
Noiseless fibre tread roller 
bearings, vertical adjust- 
ment; an excellent hanger 
at moderate cost. 


Lane Brothers 
Company 
Lansing Ave. 


Poughkeepsie 
New York 








Two fine lines 


HE “XXth Century” Coolers (both 

metal and fibre types) and the “Fi- 
brotta” line of fibre ware for office, fac- 
tory and home prove real profit makers. 
This is just a reminder to write Cordley 
& Hayes, 10 Leonard St., New York City 
for particulars. 



































ff sion oF THe 
f carne voLeHin 


eatabiebed ABBEY & IMBRIE ‘iow York NY. 
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WIRE GOODS 


PARKER FOR SERVICE 
PARKER FOR QUALITY 


Parker Wire Goods Co. 


Worcester, Mass. 








Sheet. 


**Makers 
NEW YORK 


COLUMBUS ICE TOOLS 
For Long Life and Satisfaction. 
Ice Tongs, Ice Shavers, Ice Hooks. 
Request Catalog No. 25 and Latest Discount 


THE COLUMBUS HANDLE & TOOL CO. 
COLUMBUS, 


Surpless, Dunn & Compa 
Sales Representatives 


INDIANA 
Tools Since 1891’’ 


ny 
CHICAGO 


of Good 











Bright 
Goods. 





CHESTER 





BROOKS 


made to order. 


M. S. 


Iron and Brass Wire 
Special Wire Goods 


BROOKS & SONS 
CONN. 











L. J. Baldwin 
807 Vincent Bidg. 
New Orleans, La. 


New Orleans 
Representative 


FLY 








SPARGO 


BRONZE AND COPPER 


Perfectly Woven, Most Durable 


Spargo Wire Co., Rome, N.Y. 


SCREEN CLOTH 


Write for Prices 


Help Wanted 


August 24, 1922 


ty Exchange 


Positions Wanted 





| builders’ 


WANTED — Thoroughly  experi- 
enced paint, varnish and brush man 
.o take charge of Paint Department 


| in wholesale and retail building ma- 


terial house, also to manage Retail 
Department in all lines, including 
hardware, sash, doors, 
blinds, roofing, wall board and glass. 
Strong references required. Apply, 
stating salary expected, experience in 
detail and enclose photo. ‘Paint 
Manager,”’ Box 909, Rorfolk. Va. 
































Business Opportunities | 





FOR SALE 


Stock, patterns and 
rer. of the JIFFY DISH 
WASHER, Value is about two 
thousand dollars but will sell for 
half to party organized to handle. 
It is not in our line. 

Geo, W. Diener Mfz. 

Chicage, Ill. 


odvectieney 


Co. 











For Sale—A clean stock of hard- 
ware in the Yakima Valley. Stock 
and fixtures will inventory $5,000. 
Will sell building and home on easy 
terms. Address Box  F-312, 
Hiarpware Ace, New York. 


For Sale: Hardware store in town 
of 10,000. New stock, consisting of 
a complete line of butiaers’ hardware, 
automobile accessories, dairy 
plies, household appliances. Also 
handle motor oils and_ gasoline. 
Standard Oil Pump in front of store 
will aay rent of store. 
$7,00 Address 
ee dT Ace, 


care 


Box F-317, 
ew York, 


Philadelphia Hardware Store. 
York Road section. Price $11,000; 
$2,000 cash required. Lot 20x 145. 
Store 20x 60 with apartments over 
head. Hot water heat, electric light 
Fine opportunity. 

HERKNESS & STETSON 

Land Title Bldg., Philadelphia 


care 


| ket for group of wholesalers; 
sup | 


Will sell for keep clients posted on markets. Sal- 


| 
Business Opportunities 





I re 
better 
has now 


buyer so much 
than the opportunity that he 
that he could handle the 
biggest proposition in the United 
| States. If you want to start a real 
| toy department or have one and are 
dissatistied with the present man 
agement, address “XYZ,” Rage ARE, 
239 West 39th St., N. Y. 


a real toy 


| FOR SALE 
' Hardware business in good substan 
tial Oil Town, good reasons for sell 
ing. real opportunity for the 
right man. If interested, 
| Box 346, Texarkana, Tex. 


Help Wanted © 


New York 





hese wanted in mar 
house 
furnishings particularly, but knowl 
edge of general hardware very de- 
sirable. Good opening for experi- 
enced man with initiative who can 
ary conditional on ability. Give age, 
experience and 


after communicating with applicant. 
Address Box F-331, care Harpware 
Ace, New York. 


Clerk 
hardware 
Address 

\GE . Ne w 


with experience for large 
store in New York State. 
Box A. B. care Harpware 
York. 


| dress 


| terial man of twenty-five years’ 
| perience as 
| would like to negotiate with a good, 
| solid, 
| upon whom responsibility can safely 


address Bas 


| dress 


qualifications. Ref- | 
| erences will not be investigated until 


| | thoroughly 
Old | 


SALESMAN for retail, wholesale 
and mill supply store. Salary ac- 
cording to ability and experience. 
Apply by mail. Address Box F-328, 
care HliarpwareE Ace, New York. 





Wanted—A representative experi- 
enced salesman for the wholesale 
hardware and grocery trade to sell 
high grade line of sole leather 
through the Middle Western and 
Southern _ states. Apply Strauss 
Leather Co., 1115 Penn Ave., Pitts- 
burgh, Pa. 





WANTED—Manager for Retail 
Hardware Store, situated in large 
town in Western New England. A 
good position is open to the right 
man. He must be thoroughly versed 
in all angles of the hardware busi- 
ness. In applying for this position, 
applicant must state age, experience. 
furnish reference, salary expected 
and how soon services are available. 
Address Box F-323, care HARDWARE 
Ace, New York. 

Wanted—A reliable, high grade 
salesman to represent, in an impor- 
tant Eastern territory, a reputable, 
well known and established product. 
All applications must be accompanied 
by strong recommendations from 
present and past employers, also 
statement of territories covered and 
amount of yearly sales. We prefer 
a man who is experienced in sellin 
stoves, ranges or refrigerators. 
Box F-311, care 
Acre, New York. 


A-1 Builders’ Hardware Salesman 
wanted. One not handling over 
three or four lines, for a high class 
line of hardware. Liberal commis 
sions., Address Box » care 
Harpware Ace, New York, 


Positions Wanted 


Hardware, 








mill supply, and_ma- 
ex- 
manager 


buyer and 


reliable firm in need of a man 


be thrown. 


One who without pull, 
politics, or 


investment won his wav 
head of a two and one-half 
million dollar supply store organiza- 
tion during the World War, and has 
recently finished his job in connec- 


| tion with settling up this business. 


Address W. 


J. Nelson, 
Ave., City Point, 


21 Ramsey 
Va. 





Position wanted bv 
salesman thoroughly acquainted 
among metropolitan trade handl'nz 
hardware or housefurnishings. Ad- 


Box care HaArpWaAre 
New 


experienced 


Acer, 


PAINT MAN 
conversant with paints 
and sundries. having had several 
years’ successful experience as buyer 
and department manager, seeks an 
opportunity with jobber, or larger 
retailer. At present emploved. Pref- 
erence middle west. Address Rox 
*.329, care Harpware Acer, New 
York. 














| dependable, 


Ad- | 
HARDWARE 


| Sales Accounts Wanted 


Young college man wishes to as- 
sociate with a thriving hardware con- 
cern, either wholesale or retail, with 
possibility of becoming one of the 
concern if capable. — particu. 
lars upon request. W. A. Robinson, 
Lake Luzerne, N. Y. 





Young man, 30, 15 years’ whole- 
sale and retail hardware experience, 
capable of managing a_ hardware 
business in city 10,000 to 20,000, 
Address Box F-316, care Harpware 
Ace, New York. 





Hardware man with long experi- 
ence in the retail business. Em- 
ployed as buyer; desires a change 
with well established house in New 
England. Address Box F-305, care 
Hurpware Ace, New York. 





Experienced and well known sales- 
man, in several territories, desires 
correspondence with reliable manu 
facturer of hardware or specialties. 
References. Address Box F-308, 
care HarpwarE Acs, New York. 


A builders’ hardware man. Thor- 
oughly posted, capable of reading 
plans, closing contracts and securing 
results, is open for an engagement. 
Give full information when answer- 
ing. Address Box F-318, care Harp- 
ware Ace, New York. 





ADVERTISING MANAGER — 
Thoroughiy experienced and _ highly 
proficient in hardware and furniture 
advertising. Equally familiar with 
newspaper and magazine display, 
direct-by-mail, house-organs, _ bulle- 
tins and publicity work. Creative 
and executive ability Diplomatic, 
loyal. Excellent refer- 
ences and proof of successful accom- 
lishment upon request. Address 
30x F-319, care Harpware Ace, 
New York. 








Gentleman, 25 years’ experience 
in General Engineering Tools, Fine 
Precision Tools, Joiners Tools, seeks 
Agency for England or North of 
England, working from Manchester 
on fixed salary or expenses and 
commission basis. Also experienced 
in Milled Steel Bars, Sheets, Girders. 
Nails, Bolts, Nuts, Wire, etc. Ad- 
dress replies to H. G. Roeper, 377 
Broadway, New York. 





Wanted — Manufacturer Agency 
for several hardware staples and spe- 
cialties for the states of Louisiana 
and Mississippi. Chas. J. Sicard, 
Hardware and General Merchandise, 
New Orleans, La. 








Sales Representatives 
Wanted 


We have several exclusive terri 
tories for commission salesmen who 
are calling on Hardware, Furniture, 
etc., dealers in Southern States, east 
of the Mississippi River. Standard 
Sewing Machine Co., Cleveland, 
Ohio. 





Wanted, experienced and aggres 
sive salesmen to handle, as side line, 
our Reversible and Refill Bench 
Brushes, Sells direct to factories. 
Liberal commission. Write for par 
ticulars, giving experience, refer 
ences and territory wanted. Tor: 
rington Brush Works, Torrington, 
Conn. 
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DEALERS WANTED EVERYWHERE Iron Fence, Gates 
Lawn Vases 


RO PE DNA GL Settees 
General Iron 
MANILA and Wire Work 
and Ask for Catalog 
SISAL THE STEWART IRON WORKS CO., Inc., 225 Stewart Bleck, Cincinnati, 0. 
LATHYARN, 


HAY and 
HIDE ROPE 


August 24, 1922 


































































































m) HALTERS and 
TIES 


=a uaumeneves - 
E. T. RUGG & COMPANY Expansive Bits of All Kinds 
Centerbrook, Conn., U. S. A. 


NEWARK, OHIO The Conn Valley Mfg. Co., 


U. S. EXPANSION BOLTS, All Types 




















“VICTOR” Oper 


U. S. EXPANSION BOLT CO., 139-141 Franklin St., New York 
Los Angeles Plant: Columbia, Pa. 


Send for Catalog 
ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. | . 
Chicago Toronto 




















Let us supply your needs in 
Weldless Chain and Products. 
Bulldog, Samson and Hodell 
are acknowledged leaders for 
all purposes. 


American Bessemer—Open Hearth—K. atone AG ‘St / euilileg LINK Writ 
escape teatro shes eign tet 
ts, ts. et Main ce an actory 
cots, Formed Rooting Products, Yin and Teree Plates, Et SHZ SHAN PRODVUVENS FY creverann. ono 
AMERICAN SHEET AND TIN PLATE COMPANY, PITTSBURGH, PA. Sales Offices in All Important Cities 























The Mark of Quality PRIEST'S! 


A guarantee of the 


in Copper Utensils guarantee 0 
quality which is the 


Sold through dealers for 30 years world’s standard. 
American Shearer Mfg. 
Company 


ROME MANUFACTURING CO. 
ROME, NEW YORK Nashua, N. H., U. S. A. 




















UNION 
CENTER 
GAUGE 





Accurate to 4 
decimal. Strength 
in reserve. Thor 
oughly tested 
Ready seller 


PORTER’S “NEW EASY” BOLT CLIPPERS 
All sizes. All parts oye gee a Ly Steel. 
rite for rices. 
- UNION TOOL COMPANY, Orange, Mass. 


Big Sellers. Good profit 5 
Everett, Mass. 
= 


H. K,. PORTER 
ROME™ Ss 
ity) | PPC SpPER ) SOSS 
BRONZE ; —<é a Number 110 is the latest Soss In- 
visible Hinge for furniture and 
Sheets; tubes; rods; electrical copper; rivets and burs. i 3 cabinet work. Send for sample. 
JUST BORE Inc. 


|_| ROME BRASS & COPPER COMPANY R -ROMENY: HUgT BORE, -Soas, Manufacturing Company, Inc. 


Grand Ave, & Bergen St. Brooklyn, 
r HANDLES" G-w 1G TOOLS 
Every tool used in the ice busi 
ness, Catalog and prices on re 

























































































quest. 

















Small Tools, ner rai Goods, Etc. 
Stratton Mfg. Co., Stratton, Me., U. S. A. 
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_ & Catalogue of Tools, Housefurnishing Goods, tate fanmail, 
progressive dealers. WATCH THIS SECTION FOR QUICK MERCHANDISE. 
Manufacturers! You cim catalogue your product here.for $5.00 per insertion. Write for full information. ‘ 








WOOD RIM SIEVES 


for all purposes. 8d. 
or Rd. Sieves and Rival 
Ash Sifters. Any Mesh 
Wire. Write for cata- 
log. 

GEO. H. JELLIFF & SON 
New Canaan, Conn., U.S.A. 








Canco Containers 


= 


American Can Company 


TAPS 


Dies, Screw Plates 
WINTER BROS. CO. 











TACKS 


Cobblers’ Nails, Glazier Points 


SHELTON TACK CO. 


Shelton, Conn. 





BANIGAN MFG. CO. 
Successors to M-B TOOL CO. 
DANIELSON, CONN. 

Insulectric Screw Drivers 
Adjustable Auto-Valve Grinder 
Sales Agent: 
Johnson Sales Co., Union Bank Bldg., Pittsburgh, Pa. 


Wrentham, Mass. 
“They Have a 


Bull Dog-Grip” = 


Manufactured by 
U. S. Clothes Pin Co., Montpelier, Vt. 


Sales Dept. 
1015 Union Bank Bldg. Pitebursh, Pa. 








For thirty years the lead- 
ers in making tools for 
work on stone. 


Trow & Holden Company 


Barre, Vermont 








The “TORREY” 
A Real Man’s Razor 


Send for Catalogue of Full Line 
J. R. Torrey Razor Co., Worcester, Mass. 








“rusuar RIVETS 
Tubular Rivet & Stud Co. 
Boston, Mass., U. S. A. 





[GENUINE MARTY TRAPS 


2,000,000 Sold 
Burditt & 
Williams Co. 
Sole Importers 

Boston, 


Mass. 








J. L. THOMSON MFG. CO. } 
Waltham, Mass. 


Tubular and Bifurcated 


=RIVETS= 











Freight Elevators 
and Dumbwaiters 
Write for 
our catalog 
ENERGY ELEVATOR CO. 
214.New St. Philadelphia, Pa. 








SILVER LAKE 


SASH CORD 


NET WEIGHTS FULL LENGTHS 
Silver Lake Co., Newtonville, Mass. 





STEEL 
Bearing 
BALLS 
. Abbott Ball Co, 
Harttord, , a 


| SAMPLE 
| BREE 




















GLASS TOWEL BARS 
Solid Crystal Solid Opal Complete with 
Nickel plated or White Enameled spun brass 
posts and screws. 


All lengths 
Vineland Flint Glass Works 
Vineland, N. J 





ESTES MILLS 


P.-OK-ALPHA 
SLASHER-ACME-BEE 


MOPS 


FALL RIVER, MASS. 








JOHN SOMMER’S 
— PEERLESS FAUCETS 
Made of best Maple, with Leather 


Lining and Best Block Tin Key. 
Beware of Imitations. Genuine are 
Stamped with Maltese Cross. 
John Sommer Faucet Co., Newark, N. J. 




















DOUBLE AALS 


wit OUR ELECTRIC TUR 


Display ax SELL MORE GOODS! 
Bectric Cost - about 3 cents a day faa over 150 Ibs 
Five Year Iron Clad Guarantee ~~ Special Price ee al Mail .. 


fase” ELECTRIC WINDOW SALESMAN CO. £22 


Elevators and Dumbwaiters 
For Store, Warehouse, and Private 
Homes, Save time and handling ex- 
pense. Easily installed. Plans with 
each elevator. 

For price state requirements, size 

platform and height. 

Sidney Elevator & Mfg. Corp., 
Sidney, Ohio 








descent Lamps—A Complete Line 
CONBSLEDAEED ELECTRIC 


‘Li 
Company's Incandescen’ 











HAND SPRAY ERS 


“COW COMFORT" 
Manufactured by 


prices m, LESSER MFG.CO OLEANNY. 








CARPENTERS’ 


—CHALK— 
STANDARD CRAYON CO. 


Danvers, Mass. 








= — h Expansion Bolt Bolt Co. | 


" a 
«upto 
pa 
: Designs 


‘erfect.’” Feb. 28, 1922 


Leaders’ in’ pation Bolt Design for. 36 Years _| ten Bett Desi: for 35 Years 









































August 24, 1922 


HARDWARE AGE 
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